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Wickwire Wire Rope 


is made by one organization all the way from the mining of 


the ore to the reeling of the finished rope. 


Every step in this process is carried out with the sole idea 


of making Wire Rope for a specific purpose. 


Wickwire Spencer Steel Co., Inc. 


General Offices, 41 East Forty-Second Street, New York | | 





Worcester Buffalo Philadelphia Cleveland Detroit Chicago San Francisco Los Angeles Seattle 
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Established 1890 


Our Policy of Co-operation 


The jobbers who are handling the CAPITAL “Red Cap” Line know 
how thoroughly we have always backed them up in developing big- 
ger, better business. Our fixed policy is and has been to protect our 
distributors in their territory. 

From the experience in these years of co-operative effort we have 
developed a highly successful plan of sales co-operation. We will be 
glad to submit full details of this plan to mill supply jobbers who 
are not now handling the CAPITAL Line. 


Investigate through Our Jobbers 


Write for the names of mill supply jobbers near you, whose experi- 
ence handling the CAPITAL Line has been extensive enough to 
enable them to tell you how valuable our assistance is. 


To become familiar now with the 
CAPITAL Line, write us for catalog 17 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. 





Indianapolis, Ind. 
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The 


AZOR BENCH 
GRINDER 


1/3 H.P. 1800 R.P.M. 
LENGTH—13!'2” 
HEIGHT—11” 
8"x34” WHEELS 


DUST PROOF 
BEARINGS 


10 ft. cord and plug 
Weight 55 lbs. 


$32.00 


Write for 
Dealers’ Proposition 


RETAIL 
PRICE 








THE AZOR MOTOR MFG. CO. 


; 7424 BESSEMER AVE. 


ee 


CLEVELAND, OHIO. 
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We would like a few new dealers 
to take on the Royersford line 
where we are not represented. 





Our production of Sells roller bear- 
ings, hangers, couplings, collars and 
similar transmission appliances now 
enables us to supply additional deal- 
ers where we are not now repre- 
sented. 


If you would like to take on a trans- 
mission line that is well advertised 
and where the service is fast and 
where each dealer is considered an 
important dealer, then we would like 
to hear from you. 


Martin G. Sperzel 
is sales manager 


—you might address him 


Royersford Foundry & Machine Co. 
43 N. 5th Street Philadelphia, Pa. 


Royersford Products are regularly advertised in: 


Industrial Management Dodge Idea 

Belting & Transmission 

Cotton Oil Press 

Machinery 

Textile World 

as well as in Sweet’s and A. S. M. E. Catalogs and 
MacRae’s Blue -Book 


ELLS Zale Baoriys 


Mechanical Engineering 
American Machinist 
Mill Supplies 
American Miller 








and other Royersford Products 

















KESTER SOLDER 


Self-Fluxing 


VIRGIN TIN LEAD ——"s 
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(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 


























For Delicate Jobs 


N maintenance work delicate solder- 

ing jobs will develop. On this kind 
of work you'll find Kester Solder sav- 
ing of time, labor and material, and 
remarkably easy to use. It “requires 
only heat.” 


The reason? Kester Solder supplies 
from tiny pockets inside itself, a scien- 
tifically prepared flux (Underwriters 
Laboratories Inspected). This flux has 
been compounded to serve best for 
general soldering. It is quick in action, 
and flows to the job in proportion to 
the solder used. 


Use Kester in your work, both for plant 
maintenance and production. It will 
lower labor costs, speed up production 
and speak in terms of general saving. 





os 





Kester Acid-Core Solder for general use in 1 lb. cartons; 1, 
5 and 10 lb. spools. Small package Acid-Core Solder, Kester 
Metal Mender for autoist, householder, etc. For delicate 

Passa and electrical work — Kester Rosin-Core Solder. 
* 


my 7 
YY 
Manufactured by the 


CHICAGO SOLDER COMPANY 


4215 Wrightwood Ave. 
CHICAGO, U.S.A. 
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“TOLEDO” No. 1— 


—THE 1” TO 2” PIPE THREADER 





No other threading tool of like capacity has ever 
approached this ““TOLEDO” No. 1 tool, or the No. 1 A 
equipped with ratchet, for efficiency, durability, service 
and now—PRICE. 


Your customers can now purchase this genuine 
“TOLEDO” No. 1 tool at a price that is even lower 
than solid stocks and dies. It is unquestionably the 
outstanding value in 1” to 2” pipe threading tools 
today. 


The same ‘“‘STOLEDO” quality tool, improved with 
new taper pins to permit the cutting of under or over- 
size threads, as well as standard threads. 


If they buy by comparison they’ll buy a 


“TOLEDO 
wi 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


NEW YORK OFFICE: 50 CHURCH STREET 















‘Equal to a Great ‘Responsibility 





T IS the task of shaft hangers to sup- 

port in accurate alignment, power- 
laden line shafting and pulleys. 
“American” Pressed Steel Hangers are 
constructed to endure under this re- 
sponsibility. Their design embodies 
the most advanced principles of sound 
transmission engineering. 


The “American” tubular pressed steel con- 
Struction, with its in-turned flanges, has a 
Strength and rigidity that resists vibration. 
Quickly adjusted, the “American” Hanger 
easily maintains accurate shaft alignment. 


Yet simplicity marks these American Pressed 
Steel Hangers—a simplicity of design, that 
by its grace, adds to the good appearance of 
your shop. 


More complete details of the American Pressed 
Steel Hangers will be mailed to you upon 
request. Write us today. 


The American Pulley Company 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Steel Shaft Hangers, 
and Pressed Steel Shapes. 


4200 Wissahickon Ave. Philadelphia, Pa. 


The names and addresses of ‘American’ dealers 
are listed in MacRae’s Blue Book, 


AMERICAN 


STEEL SPLIT 


HANGERS | PULLEYS 


——— PATENTED PATENTED — 
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The New Easy 
Cutting Oster 
Die Stock 

Is Ready 











A TOOL IT PAYS TO PUSH 
- : 
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The Oster Receder in both plain 
and ratchet types has a capacity of 


from 1 to 2 in. pipe, inclusive. 
More than an ordinary die stock. 
The aristocrat of pipe tools. 


Cash in on our nation wide adver- 
tising campaign. Mail us your 
initial stock order now. 


The Oster Manufacturing Company 
2087 E. 61st Place, Cleveland, O. 


Manufacturers of the most complete line of pipe threading equipment in the world 
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A Close 


Examination Is 


A Test Welcomed 

By 
Dealers who stock the &#@@ant pipe wrench find that good mechanics in- 
stantly recognize it as an exceptional tool. They come into the store for a 


pipe wrench, notice the Ge@iant and want to ‘‘see”’ it. After they've handled 
it a minute they are “‘sold.”’ 


And it’s easy to see why. The end opening jaws make it the easiest wrench | 
to handle. Only three parts with no weak points give it a strength and bal- 
ance that will ‘‘get’’ any mechanic. 


Write us for further 
particulars 
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GREENFIELD [TAP AND DIE 
y CORPORATIO 


~ GREENFIELD, “Ft “™“MASS..U.S.A. 


Greenfield Tap & Die (¢ oration of Canad lid., Galt o 


@TE Screw Plates, Taps, Dies, Reamers, Gages, 
Pipe Tools, Twist Drills, Machine Tools 
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WOOD 
SPLIT 
PULLEY 


and 


MOTOR 
PULLEY 





QUALITY 


HE factory superintendents of today are placing their pulley business with 
mill supply houses that carry recognized quality lines. 


By handling “THE REEVES” Wood Split Pulley and “THE REEVES” 
Motor Pulley you are not only handling a quality line but are selling goods 
that have a backing of over 35 years of successful performance. This is a 
source of satisfaction to your customer and a profit to yourself. 








Write for jobber’s proposition. 


REEVES PULLEY COMPANY, Columbus, Ind. 


Reeves-Bond Sales Co., 39 So. Clinton Street, Chicago 








The name ROBERTS 





It is stamped on every piece of gen- 
uine ROBERTS goods. And every 
piece of ROBERTS goods is trust- 
worthy. 











From master pattern to finished 
goods every operation entering the 


manufacture of ROBERTS goods is 5 O O 9 O O O 


carried out with a view to quality first. 





satisfied users of U. S. Automatic 
; Injectors requiring repairs and re- 
ROBERTS goods stand strictly on placements, together with an as- 
their merit. Standardize on them. sured and proper profit to the job- 
ber through our established resale 
prices, make U. §S. Automatic 


THE ROBERTS BRASS MFG. CO. Injectors a satisfactory and profit- 


Manufacturers of bruss goods for steam, water, gas, gasoline, able line for any jobber to handle. 





air, oil and automotive use. 


DETROIT, MICHIGAN 




















American Injector Co. 
DETROIT, MICH. 
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Measure Value by Results 


It is an economic fact that | clusively for over half a century 


in Transmission Appliances has 


Th given us a “standing” that is our 


Demand governs supply; not 
only in Quantity but in Quality. 
If the finished product is the 


. greatest asset. 
best that human skill 


Wood’s specialties 


can produce, then it FT*- E- are “high standard” 
naturally follows that © OD products, designed to 
every factor entering meet the demands of 
into the various proc- SONS CO. “high standard” man- 


esses of the manufac- Li ufacturers. The line is 
ture of that product shall meet Ine complete in every respect. 


the same high standards. You owe it to yourself to spec- 
It is so with the T. B. Wood’s ify “Wood’s” equipment and 
Sons Co. line of Power Transmit- realize the efficiency standard 


ting Machinery. Specializing ex- throughout the entire line. 


Write today for Catalog No. 55 





BASE PLATES 
FLOOR STANDS 
PILLOW BLOCKS 
WALL BRACKETS 
ROPE SHEAVES 
BELT: «<< «+ 
TIGHTENERS 























Woods Sons (.C hambersburg Pa. 


Makers of Power Transmitting Machinery Exclusively and Continuously since 1857 


2 


TT 
| & 
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New England Branch and Warehouse 
Cambridge, Mass. 


Southern Office 
Greenville, South Carolina 
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FOUR WAY 
COLLAR > 


POWER TRAN 
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ALSO / 
VALLEIRON” SHAFT COUPLINGS 


VALLEIRON” PLAIN OILING LINE 


STANDARD” WICK OILING LINE >} 


“VALLEIRON”™ 
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SION APPLIANCES, 
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\ ALSO 
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Ne 
HERCULES” DUPLEX QILING LINE. | 

a 

“HERCULES” COLLAR OILING LINE. 
: | 


} “HERCULES” BALL BEARINGS.INE 


bt 
“HERCULES” HYATT BEARINGS LINE. 
‘ 










‘eee 

| «] “HENDERSHOT” COMPRESSIBLE SLEEVE SHAFT COUPLINGS. 

| VALLEY IRON WORKS. WILLIAMSPORT, PA. 

| 7 MANUFACTURERS 

ai POWER TRANSMISSION. CHEMICAL AND DYESTUFF MACHINERY, 
4 AJAX” ROCKING AND DUMPING GRATES, CONTRACTORS AND MUNICIPAL CASTINGS. 
— ; REECE see ha 
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No Slip im the Grip of Notte Belts 


Nov 








For 45 years the W. S. Nott Company 
has specialized in the scientific produc- 
tion of a belt with minimum stretch and 
one giving full pulley contact, thereby 
eliminating slippage. 


Dealers and Jobbers—What position are you in? 


W. S. Nott Company 


Minneapolis, Minn. 
201 No. 3d St. 


We make 
Diamond Oak Tanned Belting 
Long Life Combination Tanned Belting 
Blue Stone Chrome Belting 
Wetstone Waterproof Cement Belting 
and all leather specialties. 









Write for our liberal proposition. 


Chicago, Ill. 
37 So. Clinton St. 
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Backed by thirty- 
seven years of 
manufacturing 
experience 


THE OHIO BRASS 
COMPANY 
Mansfield, Ohio 
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Geared Utility Tool 


/ Dumore products are ‘“‘want- } 
ed’”” products because they 
have established a reputation 
for their ability to work hard 
and wear well. Buyers have 
come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
products, we offer a compre- 
hensive selling plan, national 
advertising and generous dis- 
counts to further interest the 
man whois on the lookout for 
profitable propositions. 

If you’re curious, just drop us 
a line and we’ll tell you the 
whole story. 





ft driven tool 
-to-get-at drill- 
ing jobs that so often devel- 
op. Light, sturdy, powere 
ful and accurate. 
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Wisconsin Electric Co. 
4§-16th Street, Racine, Wis. 


Dumore 


PRECISION TOOLS 
and APPLIANCES 


Type-C Motor 
3; H.P. A splendid tool for 
light grinding work or for 
use as a@ small power unil. 
Regularly equipped with 


“eta pulley. 
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Precision 
Drill 
For accurate, 
Sensitive 
drilling in 


steel up to -. 
GF Com pletely 


equipped. 
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Syracuse Supply 
Company 


Machi 

Steel & ron 

factory & Electrieal Supplies 
Motors & Generators 
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Can You Afford to Do Business Without 


HE raat _ a . , ° ’ 

: cost of any individual jobber’s catalogue depends, of course, upon 
- range of goods to be shown in his catalogue and upon the win b 
: se a | c » 1We>©r 
yuyers in his territory to whom the catalogues are to be distributed 

7 s Ct. 














catalogue representati "] in hi 
talogue representation with the buyers in his territory for, say, no more tl 
' , Say, ore than 
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INTERSTATE 


MACHINERY & SUPPLY CO 
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Adequate Catalogue Representation Now? 














if he is to realize a living profit under existing conditions, he must reduce 
his cost of doing business, and particularly his cost of getting orders. The 
keener the competition in your territory and the longer the time since you issued 
your last catalogue, the more urgent that you take prompt action on an up-to- 
the-minute new general catalogue, and that you get the best possible service. 


R. R. DONNELLEY & SONS COMPANY 


Jobbers’ Catalogue Department CHICAGO, ILL. 


r \HIS fact is of the greatest importance to every jobber who recognizes that 


THE 
RIECHMAN-CROSBY 
Machinery, Mill 
Electrical Supplies 


CATALOGUE No. 5 


CThe : {Joplin Supply : 
BITTENBENDER CO. fm) | Company | 


CATALOG NO 25 
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Established 1879 


In this large plant Medart makes everything in line shaft- ™ 


ing equipment—turned and polished steel shafting, 
lings, hangers, bearings, friction clutches, 
pulleys, gearing and kindred appliances. 


coup- 
five types of 





— 
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The Clutch That Clutches! | 


Because it possesses (1) large starting 
capacity and (2) great mechanical stability, 
Medart V-Groove Friction Clutches are 
ideal for general transmission work. By 
their use, judiciously placed, line shafting 
equipment can be so divided into units that 
easy and quick control of the various de- 
partments is accomplished with resultant 
money-saving, convenience and safety 
benefits. 


Medart Clutches possess these fundamental 
advantages — simplicity of construction, 
ease of adjustment and positive action. No 


Springs, Cams or intricate apparatus are 
employed. Supplied either solid or split 
construction, as desired, the Medart can be 
used either as a clutch cut-off coupling or 
as a clutch integral with a pulley, gear, 
sheave or sprocket—so that either a depart- 
ment, a line shaft, a countershaft, or a ma- 
chine may be placed under separate control. 
The thousands of Medart Clutches in use 
give testimony to their splendid utility and 
satisfactoriness. Ask for Booklet “The 
Clutch That Clutches,” and specify Medart 
on your next Friction Clutch order. 


>MEDARF?> Everything in Line Shafting Equipment 


Besides clutches, Medart makes a complete line 
of Power Transmission Equipment. Concentrate 
your purchases and fill all your transmission re- 
quirements, through Medart Catalog 43, with 


discount sheet. This affords a simple, direct 
method of economical buying. Engineer’s esti- 
mates furnished on your specifications without 
obligation. 


THE MEDART COMPANY 


Formerly Medart Patent Pulley Co. 
General Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh and New York. 
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Steel rim Split Pulley. 
l ace 


Cast-iron Pulley. Sizes ranre 
from :- 5u-in. diame 
original steel plate tace p 


tn. to Is ter, 
and up to 60-in. f 
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Office and Warehouse in Cincinnati 
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Wood Split Pulley. You can get “Hercules” All-steel Pulley. 
them from stock the day you The last word in pulley 


order. strength Withstands any 
strain 
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| Smoothing the Path 
for Belting Sales 


Through a series of Quality Facts About 
Belting, the Chas. A. Schieren Company has 
smoothed the path for belting sales. 








—— | 


These ‘‘Facts” have shown the buyer just what quality is—how only a 
quality belt can be an economical investment. 


Théy have taken the buyer through the entire manufacturing process— 


from the hide on the back of the animal to the finished belt. They have 
shown 


—why Schieren uses only “packer” hides 

—why only the oak-bark, long-time lay-away method is used 

—how the constant checking and testing of the tanning liquors insures 
uniformity in the finished belt 


—the famous Schieren scouring process, and how the scoured Schieren 
belt will outlast two ordinary belts 


—they show the currying, the cutting, the matching, the selecting and 
cementing together of the choice belting portions into the typical, 
more-power-delivering Schieren belt. 


Every step a definite reason—WHY SCHIEREN BELTS DO LAST 
LONGER. 


Quality Facts About Belting have been received by belt buyers in your terri- 
tory. They have smoothed the path for the Mill Supply Jobber handling 
Schieren belts. Why not cash in on them? Fill out the coupon below and 


we will be more than glad to outline our co-operative jobbers sales plan 
for you. 


B ; ; a 
Fe, f Gentlemen: You may outline for us your jobbers co-operative 
BELTIN (Snipe ; sales plan. 





TRADE MARK 
246. UE mar OFF. 





Name 


Tanners 
Belt Manufacturers 


Main Office and Factory 
42 Ferry Street, NEW YORK, U. S. A. 


Branches and Distributors in All Leading Cities Date Signed by 


Address 


Belting Now Handled 
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NE thing is certain—Detroit 
Bakelite Pins for Belt Lac- 
ing will outwear 3 to 7 of any 


pin on the market. They are 
water proof—oil proof—acid 
proof—wear proof. Write fora 
Free Sample and make any 
comparative test you wish. 


Made by the makers of the 


only staggered grip wire hook 
belt lacing. 


DETROIT BELT LACER 


COMPANY, 
Detroit, Michigan—vU. S. A. 
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A Manual of | 
Belting Application written 
COMO Memeo miCliiem ts 
Every buyer and user of belting 
will appreciate this readable 
book. Send for your copy / 
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BOSTON WOVEN HOSE & RUBBER CO,., Cambridge Mass. 








A Mechanical Colossus 


Perfect in construction, absolutely dependable 
in action, husky in service, and extremely easy 


in operation. 


Exclusive Features? 


Yes, for years, but like all super tools it has 


been imitated, copied — 


But Still It Leads 


On the other side of this page are a few of its 


Super Points Plus reasons why you should 


specify, use, demand — 
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®. AND THE BEST JOBBERS CAN SUPPLY YOU 


TIMKEN TAPERED 
ROLLER BEARINGS 


Fight t 


STEEL SIDE PLATES 


| Hanges and 


CHILLED TREAD WHEELS 


Absolute 1 


STEEL EQUALIZING PIN 
Perm ts placit 


at 


tribu 


nd } 
nto save headroon 


STEEL HOOK DROP FORGED oO 
PROUF TESTED 

stronges e hoist 
o drop the 


EEL DROP FORGED . 
C “ 


S 
C SS HEAD 
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SAFETY LOAD CHAIN GUARD 8 


STEEL LOAD WHEEL 


cla sis 


OIL TUBFS ] O 


MAIN DRIVING SPINDLE l ] 
AND PINION 
Upeet forging S.A.E. stcel 1035 


it treated 


BRONZE BUSHED I 2 
LOAD SHELAVE 


BALL BEARING DRIVING SPINDLE 
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Fliminates wear 


STEEL SUSPENSION PLATES ] 4 


An extra precautior 
Vialleable lron) 
GEAR COVER—EXTRA HEAVY ] Oo 
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STEEL CHAIN—ELECTRIC WELDED I 7 
>» 1 heat ted ard i 


STEEL HOOK- DROP FORGED ] Ms 
PROOF TESTED 
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DETACHAB!'.E STEEL COUPLING 
DROP FORGED 


Complete 


ne x bolts t p 


BALL THRUST BEARI 
BOTTOM SW L, 
PP? t 


eir 


rd feeding 
load 


at 
OIL CUPS SPRING COVER IN > ] 
ALL OIL HOLES 


Ask Us About Them 
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Combination 
Pipe 


Guaranteed 


PLUMBERS’ VISES 


Yost Combination Pipe Vise 


The Yost Combination Pipe Vise has pipe jaws of drop forgings 
from a selected quality of crucible steel. Milled teeth insure 
ae ie clean holding edges. Jaws quenched and tempered in oil, highly 
polished and thoroughly tested before being placed in the vise. 
. , Reversible front pipe jaw doubles the life of the Yost vise. Made 
a Pipe in four sizes, 50 to 175 lbs. Holds pipe from ‘x in. to 6 in. 
ise 


Heavy « Sol ) Yost Self Locking Hinge Pipe Vise 
Light ee Z 

Hud. Dine i, & fe} Yost Self Locking Hinge Pipe Vises are strongest where stress 
%” to 127M 8 § at is most severe. Frame and base made of malleable iron; jaws 
ae drop forged from carefully selected, crucible steel, milled, hard- 
ened in oil and polished. Steel screw and handie. Improved, 
self-locking feature; top half hinged to admit pipe sidewise, saves 
half the room otherwise required. Made in 6 sizes, 3 to 26 lbs. 

Holds pipe from % to 1% in. and up to 4% in. 


Yost Extra Heavy Self Locking Pipe Vise is made in 6 sizes, 
13 to 163 lbs. Holds pipe from 2! to 12 inches. A vise for 
severe working conditions. 


Yost Chain Pipe Vise 


z Solidly constructed from high grade material. Chain made of 
& Steen cold rolled sheet steel; links held together with pins of nickel 
ee ac alloy steel. Drop forged, crucible steel jaws, hardened and drawn 
in oil. Yost Chain Pipe Vises are guaranteed under all condi- 
tions. Packed in neat individual cartons. Made in 4 sizes. Holds 

pipe from 1 to 2% inches and up to 8 inches. 


Yost Gas Furnace 


Yost Gas Soldering Furnace burns only 8 feet of gas an hour. 
Mixer permits regulating the mixture to 92 per cent air. Two 
styles, two sizes of each—choose a furnace suited to your needs. 
State if furnace is for natural or artificial gas. 


We Have a Complete Line of 


Single and Vises for Every Industry 
Double Burner 


Yost Manufacturing Company 
Meadville, Pa., U.S. A. 
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"0 e Have Si ‘andardized 
on Jaultless Casters” 


As the Racine Radiator Company 
puts it, “These casters are sub- 
jected to very rough treatment due 
to rough cement floors, and are con- 
stantly exposed to acid fumes. The 
fact that we have standardized on 
Faultless Casters speaks for itself.” 
It’s the miles of wear in Faultless 
Truck Casters that cuts the cost of 
your caster replacements. How 
long do your casters stand up? 





CASTERS 


Faultless Caster Company ; a 


Evansville, Indiana 














Get your copy of 
“Truck Casters”— 
it’s filled with 
practical informa- 
tion on Faultless 
Truck Casters and 
their application. 
A card brings it! 





ey : o 
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FAULTLESS 


Makers of Quality Casters for 


“CASTERS 


a Third of a Century 


ream 
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Lighten the Load 
and 


" js _Speed the Lifting 
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ALE adds another outstanding development in 
chain block efficiency. Another selling point. 


Yale Chain Blocks are easy to sell because 
quality is the outstanding factor. Quality means greater 
service and greater safety. Selling a Yale Block is 
selling a service, and on that valuation Yale is recog- 
nized. 

Chrome-vanadium steel ball bearings, in the new Yale 
Spur-Geared Block, now make it possible to raise the 
load with a lighter pull on the hand chain—and these 
same ball bearings by reducing the friction actually 
increase the life of the block. 

The Yale Ball Bearing Spur-Geared Chain Block 
represents the greatest value per dollar. Yale over- 
head equipment— Chain Blocks, Electric Hoists, I-Beam 
Trolleys and Traveling Crane Equipment, offers a 
complete line insuring increased sales and quicker 
turnover. Distributed by leading jobbers. 


Se PIS 


Factory Locking Equipment. To acquire lock- 
ing control, security and convenience through- 
out the factory use Yale Master Keyed Locks. 


The Yale & Towne Mfg. Co. 


iw Stamford, Conn., U. S. A. 
‘ Ni ¥ 
ey 


) Hy, YALE MADE IS YALE MARKED 


YALE| Hoisting and Conveying Systems 
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To make more builders 
Walworth buyers 


cree 















—— 
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‘The most romantic job 
in the world- ,@as 


“aunatever you build 
you need Walworth 





As Advertised in 
The Saturday I 
Evening Post 


March 2lst : 3 


WALWORTH! 


VWALVES. FITTINGS AND TOOLS 


GAS, OIL AND AIR 


| for STEAM, WATER, 


a 

















Here’s the second full page in our new 
advertising campaign in the Saturday 
Evening Post to give national publicity to 
the slogan, “Whatever you build, you need 
Walworth.” 

Every builder is a potential buyer of 
Walworth products, whether he is plan- 
ning just a home for himself, an apartment 


house or a power plant for his factory. 


When he specifies Walworth fittings and 
valves he starts something that means busi- 
ness for the supply man who carries Wal- 
worth goods. And the man who gets sat- 
isfaction from a Walworth installation in 
his own home is the man who is going to 
see to it that his purchasing agent specifies 
Walworth when he has bigger things to 
build. 

















WALWORTH MANUFACTURING CO., Boston, Mass. 


Chicago Cleveland Erie Glasgow Kewanee, Hl. London New York Philadelphia 
San Francisco Seattle Youngstown 


WALWORTH INTERNATIONAL CO., 


Portland, Ore. 
Plants in Boston and Kewanee, Ill, 


New York, Foreign Representative 


“WHATEVER YOU BUILD, YOU NEED WALWORTH” 
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i popular — seller is 
Bunting Bronze Bar 
Shop Assortment —S 













Bunting Ber 
Service Assortment — 6 


Bronze 









bars neatly boxed—is 
made up especially for 
the automotive machin- 
ist. 


bars in a strong wooden 








box for general shop 


use, 









Bars With a Reputation 


The mill supply jobber who carries a stock There are few things as well known to the ma- 
of Bunting Phosphor Bronze cored and _ chinist, and none better than Bunting Phos- 
solid bars never has to “sell” the metal to phor Bronze. It meets every shop requirement 
his customer. for a highest quality bearing metal. 


The Bunting Brass & Bronze Co. 
TOLEDO. OHIO 


arcl 



























NEW YORK CLEVELAND PHILADELPHIA SAN FRANCISCO 
245 West 54th St 710 St. Clair Ave., N 1330 Arch St. 198 Second St. 
Columbus 7528 Main 5991 Spruce 529¢ DOUGLAS 6245 








CHICAGO 
722 S. Michigan Ave 
Wabash 9153 
Afte May 1, 2015 S. Michigan Ave.) 






BOSTON 
36 Oliver St. 
Main 8488 











“Bunting Bars are 2 casemer 
{} BUSINESS CHARACTER 
eve ore ero . 
ven m numerous Rice Leet. 


than formerly.” Hof the World 
& Association 
wench 








© Me” 


CORED and SOLID BARS 
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e Clipper 


The most satisfactory lacings 
are made with Clipper Belt 
Hooks when applied with 
the Clipper Belt Lacer, uni- 
versally recognized as the 
most efficient lacer in the 
world. More Clipper Lacers 
are in use than those of all 
other makes combined. 
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Special Pin 


te for the Rawhide Pin on the Market 








a 








This lacing pin is an exclusive Clipper product, made of a 
specially treated friction resisting substance—tough and 
durable, yet pliant. 





Exhaustive tests of all types of pins on the market have 
definitely proved that it will outwear any substitute for 
the rawhide pin yet devised. 


IMMEDIATE DELIVERY ANY QUANTITIES 


SS. Sample pins will be sent upon request to those whose 
= requirements seem to call for a composition pin. 
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The Trade Mark 
ae of Supremacy 


Comber 
Waterproof Leather 


2S «Belting 
GEO. RAHMANN &CO. 


3l Spruce St. New York,NY. 355 Market St. Newark, N_J. 









: 


383 W. Fayette St. Syracuse, NY. 





A Splendid Money Maker for You—65% of 
55,000 Sold Were on Repeat Orders 


One company sent in 31, another 82, others 220 and 
515 repeat orders respectively. Just start the first 
order as the rest will come in automatically for the 


“Hart”? Force-Feed Oil Pumps 


win life-long boosters wherever used. Many have 
been in use 16 years or more without repairs—al- 
though covered by an unlimited guarantee to replace 
defective parts without charge. 


Get the whole story from our Catalog 18-5 


Sherwood Manufacturing Company 


Brass Founders and Finishers 


Sole manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave. Buffalo, N. Y. 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 





THE WATSON-STILLMAN CO. 


198 Fulton St., New York 
Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. 

















Drilling Holes Costs 
Money! 


so do it the efficient way free from 
drill breakage by using 


LEIMAN SENSITIVE 


BROs, 


DRILL PRESS 


The most sensitive drill press made 


Holds drills from 21/64 to No. 80. 
Every machine is made especially 
for this fine work so that when you 
get one you are buying right. 


MOTOR DRIVEN 
or for belt drive. 


BOTH HAND AND FOOT FEED makes the machine suitable 
for any workman. A highly accurate machine with plenty of 


SAND BLASTING 


MAKES PLATING 
QUICKER and BETTER 


A CLEAN DRY PROCESS EASILY UNDER- 
STOOD BY ANYONE AT A GLANCE 


Cleans moulding sand from castings and pat- 
terns and produces a mat finish or frosted 
effect—fine, medium or coarse. 





No experience necessary. Anyone can get 
the best results at the first try. 








Used on articles of 
METAL, GLASS, WOOD, FIBRE, 
RUBBER, CELLULOID, ETC. 
























































power for drilling in metal, wood, celluloid, or any other 
; material. 
™ -dware USED BY 
bes ota a . LEIMAN BROS. ing 
MAN BROS. Brushes, National Casket Co, — . 
Brushes, og, || Gtscelator co." || GAS COCK TESTER A 
be ’ nchester_ Arms OR 
Glassware, Franklin Die Cast- . : LAB 
Cameras, ing for finding leaks instantly SAVING 
] . ; 1 ae Combs, Claybourne Process and indicating th nmis- 
ELIMINATES DANGEROUS ACIDS Electric Bulbs, Seth Thomas Clock talc ‘bl . ” ae eran OUTFIT 
INEXPENSIVE TO OPERATE Medals, . ee ouie.. _ “9 
. a Dies and Tools, Westinghouse Lamp or H- =i 
All the dust is confined inside the Jewelry, Western Electric OUT ELECTRIC GAS 
cabinet so that the operator works Skates, Spalding Skates 
without discomfort Aluminum Jars, — a COCK 
a ? ilw , exto 
a Delavergne Tests M ERS 
A REAL LABOR SAVER _ || csi. caviar Kodak || Tyyccends 
c ° . Siete er am 
If you brush, buff, dip or otherwise Buttons, Corning Glass While 
finish your goods the sand blast does — —_ You 
it in short order and without expert ng Fuller Brushes Test 
labor. Biscarms, well known names || Hundreds pa 
Ss, ° 
SEND US SMALL SAMPLES AND SEE Telephone, _. gy gg in the A machine that makes testing a boy's 
WHAT IT DOES Electrical Goods. |] good—try It! Old Way job with the speed of many experts. 


LEIMAN BROS., 60-H Lispenard St., New York 


Makers of Good Machinery for 35 Years 
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Tentacular, the Suction Belt 


will do this for the Progressive Belt User 


Patented August 7, 1923 





Oxygen Compressor 


Fly Wheel dia. 6 ft. 


50 H.P. Motor 
Pulley dia. 11° 





Centers 7 ft. 865 R.P.M. 








Tentacular Belt 12° double. No idler used. 


This belt has been running for 5 months without the slightest slip 
in a large plant in Pennsylvania. Full information on request. 


ALEXANDER BROTHERS, Inc. 
14 South Street Philadelphia 
Ask for our booklet on Manufacturers and Sole Licensees 
Tentacular, the Suction Belt. 


for the United States and Canada 





Makers of Leather Belting Since 1867 














‘The CHICAGO Line” Ball Bearing Hangers 


CONSIDER THEIR ADVANTAGES : 
_ Steel or Iron Frame 

sall Bearing Boxes. 

Hot bearing impossible. 

Lubricate but two or three times a year. 
No noise—no dirt. 

No dripping of oil. 


Each Bearing fitted with two high class Ball Bearings. 






This is only one of many power-saving specialties of 


CHICAGO LINE EQUIPMENT. 


SEND FOR CATALOG— 
You’ll be interested. 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 


The “Marvel” 
Ball Bearing 
Hanger 


FACTORY: 
Menomonee Falls, 


Wisconsin 





THE CHICAGO LINE” BALL BEARING HANGERS, PULLEYS, COUNTERSHAFTS, FRICTION CLUTCHES, BEARINGS, BELT TIGHTENERS, PILLOW BLOCKS, IDLERS, 
TOOL GRINDERS, ETC. 
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SKF is linked with a world-wide 
reputation for delivering satisfactory ser- 
vice, and to an investment too large to be 
jeo zed by non-performance of any- 
thing with which it is connected. 
Therefore provides a super- 
vision of factories throughout the world 
and an international organization for 
scientific research In engineering, manu- 
nd merchandising to assure to 
a full measure of performance in 
dorsed withthe mark SKF 
The S h that Guide P t 
UST like the hand of a traffic cop, the all-weather sign shown above attached to the front of your store 
shi 7 , dye gee 
and the decalcomania on the window or door will let prospective customers for Skayef Self-Aligning Ball 
Bearing Hangers know that you are in town. No chance for them to sing, “I’ll pass by your window.” It’s 
but another step in the attractive business-getting campaign which is bringing sure-fire results for many 
jobbers and dealers. 
In addition, there’s the smashing 12-piece direct mail approach to customers; the seven handy folders that 
y ae enable a man who “runs while he reads” to grasp the vital factors 


for Skayef supremacy; the large 48-page bulletin brimming full of 
how and why questions and answers for your salesmen and prospects. 

Topping afl this is the unrefutable testimony of satisfied users in 
a series of certified fact surveys prepared exclusively for us by the 
A. C. Nielsen Co. of Chicago. Unlike the straw that broke the 
camel’s back, they will enable your salesmen to reach the prospect 
and—show him how to save REAL money, just as hundreds of 
other plants are doing throughout the United States today. 


| SKAYEF HANGERS 


slivered satisfactory service 





out the world during the 





Their dependability 
ater efficiency have long 


ince been definitely established. 





You too can get started on the profitable road that all Skayet 
a Ball Bearing Hanger dealers travel. The first step is— 


write today for complete details of our attractive agency plan. 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 


sai BALL BEARING 








Puts the 





| 
| SKAYEF REEPLACE BOXES 


Developed to meet conditions 
where it may be impractical to re- 
move present hanger frames. Fit 
regular hanger frames of corres- 
ponding shaft size. Are securely 
clamped to shaft. Take care of 


shaft contraction and expansion. 
Require no adjustment. 








Righc Bearin 
in the 


Right Place 


qrmacsareemeesn cy seen 3 
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Increase Your Bearing Metal Business 


Easy to stock, 
easy to sell 


From the merchandising standpoint 
Stewart Brons Bearing Metal is ideal. 
All the 259 sizes are made in 13-inch 
lengths. Thus they permit of orderly 
stocking and quick handling. The photo- 
graph at the left shows a representative 
large stock of Stewart Brons well ar- 
ranged for convenient selling. 





—< 


aA_& vA 
ovwv™y 
NANAK 


There is a demand for Stewart Brons. 
It is increasing daily. More shops and 
plants are using it; more people are 
learning about it; and more bearing 
problems are being solved with it. It is 
being advertised to manufacturers and 
users of machinery and they are being 
referred to you. 


At 600 degrees F. Stewart Brons sweats 
just enough lead to lubricate itself. It 
will not score shafts, even at a tempera- 
ture of 1000 degrees F. Because it is 
supplied in 13-inch lengths finished all 
over, it saves practically 50 percent of | 
metal as compared with unfinished 12- 
inch bars or bushings. These features 





i, Z mean sales for you. 
“a. 
a 
4+ : ~ r THT T 
STEW ART MANUFACTURING 

be CORPORATION 
'é 4504 Fullerton Ave., Chicago 
r Direct Factory Representatives 
Vo 4. C. Ons : Frank M. White Ungar & Watson 
c 7321 Woodward Avenue Stewart-Warner 1366 S. Figueroa St 

Detroit, Michigan Speedometer Corp. Los Angeles, Cal. 

7 West 65th St. 

BF ar een New York City J. Frank Lanning & Co 
f ‘ leve ats ais L. Nelson le Rage gy 
+ ‘ ek 820 N. Meridian St - a ar 
& (. W. Root Indianapolis, Ind, J. Frank Lanning & Co 
~ 130 Oneida Street 2022 Avenue B 

Milwaukee, Wis Birmingham, Ala. 





Brons Bearing Metal 


A Satisfied Customer Is a Business Asset 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 
BUFFALO, NEW YORK 
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You Are 
a Purchasing Agent 


for everyone who buys mechanical rub- 
ber goods in your territory. When you 
compare prices and quality and make 
a choice of belting, hose and packing 
for your prospects’ consideration, you 
give expert and trained advice gained 
by years of experience. 


Your sales will increase —your profits 
will be greater, and you will be less 
worried by competition wherever you 
make that point clear. 


Your importance as a medium of dis- 
tribution is greater today than ever 
before, but you must offset the argu- 
ment of the “direct” solicitor before 
you can eclipse it. 


The Republic Rubber Company, the 
originator of the Five Point Policy 
‘will show you how to do this, and 
will help you to do this. 


Ask to see the Plan. 


The Republic Rubber Company 
Youngstown, Ohio 


No Branches 


REPUBLIC 


BELTING - HOSE - PACKING - MOLDED 
& LATHE CUT GOODS 
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SILENT CHAI 


Now In Stock—At Nearest Distributor 








Link-Belt Silent Chain Drives 
From % to 10 H. P. 


N many cities throughout the country, it is now possible to procure 
Link-Belt Silent Chain Drives ranging from ¥%4 to 10 H. P. in prac- 
tically any speed ratio from 1 to 1 up to 7 to 1, at attractive prices. 





This forward step could not have been 
accomplished but for the knowledge 
and experience gained in twenty-five 
years of manufacturing and applying 
Link-Belt Silent Chain Drives. 





Motors are used where efficient power 
ee units are required. Link-Belt Silent 

The Link-Belt Silent Chain Drive : : : : : 
is compact, durable, and 98.2% efficient Chain Drive 1S the efficient connection 
(on actual test) between the motor and the driven shaft. 





Link-Belt Silent Chain Drive is 98.2% 


efficient (on actual test) and maintains 
its high initial efficiency throughout 
its long, trouble-free life. It is com- 

pact, maintains positive ratio, operates 
aaasayicn obs sgpacgis a on long or short centers, and performs 
Ci ila iaiciataiad equally wellin hot, cold, damp, dry or 


gritty places. 





Write today for Book No. 725, or let us 
tell you the nearest distributor, where 





2 . — Link-Belt Silent Chain Drives may 
Link-Bele Silent Chain. ‘Simple and effective be obtained immediately, from stock. 
LINK-BELT COMPANY, p. o. sox es, INDIANAPOLIS sea 
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Odd, Isn’t It 


—that some people think of advertising as a means of benefiting only the seller, when its 
basic function sus? be to render a necessary service to the buyer, else it could not exist. 


























| 
| : ; ; : a : ; 2 
Merchandise lives or dies as it does or does not meet a human need. Advertising is subject 
| to the same law of service. The real measure of its value is what it gives, not what it gets. 
In the light of these truths, the marvellous growth of advertising in itself is an im- = 
pressive demonstration of its essential character in our economic system. 
But you are not interested in al/ advertising any more than you are 1n all merchandise. 
That is one big reason why you have a highly specialized Business Paper in your field 
such as Mitt Suppries. It was = 
born of your needs, not of any 2 
LIST OF MEMBERS man’s desire to be a publisher LIST OF MEMBERS 
h | 5 1 nd (Continued) 
pies H It W I Y Hide and Leather 
+ fore - ospital anagement 
ow It Works for You Hospital Manazemen 
ae Sadia ae Bre . Aacebaval 2 Iee Cream Trade Journal (The 
7 , ° * : Iiu ate 
Be At SE ee eee What it does for you and your field Implemen mn 
- see ease ae * = . a ‘ ci. ae: = Zi Industrial Ar 
a1 pear He ; editorially is self evident, but its aditorial Industrial Engineer 
» t . . P ‘ = ndustria anagement 
. mt & ant D service is just as vital. Instead of a = industry 
. a ? The E A = lane I 
¥ Tk rh buver having to depend upon gossip, an eer re 
: Si 1 Board Jour T . . gh oe ; J = on he ie 
‘ iral Reeord (1 hearsay and driblets of information from ae 
Aut Industries this or that source, he gets it all between = Lumber World Review 
- = . are Management & Administration 
bal » red two covers. “ryan eyrecele Record 
Roiler Make The Marine Engineering and Shipping Age 
Boot & SI R i pane 1 P ° ° 
Rene can a mae wide! s6uts Timely, authoritative, comprehensive 
Buildings #€ Building Mat statements about needed materials pass 
Building Supply News in review as the advertising pages are nepawn 
Canadian Automotive 7 turned. Confident judgments can be wanpadibcaiec 
Canadian Machinery & Mts. Xews formed, and intelligent decisions made. ee en ae 
( & Me I National Hotel Review 
Cloth & Furnis The) National Laundry Journa 
Coal A Yet advertising is NOT an added ex -otona ff ~<a 
See nce Rr esien pense, but an improved distributive proc- B25 ra 
ee », k . 7 ] "er Nautical Gazette (The) 
1D Mi | Css whicn takes the p ace Of slower, Northwest Commercial Bulletin 
ease rraaiig more costly and less efficient methods. : Oil News 
Dr s M | ‘ Oil Trade Journal 
gg: _ iaaiae That is why it pays to read advertis- fear Mectine 
° : : 3 ° Power Plant Ensin 
Flectric Railway Jourr ing even more than it pays to advertise. —ieaboti o's Sanit 
I tric M nd z . . — © ° Purchasing Agent 
Electrical Record “specially if you read it in papers which 
Elect VW i 7 64 ° ° - 
E s’ Monthly (1 have met the exacting requirements of inee 
Engineering & Mining Jo ress ° ° hl : > ° and Maintenance 
Encineering News-Record membership in The Associated Business Engineer 
Factor Papers, Inc., for one of its standards of 
k m I ! ¢® $ ° e = 
I & wat Engit ; practice requires that a paper must : Sales Mani - ae 
I indr The os = * = Sanitary «& eating Engineering 
Furniture A ; decline any advertisement which has a = Shoe & Leather Reporter 
Furniture Manufacturer & Artisan (1 - : ge = Shoe Retailer (The) 
tendency to mislead or which does not Southern Enxineer 
Gas A Record The - é : © Southern Textile Bulletin 
i Furmit M contorny ti business witegrity as . 
‘ i Rapids Furnitu Ree l l : Tea & Coffee Trade Journal (Th 
Textile World 
Haberd r rl = 
Hardware A = . = Welding Engineer 
doabes ss phe : - —s You are invited to consult us freely about = A ge 
Business Papers or Business z 
Paper advertising = it 
THE ASSOCIATED BUSINESS PAPERS, Ine. 
9< T F ~ T 7 ys 
220 West 42nd Street, New York City 
Hl A l! iil | Hull MAU nes 
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“~~ a limestone 
pulverizer 


P/ years ona 
‘main drive 


This is the kind of service Diamond users are enjoying. Diamond 
rubber belts are making records in every industry and on the 
toughest of drives. 


All the belts shown here are Diamond “Indian Red” in the plant 
of the Blue Ridge Lime Co. at Fletcher, N. C. The upper one has 
handled the tough job of pulling a limestone pulverizer for four 
years. They bought another “Indian Red” a year ago in anticipa- 
tion of its break-down but the old belt simply won’t quit. 


The other, on a main drive running on a 72” driving and a 48” 
driven pulley, engine speed 120 r. p. m., has a record of seven years! 

The superior service value of Diamond belts makes the line not 
only profitable but a permanent business builder for the jobber 
and distributor. We shall be very glad to give you full details on 
the Diamond proposition. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia 
Chicago Dallas Seattle Los Angeles San Francisco 


Diamond 


RUBBER BELTS, HOSE. PACKINGS 
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Conveying 48,000 Tons 





of Ore Per Month 








This 30-inch Indestructible Conveyor Belt handles coarse 
crushed ore at the Garfield Smelter of American Smelting and 
Refining Company. 
































For load carrying ability, these sturdy belts are unequalled— 
they are a proved investment for the economical handling of 
all heavy, bulk materials. 





High grade throughout—every inch in the construction of 
Indestructible Belts receives the inspection necessary to | 
maintain the required standard of quality. | 


Investigate them fully—it is the first step leading to efficient 
and economical conveying. 


| NEW YORK BELTING & PACKING CY. 


| Manutacturers High Grade Rubber Goods for Mechanical Purposes 
New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 


INDESTRUCTIBLE 
CONVEYOR BELTING 
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The Effect of 
Sca/e on Pipe 


The Scake On. 
Ordinary Pipe Means 


Increased corrosion—especially pit- | ' 
ting _ =~ 

Greater friction loss ; 

Less delivery capacity | . 

Poor base for galvanized coating R 

Valve seats damaged and small ori- 
fices clogged 
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| “NATIONAL” | 
_ Scale Free Pipe Means 


Minimized corrosive tendencies — | 
particularly pitting : 
| Less friction loss M 
Full delivery capacity 
Good base for galvanized coating 
| No scale to damage valves or clog 
small openings 


= - Cs | 


N addition to the Spellerizing (roll-knobbling) process applied to all 
“NATIONAL” Pipe, sizes 4-inch and under, all butt-weld pipe, sizes 
14 to 3-inch, is made by the SCALE FREE Process. In this process the 
mill-scale, or welding-scale, ordinarily found on butt-weld pipe is removed 
by a special rolling operation, which gives a clean, smooth surface both 
outside and inside the pipe. Our Bulletin No. 7 gives details of the process 


and explains why SCALE FREE Pipe is particularly desirable in specific 
pipe services. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


GENERAL SALES OFFICES: FRICK BUILDING 
| DISTRICT SALES OFFICES 


' Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis St. Paul 
i Pacific Coast Representatives: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
Export Representatives: U.S. Steel Products Co. New York City 
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@ “GENUINE DETROIT” G 
PRESSED BRASS AND STEEL GREASE CUPS 


“Genuine Detroit” Pressed Brass and Steel Grease Cups are drawn from rolled sheet metal. 


Selected materials, careful workmanship and rigid inspection make these a satisfactory cup 
for bearing and general machinery lubrication. 
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Series No. 570 Series No, 560 Series No. 575 











Detroit | UBRICATOR (OMPANY. 

















DETROIT, U. S. A. 


\ New York Chicago Jp 

















Unequaled for Service 
POWELL IRON BODY VALVES 


Iron Body, Bronze Mounted Iron Body, Bronze Mounted 
“Irenew” Valves, “Pilot” Gate Valves. 


lig. 








Working Steam’ Pressure 


x . Working Steam’ Pressure 
150 Ibs. or Extra Heavy ig 











. o on 

for 250 Ibs. 125 Ibs. 

Sizes: ™4-in. to 3-in. Dise Sizes: ™%4-in. to 3-in. Dou- 
and Seat Rings of “Pow- ble Wedge Dises. Taper 
ellium Nickel”, Seats. 


Specify “Powell Valves” 
on Your Next Requisition 
to Your Jobber or Dealer. 


THE A WM. PowEL_ Co. 


Twe 


@¢ DEPENDABLE ENGINEERING SPECIALTIES. 
CINCINNATI,O. 
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NEW ARBITRATION LAW 

Arbitration clauses may become a common feature 
of contracts in the mill supply field after the first of 
January, 1926, when the new federal arbitration act 
becomes effective. This important legislation was 
passed by the house of representatives on June 6, 
1924, and by the senate on January 31, 1925. It was 
signed by President Coolidge on February 14. By 
its terms, clauses in contracts relating to commerce 
or maritime transactions are valid and enforceable, 
except contracts of employment of seamen, railroad 
employes or any class of workers engaged in foreign 
or interstate commerce. 

The United States Department of Commerce pre- 
dicts that much avoidable litigation will be replaced 
by arbitration, and that the new law will greatly 
relieve the courts of their present congestion. It is 
held that a great majority of trade disputes are of 
a character that permit of a speedy and equitable 
solution through arbitration, particularly where 
points of highly technical character are involved, 
and in which arbitrators possessing the necessary 
knowledge may be employed. 

The new law does not make arbitration impera- 
tive, but it upholds the validity of arbitration 
clauses in contracts in ease of differences arising. If 


such a clause is contained in a contract, it is enforce- 
able. If a controversy arises in connection with a 
contract of this character, and suit is brought in a 
federal court, the court may, upon application of 
one of the parties, stop the trial until arbitration has 
been had as provided. If suit has not been filed, any 
party to such a contract may petition the court to 
enforce the arbitration clause. 

The bill, which is now law, was introduced into 
congress by Congressman Mills of New York, and 
was known as H. R. 646. It may result in important 
new duties for the arbitration committee of the 
American Supply and Machinery Manufacturers’ 
Association. At any rate, the new legislation is 
worthy of consideration by both manufacturers and 
distributors. 





A TRAINED ORGANIZATION 

There is a widespread misunderstanding on the 
part of many direct selling manufacturers of mill 
supplies and machinery, who attempt to defend their 
lack of co-operation with the supply houses with the 
argument that the salesmen of the latter are mere 
order takers, rather than real business getters. 

This is a misconception, based in large part on 
lack of knowledge of the true facts of the case, and 
one which is decidedly harmful to the class of manu- 
facturers who hold to this opinion. 

It has been the good fortune of MILL SUPPLIES to 
have come into personal contact with an unusually 
large number of the sales representatives in the mill 
supply field, and we are proud to state that taken as 
a whole, mill supply salesmen are an unusually high 
class and admirably trained body of men. 

Within recent months, it has been our privilege to 
have assisted several mill supply houses in securing 
new salesmen for their organizations, and in this 
work two thoughts have remained uppermost in our 
minds. One is that the mill supply houses set un- 
usually high standards for a member of their sales 
organization. The other is that the men who are 
eligible for such positions have a wider knowledge 
of a larger range of manufactured products than 
salesmen in almost any other line of merchandising. 

Of necessity, the average mill supply house sales- 
man must be a general all-around man. Because a 
supply house is essentially a peculiar type of busi- 
ness organization, and because it must carry in stock 

















and sell hundreds and thousands of different items, 
it is but natural that there must be a certain amount 
of order taking. On the other hand, the vast major- 
ity of the experienced mill supply house salesmen 
with whom MILL SUPPLIES has come into contact, 
have a more intimate knowledge of the fine sales 
points about their many lines than can be imagined 
by the average direct selling manufacturer, whose 
knowledge of salesmen is limited largely to the mem- 
bers of his own organization selling one specific 
product. 

Mill supply house salesmen as a class can well 
stand on their own feet. They need little defense 
among those who know them. Their accomplish- 
ments are attested by the hundreds of satisfied 
manufacturers who have been long since sold on the 
soundness of distributing through the supply houses, 
and by the thousands of satisfied manufacturers who 
have been numbered among the supply house cus- 
tomers. 

Selling mill supplies cannot be learned in a week, 
or a month or a year, and it is a matter of congratu- 
lations that there is such a splendid army of experi- 
enced men now numbered among the veterans of the 
recognized houses of this country. It is a further 
cause for congratulation that so many distributors 
have a policy of building up their outside sales or- 
ganizations from within their own companies. 

To hear some of the direct selling manufacturers 
talk, one would imagine that all a mill supply house 
salesman has to do is to go into a manufacturing 
plant, stand before the purchasing agent’s desk, turn 
the pages of his company’s catalogues and fill out the 
order blank. Nothing is further from the facts. We 
think that if some of these manufacturers, who are 
prone to attack the mill supply salesmen as an infe- 
rior group in the industrial sales field, would make a 
real effort to study the men and their accomplish- 
ments, their doubts and misunderstandings would 
soon be dispelled. The sooner these manufacturers 
get a clear insight into the truth about supply houses 
and what they have done for others, and what they 
can do for them, the sooner will they be the gainers. 





WORTHY OF RECOGNITION 

One important argument in favor of mill supply 
house distribution as against direct selling, and one 
which is never advanced as strongly as it should be, 
is the ability of the supply house to meet peculiar 
local trade situations, particularly as regards cred- 
its, which confront those who wish to sell to indus- 
trial consumers. There are many sections of the 
United States in which sales of certain machinery 
and supplies must be made on rather long period 
terms. It is the mill supply houses which are best 
able to meet this condition,-because of their closer 
and more intimate acquaintance with general condi- 
tions in their localities. 

For example, in certain cotton ginning localities 
many supplies are sold on the basis of the supply 
house carrying the accounts until the cotton crop is 
harvested and ginned. In instances in which heavy 





machinery is purchased, it is often necessary to sell 
on part cash payment, with the remainder of the sale 
price accounted for by notes which sometimes run 
over a period of a year or longer. 

In other words, the mill supply houses accept their 
responsibility for making collections, but it is a rec- 
ognized fact that they discount their own bills, thus 
giving the manufacturers the benefit of ready cash 
sales in territories in which, by the very nature of 
conditions, they would not be able to collect their 
money for a long period, were it not for the service 
of the supply houses. 

The average mill supply house in certain sections 
of the United States carries on its books from 35 to 
15 days’ business. Some of the special machinery 
houses are carrying 75 days’ business and more. 
True it is that some of these distributors have found 
it possible to charge interest on these overdue ac- 
counts. Nevertheless, it is the contention of MILL 
SUPPLIES that the supply houses in carrying such 
credit risks are doing a service for American indus- 
tries which is worthy of the recognition accorded 
them. 





THIS IS DISTRIBUTORS’ DUTY 

If the mill supply houses fail to sell the idea of 
their own importance to their own communities, 
they can blame nobody but themselves if they con- 
tinue to lose business here and there to the manu- 
facturers selling direct. 

Only a few weeks ago the representative of a 
prominent mill supply manufacturer made a trip to 
a large industrial plant in Indiana to assist the sales 
manager of a local mill supply house in trying to 
close a big contract, which was pending for a prod- 
uct in his line. 

After going over the proposition thoroughly with 
the superintendent of the plant, he found that this 
man had favored purchasing the product in question 
from another manufacturer, for the simple reason 
that he was under the impression that this manu- 
facturer’s proposition would be better because he 
sold his product direct from the factory. Further 
questioning developed that the favored manufacturer 
had a branch in the community. It then became 
necessary to convince the superintendent that it is 
but natural that a manufacturer supporting a 
branch for the sale of but one line of goods must 
figure into the cost of his product the overhead of 
such a branch, whereas the mill supply house, be- 
cause it carries so many lines, reduces the selling 
costs of those manufacturers who sell through the 
supply house. 

It is the old, old argument, but as the special fac- 
tory representative afterwards stated in no uncer- 
tain terms to the supply house sales manager, it is 
one which should have been advanced long before by 
the latter. 


In the instance cited, the factory representative 
also impressed on the prospect the fact that the sup- 
ply house is a heavy local taxpayer, helping to up- 
build the community, responsible for its share of the 
civic betterments and that, with all other things 
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industries. 

The supply house in this case is a large one. Prob- 
ably its sales manager had often wondered how he 
could combat the hesitancy of some purchasing 
agents to buy from his company and their preference 
for buying direct. If he had, he apparently never 
got beyond the stage of wondering, or he would have 
spent more time and thought in expounding the prin- 
ciples of mill supply house distribution to the indus- 
tries in his territory. 

The mill supply industry has grown to the big 
business stage in a comparatively short space of 
time, and many of the supply houses have been too 
busy in the past meeting the rapidly growing de- 
mands of their territories to give thought to some of 
those details of the business which in their opinion 
were not so pressing. Now, however, the mill sup- 
ply business has apparently reached a new era, in 
which it is more necessary than ever that those dis- 
tributing houses which have grown to substantial 
size during the past score of years, must give more 
thought to the maintenance of their positions. 

The bugaboo of direct competition will fade away 
in many places if the supply houses keep after the 
purchasing agents within their territories with a 
constant barrage of facts about distribution. If 
these purchasing agents are not enlightened by the 
supply houses, they certainly will not be “set right”’ 
by the manufacturers who still prefer to sell direct. 

In the instance cited above, the manufacturer’s 
representative had an opportunity to do a double 
service for the mill supply house. First, he helped to 
put into the prospective buyer’s mind a new thought 
about what the local supply house represents. Sec- 
ondly, he was able to drive home to the supply house 
manager in the most practical manner possible the 
latter’s shortcomings in failing to do the proper 
missionary work. 

The mill supply manufacturers who distribute 
through the mill supply houses of this country 
should not be obliged to point the way to the latter in 
this matter of selling the importance of the supply 
house to industry. That is strictly a duty of the dis- 
tributors, and it is a duty which the latter should 
perform earnestly and continually. It is just as 
essential, and can be made just as profitable, a sales 
proposition as attempting to point out the fine points 
of any of the lines carried in stock. 


is entitled to the support of the local 








THIS WILL AFFECT ALL 

One of the tentative subjects for discussion at the 
coming joint convention of the Southern Supply and 
Machinery Dealers’ Association and the American 
Supply and Machinery Manufacturers’ Association 
is the question of what additional charge should be 
made for parcel post shipments. This is a timely 
subject because on April 15th the new postal rates 
become effective, and one of the changes affects par- 
cel post rates. Under the new postal regulations, 
a service charge of two cents, in addition to the regu- 
lar parcel post zone charges, is added to the cost of 
delivering each parcel. This seems like a very minor 
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addition to delivery costs, but when it is considered 
that some supply houses send thousands of parcel 
post packages each year to their trade, and that the 
margin of profit in the supply business at the present 
time is very low, even these slight additional costs 
on this special class of service amount to consider- 
able sums in the aggregate. 

The question of how the new postal rates will 
affect the manufacturers and distributors is one that 
should be carefully considered at this time. In addi- 
tion to the present charge of parcel post packages, 
the new regulations provide that an additional cent 
must now be placed on the ordinary postal card. No 
longer will manufacturers and distributors be per- 
mitted to notify their customers of receipt of orders, 
date of shipment and other important routine busi- 
ness on a one-cent postal card. 

At the present time the average cost of postage 
used by a mill supply house amounts to a quarter of 
one per cent of its annual gross business, and the 
average mill supply house ships at least five per cent 
of its goods by parcel post, so that even the slight 
additional cost of mailing must be taken into con- 
sideration as an additional cost of giving special 
service. 


MORE STANDARDIZATION PROGRESS 

The campaign for simplified practice in industry 
is continually becoming more effective in lines in 
which the mill supply field has a great interest, and 
the conference of the manufacturers, distributors 
and consumers of milling cutters, held in Washing- 
ton on March 25, was but another evidence of the 
great assistance which the Department of Commerce 
is rendering to this field. The simplified list of mill- 
ing cutter sizes as recommended by the committee of 
this industry will mean a considerable reduction in 
costs, both for manufacturers and distributors. 

A survey of the cutter sales, which took into con- 
sideration the experiences of several years, indicated 
that the sizes which the committee recommended for 
retention, now supply between 75 and 80 per cent 
of the present demand, and that practically all the 
demand for sizes which are proposed for discontinu- 
ance can be equally served by the use of other regu- 
lar sizes which are to be retained. 

Secretary Hoover’s department, which is respon- 
sible for the remarkable strides which have been 
made towards a reduction of waste in industry, 
holds that this simplified practice will decrease 
stocks, production costs, selling expenses, misunder- 
standings and all costs to users, and that it will in- 
crease turnover, stability of employment, prompt- 
ness of delivery, foreign commerce, quality of prod- 
ucts and profits to producers, distributors and users. 
All of these are desirable in the mill supply field, and 
the Department of Commerce deserves the plaudits 
of mill supply manufacturers and distributors alike 
for its splendid efforts in their behalf. 

Elsewhere in this issue there appears a request 
from the chief of the division of simplified practice 
for more suggestions for eliminating waste in the 
mill supply field. If you have any suggestions, send 
them in. 
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Suction hose must stand man-killing pressure 


TAZ ~ SCT LM, The atmospheric pressure on the : 
body of an average man is seven tons. 


If that pressure were not equalized 
internally the man would be crushed. 
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In suction hose the pressure is not 
equalized. 


That’s why the suction hose of the 
Mechanical Rubber Company is built 
of tempered and tough steel wire, the / 
stoutest fabric and tenacious rubber. 





| Such hose has ample stamina to re- 
. ee sist atmospheric pressure, or “col- 
lapse,” as it is commonly called. It | 
bends readily but does not kink, and it | 





has quality capacity that squarely A 
meets the longest and hardest wear. A | 
fA 
Contractors , 
FOR THE CONTRACTOR Caisson Sinkers 


Sand Suction Dredgers 
Mine and Quarry Workers 


These and many others prefer Me- 
chanical Rubber Company Suction 
Hose because they find in it an unusual 
degree of dependability. Their prefer- 
ence is proved by the repeat orders, the s | 
new orders and constantly increasing s | 
factory production. Better hose verily 
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* makes better friends. ; | 
. | 
J WE BACK THE DISTRIBUTOR ; 





The Mechanical Rubber Co. 


CLEVELAND, OHIO 
Sales Offices: 4614 Prospect Ave. 
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Atlanta Will Be Mecca for Mill Supply 





Men 


Far Famed Hospitality Awaits Those Who Attend Joint Convention of 
The Southern Distributors and American Manufacturers May 5th to 7th 


F. D. MITCHELL 


Secretary-Treasurer, 


To those producing and selling mill supplies and equip- 
ment, the outstanding meeting of 1925 will be the joint 
convention of the Southern Supply and Machinery Deal- 
ers’ Association and the American Supply and Machinery 
Manufacturers’ Association, to be held on May 5th, 6th 
and 7th at Atlanta, Ga. If from the great number of 
conventions scheduled for this season, the manufacturer 
or distributor of mill supplies is able to attend only one, 
Atlanta should be his mecca in 1925. This big joint con- 
vention will offer him many important contacts. It is 
the annual and only meeting of both of these Associa- 
tions. These personal contacts with the manufacturers 
give the distributors an opportunity of first-hand infor- 
mation concerning new devices or models that the manu- 
facturers are about to bring out, besides effecting a per- 
sonal acquaintanceship that smoothes the way to more 
satisfactory business for each branch of the industry. 

A joint meeting of several hundred distributors and 
manufacturers to consider problems of mutual interest 
will bring out such valuable discussion on points that 
have been bothering the trade for some time. Better 
methods of doing business, the elimination of wastes and 
the consequent increase of profits are what every member 
of the industry is striving for. The committees of both 
associations have been at work for some time outlining 
a tentative business program which embraces many live 
problems that are up for action by distributor and man- 
ufacturer. 

The morning sessions of the conventions will be given 
over to strictly business matters, each association hold- 
ing its individual meetings in accordance with its 
established policies. Visiting distributors will be wel- 
come at the general business meetings of the Southern 
Supply and Machinery Dealers’ Association, and manu- 
facturers who are guests will be correspondingly welcome 
at the meetings of the manufacturers’ association. The 
annual election of officers for each association will be 
held at the morning session of the third day. 

During all three afternoons, there will be joint sessions 
at which specially chosen leaders will explain thoroughly 
the subjects under discussion about which there are some 
decidedly differing opinions, formed perhaps through 
misunderstanding of the fundamentals. The distribu- 
tors as well as the manufacturers will tell their side of 
the story, and suggest ways of eliminating some of the 
wastes that are involved in various local advertising 
schemes, drop shipments by express and parcel post, and 
the wastes of uninformed competition by those who have 
not an accurate knowledge of the costs of production 
and selling. 

Two topics of wide interest which will be discussed 
at one of the afternoon sessions are “The Manufacturer’s 
Responsibility and the Distributor’s Responsibility.” 
There are many phases of this subject, one of the most 
important of which is that which comes under the head 
of unfair trade practices. “What Delays Progress in 
Standardization of Transmission” is a topic that will 
interest those engaged in the belting and transmission 
fields; some interesting light on this subject may be 
expected in hearing from both sides. One of the joint 


American Supply and Machinery Manufacturers Association 


meetings will consider the “Compulsory Adoption of the 
Metric System of Weights and Measures,” which is being 
advocated by certain societies that have little investment 
in existing dies and machinery. Should the propaganda 
of these societies be successful, an enormous expense will 
be entailed in every industry, but particularly in those 
that deal with machinery and mill supplies. 

“Various Advertising Schemes” will be discussed at 
another of these informal afternoon meetings. While 
advertising is recognized by nearly everyone as essential 
to modern merchandising, this, like every other good 
thing, can be abused and nearly everyone has encoun- 
tered some form of its abuse. Some distributors have 
wondered why they could not obtain more cooperation 
from manufacturers, and manufacturers have wondered 
how they could be expected to participate in so many 
different types of advertising. It will be interesting to 
both sides to hear something of the magnitude and dif- 
ficulties of unbudgeted advertising. 

The matter of loose-leaf catalogue sheets will be dis- 
cussed by an expert from one of the big catalogue print- 
ers who will explain just what would be necessary for 
the development of standardized loose-leaf pages for 
salesmen’s books, what this means in the matter of eco- 
nomical cutting of paper, the preparation of electros 
adapted to a uniform page size and whether these sales- 
men’s loose-leaf sheets should be punched. 

The headquarters of the convention will be at the At- 
lanta-Biltmore Hotel, but there are other good hotels 
only a few blocks away. However, those who wish to be 
in the center of activities should make their reservations 
now. H. E. Dickerman, chairman of the reception com- 
mittee, will also be in charge of the convention head- 
quarters of both associations at the Atlanta-Biltmore. 
Mr. Dickerman has accepted for the reception committee 
the obligation to see that every convention visitor is 
made acquainted with any member whom he desires to 


know. This means a great deal to the new member and 
to the visitor. The officers of both associations want 
every manufacturer and distributor in the industry, 


whether members or not, to come and “see the wheels go 
round,” and also wish them to give expression to their 
experiences; to rub elbows with their fellow mill supply 
men, and to see the advantages of bringing about a 
greater unanimity of practices. This may mean hun- 
dreds of dollars to members who have some problems 
bothering them which others have already settled satis- 
factorily. 

The local entertainment committee has provided an 
interesting program of evening entertainment, and ar- 
rangements have been made to take care of the visiting 
ladies during the business The celebrated 
southern hospitality will not be wanting on this occasion 
and the joint convention promises to be not only a profit- 
able but an entertaining one. 


sessions. 


The entertainment committee will be composed exclu- 
sively of residents of Atlanta and is headed by George 
Winship, first vice-president of the Southern Associa- 
tion. These men are right on the ground and know the 
facilities available so that no one will be at a loss to find 
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Dodge 
Ball and Socket 
Hanger with 
Dodge-Timken 
i Roller Hanger 
i Bearing 




















Are you prepared 
to supply your trade? 


Industrial executives all over the 
country who are interested in power 
economy, are learning of the advan- 
tages of the Dodge-Timken Roller 
Hanger Bearing through the Dodge 
advertising and sales promotion pro- 
gram. Orders will come to your 
store—can you fill them? 
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Dodge 

Pressed Steel 
Hanger with 
Dodge-Timken 
Roller Hanger 
Bearing 





The Responsibility | 
of Two Leaders 


The combined prestige and responsibility of the Dodge 
and Timken organizations, plus the performance of one 
hundred million Timken Bearings over the past twenty- 
five years, is back of this bearing. 

Have you read “The Facts Book?” Write for one now 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka,Ind. Works: Mishawaka, Ind., and Oneida, N.Y. 





Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago 
Adanta Minneapolis St. Louis Houston Seattle Portland San Francisco 
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F a better drill can build a better machine or a cheaper 
one, that machine will be built. Thus is progress made. 
As better tools keep step with the demand for better 
tools, new apparatus develops to perfection. 
The primitive needs of yesterday are smothered in the 
demands of the present. It takes a good drill to keep 
ahead today. 
But the CLE-FORGE HIGH SPEED DRILL is ready for the next call 
inventive genius shall make upon its stamina. It holds world’s records 


today in drilling cast iron, steel and armor plate. Its hardness, tough- 
ness, durability andaccuracy recommend it for the most difficult duty. 


If you want to step to the head of your field, put in your n.achines a 
drill that “tells its own story” better than we can tell it here. 


CLE-FORGE DRILLS are carried in stock by the “Cleveland” dis- 
tributor in your city. 
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F AND FOREIGN COUNTRIES 
Manufacturers, also, of 
Carbon and High Speed Drills for every purpose; ‘‘Mezzo’’ Super-Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; ‘‘Peerless’’ High Speed Ream- 
ers; “Paradox” Adjustable Reamers; ‘“*Quick-Set’’ Reamers; Chucking 
Reamers for Turret Lathes; Counterbores; Countersinks; Sockets; End 
Mills; and the “Ezy-Out’’ Screw Extractor. 
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anything he wants to have in Atlanta. 
turers are equally well represented on this committee; 
one of its members is chairman of the Chamber of Com- 
merce of Atlanta. 

This article would not be complete if I did not convey 
in some measure the desire of the officers of both asso- 
ciations to have every manufacturer and distributor feel 


The manufac- 


that, irrespective of his affiliation, or non-membership, 





he is not only cordially welcomed at attend the big joint 
convention at Atlanta and to participate—if he is so 
prompted—in giving the assembly his experience, but 
that he will be conferring a favor on both branches of 
the industry by so doing and helping to standardize the 
treatment of annoying problems of the day’s work. And 
if the visitor carries away ideas that will assist him in 
his business, we will be “tickled pink.” 





Joint Convention Program Is Nearly Complete 


Alvin M. Smith Reports That All Indications Point to Large 
Attendance and Interesting Discussions of Important Topics 


Details of the program for the joint convention of the 
Southern Supply and Machinery Dealers Association and 
the American Supply and Machinery Manufacturers’ 
Association are rapidly being completed, according to a 
statement to MILL SUPPLIES by Alvin M. Smith, secre- 
tary-treasurer of the Southern Association. Mr. Smith 
Says: 

“The opening executive sessions on the first morning 
will be given over, as usual, to the receiving of the formal 
annual reports of the various officials and committees, 
and the concluding portion of the group session on the 
last day, May 7th, will be followed by installation of the 
new officers elected by the two associations for the fol- 
lowing year. 

“In addition to our usual efforts during the past sev- 
eral vears to impress upon our members the importance 
of a proper knowledge of their overhead costs, in order 
that selling prices may be properly determined, we 
have given a great deal of time during the past year to 
the benefits to be derived from group round-table con- 
ference among our members in the various sections, and 
our president, J. L. Pitts, and our secretary have traveled 
a good many thousand miles, and have attended, since 
the Cleveland convention, some six or seven of these 
round-table group conferences. They afford splendid 
opportunities for a discussion of the evils of the busi- 
ness, improve the standard of ethics in the industry, 
eliminate much of the trade abuse and strongly encourage 
personal and friendly contact, which instills confidence in 
one another on the part of the various members com- 
peting in common territory. 

“We feel certain that the entertainment program will 
be the usual high Atlanta standard. At present, approxi- 
mately 300 rooms have been reserved in the Atlanta-Bilt- 
more hotel, which indicates that a large attendance will 
be present at the conventions. We are urging our mem- 
bers to make this a 100 per cent meeting from the job- 
bers’ standpoint, and in cooperation with the manufac- 
turers’ association are working with one another’s mem- 
bers to secure a large attendance, stressing the advantage 
of conventions as a time to create new friendships, renew 
old ones and bring the two branches, manufacturing and 
distributing, closer together for mutual good.” 

Morning sessions of the convention will convene at 10 
o'clock, and afternoon sessions at 2:30 o’clock. The fol- 
lowing chairmen have been selected for the group ses- 
sions: N. A. Gladding, small tools group; A. C. King- 
ston, general supplies group; Dixon C. Williams, pipe 
tools and fittings group; Charles W. Beaver, machinery 
and equipment group; C. W. Machon, machine tools and 
equipment group. The chairman of the belting and 
transmission group has not yet been announced. 


Tentative subjects for discussion at the convention in- 
clude the following: 

Should jobbers purchase from manufacturers who sell 
direct through brokers? 

What progress is being made toward standardization 
of cash discounts? 

What progress is being made toward standardization 
of trade terms? 

Malleable fittings, piece list. 

Profits on goods carrying extras. 

Are staples leaders? 

Should any lines be classed as leader and sold on close 
margin? 

Why is a warehouse? 

What extra charge should be made for direct ship- 
ments? 

Sales promotion through manufacturers’ missionaries. 

What additional charge should be made for parcel post 
shipments? 

Importance of participation of trade associations in 
federal and local legislation. 

Trade associations’ opportunities for assisting in eco- 
nomical distribution. 

The influence of the trade association on the ethical 
standards of industry. 

Proven methods of getting new members and keeping 
them sold. 

What benefits, if any, are derived from those in the 
same line of industry meeting in round-table conference? 

Exchange of credit and trade information strictly with- 
in legal lines. 

Standardization—What effect is it having on distribu- 
tors’ stocks and upon the ultimate consumer? 

Increased tendency of distributors toward handling 
business on five per cent gross profit, especially on heavy 
goods. 

Does anyone know the cost of handling such business, 
and can it be considered profitable unless such informa- 
tion is at hand? 

a re 
Add Mill Supply Department 

The Crain Pump & Lumber Company, with offices at 
623 Arch Street, Philadelphia, which has been engaged 
in the wholesale business of pumps and builders’ sup- 
plies, has added a line of tools and mill supplies under 
the supervision of W. E. Austin. Mr. Austin was for 
a number of years with J. Jacob Shannon & Co., and 
more recently with Powell, Clouds & Co., of Philadelphia, 
so that his experience in the lines of which he has just 
assumed direction will be valuable in carrying on the 
expansion of this department for the company with 
which he has just associated himself. 
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In the past, very few Mill Supply Houses 
have handled Oils and Greases, and then 
only in a half-hearted fashion. 

The fact that this class of products did not 
meet with universal success is due primarily 
to four causes: 


1. Insufficient selling aid on the part of 
the Manufacturer. 


nN 


Insufficient advertising aid on the part 
of the Manufacturer. 





s 
we 


Inferior low priced products. 


4. Ignorance of the application of Oils 


4 and Greases to Mine and Mill ma- 
: chinery. 

a When the Waverly Oil Works Company 
it 


worked out a plan to merchandise their 
Products through Mine and Mill Supply 
Houses, they took these facts into consid- 
eration. They have met each issue squarely 
and eliminated all the objectionable features 
connected with the selling of Oils and 
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Member of Pennsylvania Grade Crude Oil Assn. 


































Greases. For every new Mill Supply House 
that takes on the Waverly line, they will: 
1. Send trained oil men and salesmen 
into your territory to work with your 

salesmen. 


nN 


Advertise to your customers through 
trade papers and Direct Mail and fur- 
nish you with advertising literature to 
send direct to your trade. 


“ 


Furnish a product of recognized merit 
that has stood up in competitive tests 
against the best products in the coun- 
try. 


4. Furnish your salesmen with lubrication 
charts and sales data and train them 
in the application of the same to all 
lubrication problems. 
You can’t go wrong by selling Waverly 
Products and you can increase the effec- 
tiveness of your sales force by adding 
another product, a product that is in gen- 
eral demand, to your present lines. 


Complete details of this proposition, with samples of advertising 
and dealer helps, will be sent to any responsible party on request. 
We suggest that you at least look into this plan. 


Waverly Oil Works Company 


5408-54TH STREET 
. Established 45 years. 


PITTSBURGH, PA. 


Venta 
100% PURE 
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Problems of the Industry Will Be Discussed 


Formal Addresses Will Give Way to Informal General Discussions 





At the Atlantic City Convention of the National Association 


The stage is all set for the convention of the National 
Supply and Machinery Distributors’ Association at the 
Ambassador Hotel, Atlantic City, N. J., on Monday, 
Tuesday and Wednesday, April 27th, 28th and 29th. 
President B. H. Ackles has issued a personal invitation 
to mill supply manufacturers to attend; John D. Nicklis 
has been appointed chairman of the entertainment com- 
mittee; the program for the business sessions is near- 
ing completion; the Ambassador Hotel has already re- 
ceived requests for reservations from over 150 distribu- 
tors and manufacturers, and Secretary-Treasurer George 
A. Fernley has announced that “long-winded set ad- 
dresses” will be missing from the program, and in their 
place will be substituted general discussions of perti- 
nent business questions. 

The opening session Monday morning will be devoted 
to a discussion of “Present and Prospective Conditions,” 
including price level, and supply and demand for the 
next six months. Four prominent distributors and four 
prominent manufacturers will make five-minute talks on 
this subject. Other topics will be: 

“Increasing sales by eliminating 
counts.” 

“Increasing profits by eliminating unprofitable lines.” 

“Increasing profits by securing proper 
broken packages and on small lots.” 

E. W. Puckett, president of the Fort Wayne Oil & 
Supply Company, Fort Wayne, Ind., will open a discus- 
sion on “Improper relations between manufacturers and 
jobbers.” 


unprofitable ac- 


margin on 


E. B. Hunn, manager of the mill supply department of 
The C. S. Mersick & Company, New Haven, Conn., will 
speak on “How can sales be increased in face of continued 
growing competition?” 

William K. Toole, president of the Wm. K. Toole Co., 
Pawtucket, R. I., will open the discussion on ‘Are we 
getting profits?” 

Just before press time MILL SUPPLIES received a wire 
from Mr. Fernley, stating that every indication now 
points to an attendance of 300 to 400, that the committee 
is considering plans for a banquet Monday evening and 
a swimming exhibition and contest by the Ambassador 
Girls’ Swimming Club Tuesday evening, to be followed 
by a dance. A large number of ladies will be present at 
the convention. 

Secretary Fernley has issued the following statement 
to MILL SUPPLIES about the convention: 

“Our twentieth annual convention will mark the com- 
pletion of two decades of activity on the part of this 
organization. If we look backward, we can realize that 
this period has witnessed a greater development than 
any other two decaces in the history of American in- 
dustry. As the latter has developed, so also have the 
distributing houses furnishing it with the supplies and 
equipment so essential to the daily operation of the mills, 
factories and other producing plants. 

“Our approaching convention in a way will be a cele- 
bration, but not a frivolous one. For three days, the 
members of our association will give their serious con- 
sideration to the problems confronting them this year. 
Conditions have changed, not only in the last 20 years, 
but in the last five years, and our members, to keep 





abreast of the 
customers. 


times, must constantly change their 
Instead of long-winded set addresses, the business 
sessions of our convention will consist of discussion, and 
we are now arranging the program in the manner which 
will provide for the opening of a discussion by some 
member, with a few remarks of not over five or six 
minutes in lengih, and we are requesting the members 
who open discussions, to so present the topic as to pro- 
voke a general discussion. 

“The program is developing very satisfactorily. Many 
of our members have already accepted invitations to 
lead the discussions, and we are also arranging for sev- 
eral manufacturers to address a general session on the 
subject of ‘Market Conditions and Price Tendencies.’ 

“The hotel headquarters at Atlantic City, the Ambass- 
ador, advise that they have already received requests for 
accommodations from 150 members and manufacturers. 
Considering the fact that our convention is almost six 
weeks off (at this writing), this would indicate that the 
attendance will exceed our expectations. The Ambassa- 
dor, by the way, is one of the finest hotels in the United 
States, and arrangements have been made for all present 
at our convention to have their meals in a special dining 
room which will be reserved exclusively for those in at- 
tendance at our convention. This will give manufac- 
turers and distributors time for conferences, and will 
enable delegates to readily locate one another, particu- 
larly at meal times. 

“President Ackles has appointed John D. Nicklis of 
Manning, Maxwell & Moore, Inc., as chairman of the 
entertainment committee, thus making certain that the 
evenings in Atlantic City will be far from dull.” 

B. H. Ackles, manager of the mill supply department 
of The T. B. Rayl Company, Detroit, and president of the 
National Supply and Machinery Distributors’ Associa- 
tion, has issued a personal invitation to mill supply man- 
ufacturers to attend the twentieth annual convention of 
his association at Atlantic City. Mr. Ackles’ invitation 
follows: 

“On behalf of the officers and executive committee of 
our association, we wish to extend to you a very cordial 
and hearty invitation to attend our twentieth annual con- 
vention to be held at the Ambassador Hotel, Atlantic 
City, Monday, Tuesday and Wednesday, April 27th, 28th 
and 29th. 

“There are so many problems of mutual interest to 
manufacturers and distributors that it is very helpful to 
gather for a few days each year to discuss these prob- 
lems. 

“Then again, our conventions give our members an 
opportunity to meet the executives and sales managers 
of the manufacturing plants whose products we dis- 
tribute, and offtimes the few minutes of face-to-face con- 
versation will accomplish more than weeks of corre- 
spondence. 

“As president of our association, I therefore hope that 
one or more of your executives will be present with us 
in Atlantic City, and if you have not already advised our 
secretary’s office of your intention to be present, please 
do so.” 
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WAS CLOSE TO TORNADO PATH 
( | | LEON President of Blakeslee Manufacturing Company of DuQuoin Tells 
About Recent Catastrophe Near His City 
{4 DuQuoin, Illinois, is one of the small cities which, 
STEEL STAMPINGS 


Standard for Forty Years 











although in close proximity to the path of the recent 
tornado which devastated southern Illinois, was un- 
touched by it. E. T. Blakeslee, president of the Blakeslee 
Manufacturing Company, manufacturer of jet and bilge 
Our experience, facilities and modern equipment, pumps, when asked by MILL SUPPLIES whether his factory 
enable us to manufacture all kinds of metal had been damaged in the storm, stated: 
stampings of the highest quality, in quantities ; “DuQuoin was entirely out of the path of the tornado. 
that permit low pricing. We make prompt The latter first struck Illinois at Gorham, Jackson 
deliveries out of our large and complete stock. County, where out of a population of 500, 90 were killed 
and 200 injured. Next it struck Murphysboro, which is 

23 miles southwest of DuQuoin. In that city 250 were 

Fis. 925 killed, 500 injured, from 5,000 to 8,000 made homeless, 
SEAMLESS STEEL ie — and 50 blocks were swept by wind and fire. Next, the 

on ae ; storm struck at DeSoto, 14 miles south of DuQuoin, en- 
oP pry pc as oe . tirely destroying the town and leaving 118 dead and 150 
ene ; oe > ee be ' ’ injured. From there it traveled northeast, striking at 
throughout your oN Zeigler, Benton, Logan, Parrish and West Frankfort, and 
ot a out of the state, into Indiana, leaving a trail of death and 
flange around en- Sey - t destruction. 
tire top; flaring +S ag 
sides and ends Sp ae “The appeals for help were responded to promptly 
ee ee oe and generously by Chicago, St. Louis, East St. Louis, 
in use oe Springfield, Cairo and other cities. The Illinois Central 
Railroad, which serves this section, turned their equip- 
ment and men over to the rescue work, and furnished 
free transportation to doctors, nurses, storm victims and 
their friends. You may think you have few friends, but 
at times like this, when you actually need help, you find 
that the whole world is your friend, and will do every- 

Fig. 659 thing to assist you. 

oa “The injured from Murphysboro, eight miles west of 
iD sack ali Hite Carbondale, and also part of the injured from DeSoto, 
a ee six miles north of Carbondale, were taken to the latter 
recessed bottom, cor- place. Over 80 of the injured were brought to the 
ee oe ee Browning hospital in DuQuoin, and of this number 15 
corrugated if ordered. died. Many of the homeless were cared for by the towns- 
people of our city.” 





BECOMING TOO BURDENSOME 


Secretary Mitchell Issues Statement About Growing Activity of 


Fig. 1466 Promoters of Newspaper Advertising Schemes 


SEAMLESS STEEL 
pink =z Members of the American Supply and Machinery 
ei ee cae eee ete ; Pe Manufacturers Association have been advised by Secre- 
pong egal BP genera a tary-Treasurer F. D. Mitchell, that the newspaper adver- 
will adhere; easily tising promoters are again becoming very active for gain 
co ae: eee . “at the expense of the manufacturer.” In a letter to 
protect the health of your ' members under date of March 12th, Mr. Mitchell said: 
workmen and add to the 2 z 2 ms 
cleanliness of your plant. : “The promoter for newspapers is actively seeking the 
en ns 4 ee : co-operation of mill supply dealers to ‘celebrate’ some- 
tapered. thing—25 or 50 years in business, completion of new 
We also make a wide variety of steel factory quarters, reorganization of business, etc.—inducing the 
: é dealer to take 20 or 50 pages of writeups and advertising 
in a special issue of the newspaper to be published on an 
agreed date. The newspaper promoter usually impresses 
most strongly on the dealer that this plan can be worked 
without expense to the dealer by the simple expedient of 
asking the manufacturers from whom the dealer buys, to 
; contribute to the scheme in proportion to the space taken 
Write for Bulletin No. 227, or to advertise the goods of the manufacturers. 
send specifications for quotation. “The net result is often that the dealer gets his many 
pages of advertising (of doubtful value) at very little or 
no cost to him, but the manufacturers bear the burden. 
Success for the scheme at one point quickly spreads to 
other points, and the manufacturers’ burdens are quickly 
multiplied. This information is given in the hope that 
our members will discourage this performance.” 


” 


equipment of standard sizes, including steel 
Dipping and Pouring Kettles, Melting Bowls. 
Skimming Ladles, Melting Ladles, Tool Boxes, 
etc. These are built to stand rough handling and 
to give maximum service. 


MULLINS BODY CORPORATION 
102 MILL STREET SALEM, OHIO 





























The Packing Sensation 
Rhopac ‘‘C-C’ 
Flexible Metallic Packin;: 
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‘Rhopac Flexible’’ 


Metallic Packing 
the Old Standby 


Metallic packing with an 


unmatched sales appeal 


—at the same price per pound as soft packings 





HOPAC “C-C” Flexible 
Metallic Packing is the 
product of experience 

Two generations of packing 
manufacture produced it. ““C-C”’ 
brings the high efficiency ad 
big molded lathe turned metallic 
packings down to the smallest 
piece of equipment. You don’t 
have to stock several kinds of 
packing anymore—“C-C”’ packs 
steam, air, water and gases and 
ammonia, oils and other destruc- 
tive solvents, hot or cold. It has 
stood the severest tests in all 
kinds of plants on all sorts of 
equipment for several years. 


It is easily applied—can be cut 
with a pocket knife and formed 
with the fingers. Lasts far longer 
and requires less attention than 
ordinary packings. Packs poor 
rods as well as rods in good shape; 
can’t pull through clearances. 

Easy to Sell 

Write, asking about our liberal 
dealer plan, and our unique 
method for stirring up = right 
in your own territory. »-C”’ has 
made good and is out - big dis- 
tribution now. Hop onto the 
bandwagon, men— 

Better get your territory now! 


CHICAGO RHOPAC PRODUCTS CO. 


927 Wrightwood Avenue 


Better get your 











territory 


- Chicago, [Illinois 


Trade Mark 
Registered 


Cutaway view showing the 
construction of “C-C” 
Ne te that the composition 
cushion center is completely 
encased inthe armor of bear- 
ing metal. Itis never affect- 
ed by the material the equip- 
ment may be handling, 
whether mt is steam, ammo- 
nia, or hot or cold oils 
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HE DEMANDISHERE anew factory 
was made necessary by that demand. 





The paint is here—and a good adver- “— Points of ( 
tising campaign is already making itself felt. uperiority Mean 
Will you get in on the profits? _ Meany fer You 4 
q For several years the railroads and the ship It is not the first cost of 
building and public service companies have —— eo of 
been quantity consumers of Nitrose, the peerage runs up a 
tough, glossy black paint. For several years cost of maintenance. 
more and more Nitrose has found ready sales When you prove to them 
in boiler rooms, to stand heat no other paint that Nitrose outlasts two, 

‘ , three or more coats of or- 
could stand, into the ice plants, to stand dinary paint, they listen. 
freezing cold and brine, into the chemical 
plants, to stand the effects of acid and fumes. 
Nitrose is heat, cold, acid and wear-proof. Lerge spece in 
@ Now Nitrose wants wider distribution— Ice and Refrigeration 
Ask about our distributor proposition—sev- Industry Illustrated 


eral good exclusive territories are still open. Industrial Power 
Power Magazine 


THE NITROSE COMPANY —and others. 
1000 Peoria Life Building, Peoria, III. 


=» NITROSE | 


= Conquers Corrosion 


Fullest advertising co- 
operation. 
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The Local Newspaper’s Value to the 
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Dealer 


Advertising Can Give a Distinctive Personality to a Mill Supply 
House, But It Should Follow a Plan That Dovetails With Selling 


W. W. FRENCH 
Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


As the many angles of advertising and sales promotion 
are analyzed in detail, the close similarity between the 
problems of the manufacturer and dealer becomes more 
obvious. 

We know that the manufacturer’s problem is to sell 
his product to the dealer and through him to the ultimate 
consumer. We understand that 
his problem is national in scope. 

The dealer, on the other hand, 
must move the goods purchased 
from his shelves into the plants 
in his territory, and this must be 
done at a certain rate and vol- 
ume to insure the required turn- 
over and return on the stock 
investment. 

The value of a manufacturer’s 
line to the dealer depends upon 
the buyer’s knowledge of it and 
his opinion as to its value. The 
broadcasting of information rel- 
ative to a manufactured product, 
to create favorable opinion and 
lessen selling resistance, is ac- 
complished by a properly co- 
ordinated publicity program na- 
tional in scope and comprising 
direct factory educational sales 5. 
or missionary work, publication | 
advertising and direct-by-mail. 

The value of national adver- 
tising campaigns carried on by 
manufacturers has been dis- 
cussed in previous articles. The 
dealer, we believe, is quite thor- 
oughly in accord with any plan 
which will fix a product or a line 
of products in the buyer’s mind. 

An illuminating example of 
how this advertising lessens 
sales resistance was related by representative of a 
nationally known manufacturer, whose products are 
built into machinery marketed through dealers and sold 
to the general public. 

The product under discussion has been consistently and 
extensively advertised for many years. There has been 
considerable and still is some competition. 

This representative was privileged to listen to a solici- 
tation delivered by a salesman for a machine not equipped 
with his company’s product. One of the first questions 
asked by the buyer was in regard to the equipment. Was 
it a product of the representative’s company ? 

The salesman was obliged to answer in the negative 
and to give the name of the competitive equipment. This 
led to an inquiry from the prospect as to the merits of 
the particular product and a good deal of valuable time 
was consumed selling this particular point. 

Had the answer been in the affirmative, the matter 
would have been quickly disposed of because consistent 
and constructive publicity had fixed the product of this 
company in the buyer’s mind as the standard, to the 


Advertising.” 


prospect list is 


He 


sales plan. 
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This is the fourth article in Mr. 
French's series on “Mill Supply House 
In it the author discusses 
the general subject of the use of local 
newspapers in helping to build up a repu- 
tation for a mill supply house. 
are many distributors who believe that 
there is a great waste of circulation in 
the local newspaper, as far as their own 
concerned, 
French is firm in his belief that, if a 
real plan is used, with a genuine copy 
appeal, this class of advertising can be 
made a very valuable part of the general 
also points out that if 
discretion is used, this part of the gen- 
eral sales promotion 
very high. The remaining articles in the 
series will discuss the following subjects: 
Using Direct Mail to Build Up the 
Dealer's Business. 

Establishing a Distinct Personality 
for Your Business. 


The Catalogue and How It Should Be 


Dealer's House Organ. 
Mechanical Side of Advertising. 
Sales 


extent that the competitive makes had been practically 
driven from his memory. 

So much for the manufacturer’s advertising. Very 
few dealers would consider stocking a line that was not 
favorably known. 

The dealer handling a nationally known line must not 
assume that the manufacturer’s 
advertising is going to do the 
whole job. The dealer’s problem 
is not limited to the selling of 
one product. Perhaps a dozen 
outstanding lines merit special 
sales attention from the selling 
force. 

The time of the salesman on 
his round of calls is decidedly 
limited. He may devote his en- 
tire allotment to one line, or he 
may go through his catalogue 
with the buyer. If he encounters 
sales resistance, his task is much 
more difficult. 

Take an example. Supposing 
your salesman visits a buyer for 
the first time. Naturally his 
presentation is devoted to your 
house, its reputation, its facili- 
ties for service, the complete 
stocks of recognized quality 
lines, etc. After having suc- 
ceeded in exacting a promise of 
consideration or an invitation to 
drop in again, he leaves. 

You as a dealer have thus 
made a tangible investment in 
this account. You must increase 
this investment perhaps many 
times before the account 
comes a valuable one to 
business. 

Now then, you may be advertising direct. You may 
write this prospect several times between the calls of the 
salesman. It all helps, of course, and it is all as it should 
be—so far. 

However, 


There 


but Mr. 


cost need not be 


Promotion De- 


be- 
your 


you are an _ institution—an organization 
locally a bigger factor in your trade than the manu- 
facturer whose lines you represent. You can sell the 
lines you stock only after you have sold your organiza- 
tion as a good place to buy. Your name must be estab- 
lished synonymous with leadership, quality and 
service. 

Part of the job can be done by the salesman—part by 
direct mail. Now, consider the newspaper. Every morn- 
ing or every evening, as the case may be, it goes to the 
homes and factories in your city or in your trading area. 

The newspaper builds the prestige of individuals by 
broadcasting their activities in civic and social work. 
The man who is made known to the readers of the local 
paper through its news columns, is a well-known citizen. 
Personal contact may make many friends but we seldom 
think of the value of multiplying this personal contact 
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The third great 
improvement 


“MOLY-D” 


second great 
improvement 


The Step 


A shattered wall—but 
an undented shovel! 


Bow after blow impelled by great, 
writhing muscles in powerful arms. 
Hunks of concrete flew in all direc- 
tions. Then he quit. Panting with 
exhaustion he said, ‘“You can’t even 
dent it.” 

Why? It was a Wood’s Mo-lyd- 
den-um Shovel. This actual test 
was undertaken by a company which 
wanted to prove to themselves the 
claims of The Wood Shovel & Tool 
Company. When the test was over, 
the blade of the shovel was neither 
bent nor dented. 

The fact that Wood's Mo-/lyb- 
den-um Shovels will outlast from two 
to six ordinary shovels has made them 
popular with contractors. That’s the 
economical side. ‘The step or turned 
over edge makes them comfortable 


THE WOOD SHOVEL 


Piqua, 


for the teet. “The Moly-D handle, 
which is non-cracking, makes them 
easy on workmen’s hands. ‘That is 
why they are so popular with the 
men. ‘They are from six ounces to a 
pound lighter than ordinary shovels, 
too. A big point which means more 
work per man and happier workmen. 


You cannot ask more from shovels 
than this. Strength proved by ac- 
tual tests. Durability proved by use 
— 300,000 in active work and not 
a broken blade. Popularity with 
workmen. Write for folder telling 
how this strong, well-balanced shovel 
fits in with your workmen’s require- 
ments. We are also makers of the 
best carbon steel shovels under the 
following brands: Wood, Stuart, 


Wilson and Piqua. 


& TOOL COMPANY 
Ohio 


Wood: 


Mo-lyb-den-um 


«== The American Super Steel 


The first great ¥ \ 
improvement b 
Mo-lyb-den-um q 
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through the newspapers. When one man might be con- 
verted to friendship and in turn convey it by word of 
mouth to his friends, the local paper is creating favor- 
able reaction towards us from thousands of people. 

We might say that advertising is different. People 
read the news but they pass up the advertising. This is 
not literally true. Today is different than yesterday in 
that many people read the advertisements to conserve 





Your telephones Ga 
our catalogive 











their shopping time. This is as true of the business man 
as it is of the housewife. 

The few typical layouts submitted will suffice to show 
how your business can be visualized to the buyer. There 
are thousands of copy angles to any business. 

There is an opinion prevalent among some business 
men that advertising to be valuable must be directed 
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only to those people who are buyers. Therefore news- 
papers represent excessive waste. Is this true? 

Do we always know the things whereof sales are made? 
Do we always recognize the importance of prestige—of 
universal recognition that influences buying indirectly? 
In many cases we do not. 

We all concede the value of a satisfied customer. We 
all know that his purchase may be multiplied many times 
by personal recommendation. Consider the newspaper 
advertisement that is read by a man not at all interested 


in the product. It creates a favorable impression perhaps 
—on the other hand it may simply fix a name in his mind 
as being allied with a certain product. 

Conversations are not like speeches. They are not 
limited to a carefully written and committed exposition 
of principles. This same man, who is not himself a 
buyer of the particular advertised product, may meet a 
friend whose problems become the subject of discussion. 

He may need the very product advertised and he may 
have missed the advertisement or he may never have even 
























































BLANK SUPPLY CO., 
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hard of it. Our friend tells his friend; his friend 
investigates, goes to the store that sells it, and perhaps 
buys. That is just an instance. 

As said before, you are an institution. You should 
sell your organization as a buying headquarters. It is 
much more effective to list many lines all of known qual- 


ity than to list single lines. The more nationally recog- 
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nized names you associate with your own, the more pres- 
tige will accrue to you. 

The more consistently you follow a plan of this kind, 
the more noticable will be the lessening of sales resist- 
ance. Your men will need no introduction; they can 
get down to the business of selling goods. 

How should the dealer use newspaper advertising? 
First, there should be a plan. Analyze your business. 
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| He did the pioneer work which ERE’S the third of the “Pioneer” steel hanger 
| recnlted . th present | S : . ; . 
bear a ceise oe sear advertisements appearing each month in Amer- 


vascnde. He was the pioneer s- ican Machinist. They are published for one purpose 
| less ornamental frills and tomake |! Only—to help you sell more “Pioneer” steel hangers. 
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| Peele peat bend of foot. 3. Every rivet extra large and hy 
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draulically riveted. 4. No pockets for the dust to 
collect. 5. Cheaper F. O. B. ceiling. 
| : 
| No other steel hanger has all these qualities. Is it any wonder 
then that “Pioneer” outsells them all? 
ah m Ea ee : ~ 
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| Box 3, JENKINTOWN, PA. 
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What are the outstanding advantages to your trade if 
they buy from you rather than from competition? 
Adopt a slogan expressive of your policies or service. 
What are your principal lines? What arguments have 
your salesmen used to the greatest advantage. 

Now about schedules. If you serve a trading area 
you should be represented outside your own city. In 
other words, wherever your salesmen go, your advertis- 
ing should pave the way. 

Newspaper advertising is not expensive if used with 
discretion. If an advertisement is run once a month 
about three columns ten inches wide, and is followed by 
say one or two columns six inches wide, the cost is not 
A campaign of this kind can be made very 
effective by attractive layouts departing from the usual 
form of type set-ups and it invariably pays. 


excessive. 


Your business can be given a distinctive personality 
quite beyond the range of competition by proper co-or- 
dination of advertising effort. Your personal sales work, 
the personalities of your sales force, the policies of your 
organization can be broadcasted in this way, building 
up a stock of good-will and prestige that will not only 
open closed doors, but will in some cases lift desirable 
business out of the competitive class. 

Local newspaper advertising is not a cure-all. Like 
all other publication advertising it builds a background, 
or sets the stage as it were, for the real play, in which 
your salesman plays the principal role. 

Just a word regarding the technical side. Use good 
illustrations, and do not confine the subjects to those 
furnished by manufacturers. Have the ads reflect your 
business; let this note dominate. 

Have the ads carefully set up and changed frequently. 
Above all have the copy written by a man in your organ- 
ization who has the spirit of your business within him, 
and not by one who plays on words and who can turn 
out to order high sounding advertisements for break- 
fast foods or tractors cut from the same bolt. 

Advertisements must be geniune. 
is quick to detect a false note. 


The buying public 


The thought we have striven to carry through every 
article of this present series is that advertising must 
dove-tail with selling; it must be distinctive; it must 
help sell goods; and that there is a place in every dealer’s 
plan for every form of good advertising. 





Bond’s New York City Store 

Bond Foundry and Machine Company, Manheim, Lan- 
caster County, Pa., announces the opening of a new store 
in New York City to give prompt service to the trade in 
the Metropolitan area. The store is located at 1834 
Broadway, at the corner of 60th street. The Columbus 
Circle station of the subway has an entrance into the 
building, and the 59th street stations of the Sixth and 
Ninth Avenue Elevated railways are but a block away. 
Complete stocks of Bond transmission specialties, truck 
casters, marine couplings and other products will be car- 
ried, and Bond salesmen will cover New York City and 
adjacent territory at regular intervals. The new store 
has been equipped with steel shelving and steel bins. 

~ —e—a 9 


Pultex Company Has Moved 
The Pultex Manufacturing Company, Cleveland, Ohio, 
manufacturer of paper pulleys, announces the removal 
of its office and factory from 2021 East 32nd street to 
6110 Cedar avenue, corner of Ashland road. The change 
of address became effective on March 23. 





HEROLD NOW SALES MANAGER 
Returns to United States Electrical Tool Company Organization 
With Which He Began as Salesman 
An interesting sidelight on Matthew J. Herold, newly 
appointed sales manager of the United States Electrical 
Tool Company, Cincinnati, is the fact that he was one 
of the first members of the sales organization of that 
company when the latter started to manufacture its 
products. His recent appointment, therefore, brings him 

back to an old association. 

Twenty-seven years ago a young man in Dayton, Ky., 
watched with wide-eyed interest the designing and even- 
tual production of a portable electric drill. The inventor 
and manufacturer was John A. Smith, now president of 
the United States Electrical Tool Company. The young 
man was none other than Matthew J. Herold. The lat- 
ter’s keen sympathy with and understanding of the pos- 
sibilities of the new tool were noticed by Mr. Smith, 
and when the drill was ready for distribution, Mr. Herold 
was one of the first appointed to the sales staff. 

Later, Mr. Herold became associated successively with 
a large steel company, one of ten motor units of the Gen- 
eral Motor’s Company, and then with the Wood-Imes 
Manufacturing Company, Minneapolis, manufacturer of 
garage specialties. For the last company, he was in 
charge of the eastern division. 

Now he has been called to assume the sales manager- 
ship of the company with which he first started, and is 
once more associated with the men who showed him the 
first portable electric drill in the making. 


a 


Brass Manufacturers Meet 

The National Association of Brass Manufacturers held 
its spring meeting in Washington, D. C., March 10, 11 
and 12. The association voted to appoint a standing 
committee on research to receive and consider all sug- 
gestions relating to shop practices. The standardization 
committee recommended tentative weights for thumb 
screw pattern and automatic type of stops and stops and 
drains; recommended the elimination of the five-eighths 
inch size and reaffirmed the one-quarter inch size for all 
loose key work. The association voted to request the 
United States Chamber of Commerce to submit for con- 
sideration at its annual meeting the question of abolish- 
ing the Pullman surcharge. It was voted that literature 
be issued to educate the public and the trade on practical 
methods for handling and installing brass goods. The 
next meeting of the association will be held in Chicago 
June 9, 10 and 11. 


SS 
Receiver for Supply House 

Willis E. Hydaker has been appointed by order of 
the court of common pleas of Allen County, Ohio, as 
receiver for The Manufacturers’ Supply Company, Lima, 
Ohio, jobber of plumbing, heating and mill supplies. The 
court has also entered an order that all persons holding 
claims against the company should file them with the 
receiver on or before May 25, 1925. 


—_- 


Southern Industry Growing 
The growth of the textile industry in the South is 
indicated by a review of statistics contained in the 1925 
textile directory of the Southern Railway system. In 
this book are listed 1,014 textile plants in the territory 
covered by the railway. These plants operate 13,006,246 
spindles, 275,445 looms and 43,473 knitting machines. 
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‘It goes out nice and shiny’ 


and it comes back like a tramp. This specimen 
has just been returned to us with request for a new 
one. All LT can send him is a ‘new-old” one. and sup- 
plements and price lists to make the collection com- 
plete. Our new catalog won't be ready for two 
months.” 








A tight-bound catalog will “get by” anywhere that 
price changes and new items are unknown—and old 
lines are never dropped or changed. But modern 
times. with their shifting prices. close buying. and 
constant changes demand loose-leaf methods. 

\ loose-leaf catalog has this big advantage over any 
tight-bound catalog. It can always be kept up-to-date. 
It is always neat and orderly. Dealers and salesmen 
cai rely on items and prices being correct. It makes 
selling easier and ordering simple. It can be just as 
attractive as a tight-bound catalog. And it will keep 
its good appearance much longer. It may cost a trifle 
more at first. It will cost much less in the end. Tt will 
wear much better —- much longer. The steel sub- 
structure sees to that. It is easier to use—it’s handy 
to have around—it builds business for you, 










If you have never investigated the loose-leaf system of cata- 
loging. we'll be glad to send you our literature and —if you 
desire have one of our representatives call. Just let us know 


THE HEINN COMPANY 
Originators of the Loose-Leaf System of Cataloging 


Milwaukee. Wis. 


351 Florida Street 
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Industrial Supply Company in Fine New Home 


Floral Displays on Opening Day Turned Showrooms Into Typical 


California Garden—Many Novel Features of Stock Arrangement 


Industrial Supply Company, formerly R. M. Hartwell 
Company, Los Angeles, distributor of mill supplies and 
machinery, on Saturday, February 28th, opened an at- 
tractive new business home at the northwest corner of 
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INDUSTRIAL SUPPLY COMPANY'S NEW BUILDING 
Third and San Pedro streets. The opening will be long 
remembered by the executives and employes of the com- 
pany, for approximately 2,000 persons visited the store 
during the day, and the company was literally showered 
with congratulations and messages of good wishes. The 
floral offerings sent to the company were so numerous 
that the showrooms presented the appearance of a typi- 
cal California garden. 

The new home is a four-story brick building with a 
basement, and the location is one of the choicest in the 
entire wholesale district of Los Angeles. It is believed 
by many to be the most attractive store of its kind on 
the Pacific Coast. At first glance, the main floor presents 
the appearance of a high class jewelry establishment, 
rather than a mill supply house, for the entire main 
finished in oak, and large display stands, 
arranged attractively amidst great pedestals of ferns, 
present as pleasing an arrangement of a wide variety of 
mill supplies as could possibly be secured in a supply 
house. 


salesroom is 


The first floor is divided into two sections. The front 
portion, which occupies the larger space, is devoted to the 
sales department and showroom. The sales department 
is equipped with the latest furnishings. In the showroom 
a sample of every line which the company sells is dis- 
displayed, the samples being mounted on attractive vel- 
vet covered boards in glass cases. 

On the front of the second floor are the executive, 
accounting, purchasing, cost and kindred departments. 
The rear of this floor is occupied by the pulley, belting 
and transmission department. 

The other floors are used for storage of materials. 
The basement, which has easy first floor access, is divided 








off by bins and shelves, and a large portion of it is 
devoted to the storage of surplus stock. 

All the carrying equipment in the building is of the 
latest design, and all floors are connected by elevators. 
The clerical departments, too, are equipped with the 
latest improvements, and the shipping department has 
at its disposal a fleet of various size trucks. Every de- 
tail which will add to the service facilities of the com- 
pany has been provided. 

A model system of keeping check on stock is a fea- 
ture. In the main office is a master chart, upon which all 
commodities are listed in various sections and bins, each 
section being lettered and each bin being numbered. It 
is only necessary for a stock man, desiring to locate some 
2'4 by %, inch machine bolts or some other items, to go 
to the master chart, find the location of the section and 
bin and immediately go to it. 

The Industrial Supply Company started business nine 
years ago under the name of the R. M. Hartwell Company 
at 329 East Second street. Steady progress brought the 
need of more spacious quarters, and last October the 
directors of the company decided to seek a larger home. 
E. M. Buckius, president of the company, purchased the 
building at Third and San Pedro streets, and imme- 
diately had it entirely remodeled to suit the require- 
ments of an up-to-date supply house. The directors 
thought it advisable to change the company’s name in 
order to better convey to the trade the character of the 
merchandise handled. 

The entire organization is divided into departments, 
each under a department manager, and all under the per- 














FLORAL DISPLAY ON THE OPENING DAY 


sonal supervision of the president. Each manager is a 
specialist in the particular line handled by his depart- 
ment. 

E. M. Buckius, president, is also president of the Los 
Angeles Valve & Fittings Company, and is one of the 
best known mill supply men on the Pacific coast. H. L. 
Horton is vice-president and secretary of the company, 




























OR HIGH PRESSURES 
AND TEMPERATURES 


DROP FORGED STEEL 
VALVES AND FITTINGS 


are used extensively in the industrial fields where high 
pressures and temperatures are necessary. In the new 
El Paso Electric Railway Power House, El Paso, Texas, 
Vogt Fittings were installed because of their dominant 
strength and capacity for enduring hard strenuous ser- 
vice. Leading engineers and builders of power plants 
and installations, where high temperatures and pres- 
sures are vita! features, endorse the use of Vogt Fittings. 
The E! Paso Plant was constructed by Stone & Web- 
ster, Inc., universally known as efficient construction 
engineers and builders. Write for Bulletin F-5, dis- 


count sheet and free sample fitting. 


HENRY VOGT MACHINE CO. 


Incorporated 


LOUISVILLE, KY. 


MANUFACTURERS OF DROP FORGED STEEL VALVES AND 

FITTINGS :: ICE AND REFRIGERATING MACHINERY :: WATER 

TUBE AND HORIZONTAL RETURN TUBULAR BOILERS :: OIL 
REFINERY EQUIPMENT. 











Branch Offices: New York, Philadelphia, Chicago, Dallas 


Our Authorized Agents: 
Metalwood Mfg.Co.,. . . . Detroit, Mich. 
Pittsb’gh Valve Fdy. & Const.Co., Pittsb’gh,Pa. 
John Simmons Co., : New York, N. Y. 
Walworth Mfg.Co., . . . . Boston, Mass. 
Walworth Mfg. Co.. . . « « Chicago, Ill. 
Walworth Mfg. Co., . « . Seattle, Wash. 
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and A. Y. Soule is sales manager; both are well known 
in Los Angeles supply circles. 

The company’s rubber and pump divisions are located 
in the old store at 329 East 2nd street, which is now 
being operated as a branch store. The company is the 
exclusive southwestern distributor for the Diamond 
Rubber Company, of Akron, Ohio, and the American 
Steam Pump Company, Battle Creek, Mich. Charles K. 
Everett, an old Diamond man, is in charge of the rubber 
department, and H. H. Burbridge, who has had the Amer- 











ican Marsh line for many years, superintends the pump 
division. 

Among the manufacturers whose products the Indus- 
trial Supply Company distributes are: American Pulley 
Company, Barrett-Cravens Company, Cleveland Twist 
Drill Company, General Electric Company, Jenkins Bros., 
Kinney Mfg. Co., Pittsburgh Valve & Fittings Co., 
Reeves Pulley Co., Bond Foundry & Machine Co., Swart- 
wout Company, Toledo Pipe Threading Machine Co., 
Youngstown Sheet & Tube Co. and the Fairbanks Co. 





Lockett Company Out of Mill Supply Business 


New Orleans House, After Many Years as a Prominent Factor in the 
Distributing Field, Decides to Concentrate on Its Other Interests 


A. M. Lockett & Company, Ltd., 521 Baronne street, 
New Orleans, long a prominent factor in the mill supply 
field in the South, has decided to discontinue its general 
supply business. The company will concentrate its efforts 
on its manufacturing and engineering business and to 
those special accounts which the company controls in 
New Orleans territory. It is understood that the com- 
pany recently issued a notice to its mill supply salesmen 
advising them about the decision, so that they may look 
around for new positions. 

R. P. Lockett, assistant sales manager of the company, 
made the following statement to MILL SUPPLIES about the 
change in policy: 

“A. M. Lockett & Company, Ltd., are primarily con- 
tracting mechanical engineers and merchants in heavy 
machinery, and the sale of strictly mill supplies has been 
a limited part of their total business. We have been 
carrying a considerable inventory of mill supplies, and it 
is our intention to discontinue the carrying of this inven- 
tory, and devote all our sales efforts to the sale of ma- 
chinery and to those special accounts which we control 
in this territory, such as the Williamsport Wire Rope 
Company, Lagonda Manufacturing Company, Republic 
Rubber Company, Ehret Magnesia Manufacturing Com- 
pany and others, which were formerly handled by the 
supply department. In other words, we are no longer 
going to stock bar iron, nails, sheets and other general 
supplies, which we have found that we could not handle 
on a profitable basis in this market.” 

The Lockett business was founded by A. M. Lockett, 
who is still president of the company. In 1899 Mr. 
Lockett was assistant sales manager for Henry R. Worth- 
ington, pump manufacturer. He was appointed manager 
of the joint New Orleans branch offices of the Worthing- 
ton Company and the Babcock & Wilcox Company, with 
the understanding that he could also engage in the sale 
of general power plant equipment and take contracts for 
complete installations. 

At that time the rice industry in Louisiana and the oil 
industry in Texas were in the early stages of great devel- 
opment. The first class of business which attracted Mr. 
Lockett’s attention was that of pumps for the irrigation 
of rice plantations. He recognized that there was a great 
possibility of using high efficiency centrifugal pumps, 
direct connected to compound condensing Corliss engines, 
with first class water tube boilers, and that the demand 
for the proper design of suction and piping would in- 
crease enormously. 

In 1901 oil was discovered at Beaumont, Texas, and the 
demand for oil field machinery became very active. The 
Lockett company designed and placed on the market a 





fuel oil pumping set, and the venture was highly success- 
ful. In 1903 the Lockett business was incorporated. 

The company’s extensive operations in irrigation ma- 
chinery and fuel oil equipment made it a large purchaser 
of mill supplies. Several years after the company was 
organized, an experienced mill supply man, who was a 
friend of Mr. Lockett, suggested that the company create 
a mill supply department. At first the efforts were con- 
fined largely to selling the cotton compresses and oil mills 
in the territory. The mill supply department was virtu- 
ally a one-man business. 

Later it was realized that there was a possibility of 
making this department a more important part of the 
business, and in 1909 an expansion program was started. 
Additional capital was put into the business and a sales 
organization was developed. In the succeeding eight 
vears this end of the Lockett business increased 1,000 
per cent. Branches were started at Houston, Dallas and 
San Antonio. 

Service became the watchword of the mill supply de- 
partment, and great effort was made to impress on the 
members of the organization to pay great attention to 
this feature of the business. A manager was appointed 
to take charge of the service department, to see that 
customers got the goods at the proper time, by the route 
and method of transportation designated by them, and 
that the collections were made with the least amount of 
unpleasantness possible. 

In connection with this service policy the company sent 
out with every invoice a bright red return postal card, 
addressed to “Mr. Customer,” stating that the policy of 
the Lockett company is service, and that if the customer 
is displeased in any way with the manner in which his 
order is filled, he should return the other half of the card 
to the service department. Twenty different complaints 
were marked on the return card. 

The clerks who opened the mail were instructed that 
every complaint of any kind that was received should be 
sent at once to Mr. Lockett, who personally investigated 
the case. The effect of the cards was that the employes 
soon began to exercise greater caution in filling the 
orders. 

Several years ago, Mr. Lockett told MILL SUPPLIES that 
he had been criticized for locating his store on an exclu- 
sive retail street, but he could never see any good reason 
why a machinery and mill supply house should look like a 
junk shop and be located in some out of the way place. 
He held to the theory that the additional rent paid for a 
good location was more than justified by the additional 
business secured by reason of this location. 
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He was a natty looking salesman. He carried himself 
with assurance. His leather brief case was neatly 
buckled. His whole appearance was favorable. He was 
selling portable forges, among other things. He told the 
prospective purchaser something like this: 


“Our house is one of the oldest companies in the coun- 
try making forges. We have been at it since seventy-six. 
Mr. Johnson’s grandfather was a practical mechanic and 
he designed our first portable forge. Our plant has a 
capacity for umpsteen hundred forges per year. You 
will find scarcely a bridge builder, or boiler maker or 
construction engineer who doesn’t use our forges. We 
bought enough raw material for a year’s output before 
the price advance and our prices are the lowest in the 
Of course we can make quick shipments and 
sur location gives us great advantage in the matter of 
freight rates. If you ever come to Chicago, we hope 
you will visit our plant and go through it. We're proud 
of the whole outfit. It’s all big, modern buildings and 
we have a fine lot of men, with great co-operation all 
the way down the line. I wonder if you couldn’t use 
some of our number four-thirty-sixes, priced right and 
shipped whenever you say.” 


market. 


There was more conversation, but that gives you an 
idea of the line the salesman was depending upon to 
make his sales. 

Right there in the buyer’s office was a competing 
salesman, though this speaking salesman did not know 
it. On the desk lay a catalogue in which portable forges 
were described. This catalogue “salesman” had already 
spoken to the buyer and what it had said was somewhat 
along the following lines: 

‘The Apex combination forge and blower is a strictly 
high grade, large size forge for heavy work. The crucible 
teel hearth measures 3114 by 45 inches. From top of 
hearth to floor is 30 inches. Solid fire pot with tuyere 
ball furnishing side and center blast. The length over 
all is 538 inches. The blower is powerful and easy to 
operate. The gear case is oil-tight and dustproof. The 
crank turns either forward or backward. The fan case 
is 1114 inches in diameter. Capacity to heat 4-inch iron. 
Plenty of surplus heat to weld the largest size wagon 
axle. Coal box, half-hood and tool rest, just as illus- 
trated. Shipping weight, 300 pounds. Price $32.50.” 

The above does not comprise all of the catalogue state- 
ment, but it shows the line of talk the salesman was 
up against. After reading that catalogue information 
about a portable forge, it seems quite likely that the 
information given by the personal salesman may have 
seemed a little inadequate. If the buyer had questioned 
the salesman about his forges, he could have learned all 
the things the catalogue told, although perhaps he could 
not have headed off the useless information being offered. 

It is supposed that the personal salesman has a great 
advantage over any form of printed selling effort. But 
the personal salesman’s advantage amounts to nothing 
for him if he does not make use of it. Buyers, quite 
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uccessfil Salesmanship 


By Frank Farrington 


4 Rights Reserved 
Getting It Over 


naturally, want information about what they are going 
to buy, and it is very probable that many of them care 
not two pins about the size of the plant producing it, 
or the personnel of the working force, or who invented 
or perfected the product. 

Every man’s buying experience, whether he is buying 
factory equipment or neckwear, is filled with incidents 
which show that there are a good many salesmen who 
are unable to get right down to cases, and explain just 
how and why one item excels another similar item that 
sells at a less price. 

You walk into a drug store and ask to see some hair 
brushes. The young man lays out on the case an assort- 
ment which he prices at $1, $1.50, $2.50 and $5, perhaps 
one or two at $10. You examine them and see very 
little difference in their general appearance. Perhaps 
they all have black handles and white bristles and the 
bristles seem to be about the same length. 

“Which is the best one to buy?” you ask, and the 
clerk does not see what you are going to ask next, and 
indicates the highest priced brushes. Of course you 
come right back with the query as to why that ten dollar 
brush is worth so much more than the others. 

“Well, it’s a good deal better brush,” you are told. 
“That brush will last a good deal longer. It will prob- 
ably outwear two of the five dollar ones. It’s a dandy 
brush, good bristles and a solid back and it’s an imported 
brush. That’s the best one to buy. That’s some brush!” 

You are not convinced. Why should you be? All you 
have been told is that the ten dollar brush is a fine 
brush, that it is as good as two five dollar brushes. You 
knew all that before you asked. 

But perhaps you were more fortunate and met with 
a drug clerk who was interested in his job, who made 
it his business to know about the merchandise he was 
called upon to handle. He probably explained the better 
brush something as follows: 

“The real difference between that dollar brush and 
this ten dollar brush is not apparent to you, but I can 
make it plain, I think. The cheap brush has only a few 
real bristles in it. The most of what appear to be 
bristles are only fibre and will break down in use. The 
bristles are set into a composition from which some 
tufts work loose. Water will weaken the brush. But 
this best brush has real bristles and they are double the 
length you see. The bristles are bent double to make a 
tuft and the loop is pushed into the hole drilled in the 
back. Then there are holes drilled lengthwise of the 
back. See the plugs in the end where the holes are 
plugged up? Into these lengthwise holes aluminum wires 
are shoved which go through the loops in the tufts of 
bristles and hold them securely. The only way for a 
bristle to get away is for it to break, and being genuine 
bristles, they wear out before they break. We call that 
a wire-drawn brush.” 

The clerk could go on and explain why imported 
brushes are better and which are the best bristles and 
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Advertising Turns the Wheels of Industry 


The Proof of the Pudding— 


To All Manufacturers 
Interested in the Mill Supply Field: 


R. R. Donnelley & Sons Co., compilers, printers and binders of high grade cata- 
logues, are beyond question the repository of as much definite knowledge 
regarding the stock needs, the sales methods and the personnel of the houses in 
the United States selling mill, mine, steam and general industrial supplies, 
machinery and tools, as can be packed into any one organization. 


The same is true of the firm's knowledge of the products of the thousands of 
manufacturers producing the lines mentioned. As a result, the company is a 


persistent advertiser in MILL SUPPLIES. 


Donnelley’s catalogue department recently had a message to carry to the exec- 
utives of these supply houses, and knowing definitely the thoroughness with 
which MILL SUPPLIES covers this field, and the fact that it is generally read by 
these executives, purchased the largest amount of advertising space in the 
March issue ever taken by a single customer for a single issue of MILL 


SUPPLIES. 


In the March issue R. R. Donnelley & Sons Co. used twelve half pages and two 
full pages, well illustrated to suit the advertiser's purposes, to carry this message. 


On the page opposite is a grouped reproduction of these fourteen advertise- 
ments. The publishers make the presentation with pride, because it is an ac- 
knowledgment and appreciation of the high standing of MILL SUPPLIES in 
its field by an advertiser who has complete knowledge of the field and the thor- 
oughness with which the publication functions in it. 


THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street Chicago Illinois 


cove 





When writing to Advertisers please mention Mitt Supp ties 








C NEP? TTR 
SUPP LCES 











Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 

Cold Drawn Rounds, Flats, Squares, Hexagons 

and Screw Stock 


Shipments from s 


tock made the same day. 


Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: 
HARVEY, ILLINOIS 


Chicago Phone: Pullman 6496 


Established 1891 





Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 
Phone: Monroe 5356 and 5357 





LEIMAN BROS. 
ROTARY 
POSITIVE 


AIR PUMPS FOR PRESSURE OR VACUUM 





for 
PAPER FEEDERS 
BOTTLE FILLERS 
GAS APPLIANCES 
SAND BLASTS 
FUEL OIL BURNERS 
TESTING FOR LEAKS 
AGITATING LIQUIDS 
BLOWING CHIPS and 
STAMPINGS from presses 
and tools 
BLOWING DUST out of 
machinery parts 
ATOMIZING 
VACUUM CLEANING 





Every factory needs an 
air pump so why not 
have a quiet one. It 
will cost no more yet 
will give you better 
satisfaction and more 
dollar value. 




















All sorts of buildings, factories, green- 
houses, hotels, office buildings, homes, 
etc., are rapidly discarding coal in favor 
of fuel oil. 


NO ASHES, DIRT, DUST, 
LABOR OR COAL STORAGE 
There are many points in favor of fuel 


oil burning. It's the coming fuel all 
over the world. 


THEY TAKE UP THEIR OWN WEAR 


NOISELESS 


USED BY 
STANDARD OIL 
FORD 
GENERAL ELECTRIC 



























LEIMAN BROS. 


OIL and AIR UNITS 


with self-lubricating oil device. Both 
coupled and belted units in large and 
small sizes. 





THE HEAVY, CHEAP GRADE 
FUEL OILS ARE MOST 
ABUNDANT AND CAN ONLY 
BE USED WITH A PUMP LIKE 
THIS 





These pump units are already being 
installed by manufacturers of the lead- 
ing oil burners because once installed 
they stay installed. They are as near 
self contained as it is possible to make 
them—small, compact, yet powerful, 
they transport the oil without fluctua- 
tion and atomize it under low pressure. 


WESTINGHOUSE 
FRANKLIN MOTORS 
EAGLE PENCIL 
VICTROLA 
DE FOREST RADIO 
EASTMAN KODAK 
COCA COLA 
CARTER’S INK 


And thousands more 





See the relative size of the 
piston compared to the 
cylinder, see the large air 
space. This means that a 
small pump will give a big 
air supply. This reduces 
the cost of the air. 


THE CURVED WINGS 
SCOOP UP THE AIR. 






















LEIMAN BROS. 
ROTARY 


GAS BOOSTER , 


will maintain gas pressure 
no matter how much is 
being used at the burner. 


FOR NATURAL 
or MANUFAC- 
TURED GAS 


These pumps are 
made in many 
sizes and may be 
used in any fac- 
tory where a 
steady, even 
gas pressure 
is essential. 


NOISELESS 


LEIMAN BROS., 60-H, Lispenard St., New York 


Makers of aan machinery for 35 years 
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why. He knows brushes. 
to learn some 
knowledge. 


It took him an hour or so 
time or other, and he clung to the 


I wonder if any mill supply salesman can profit by 
passing through such an experience in hair brush buy- 
ing, or a similar experience in buying some other store 
merchandise. Sometimes it takes a demonstration of 
how not to do it, on the part of some one else, to show 
us how to do it. 

I have not mentioned in either of the instances above 
the possibilities that lie in selling the buyer something 
more than just the material of which a certain product 
is made. A speaker on salesmanship was recently telling 
about buying golf clubs in a chain store, where the clerk 
could only say that the $8 clubs were better than the $4 
kind and that you could take his word for it. He could 
not show how or why they were better. But the manu- 
facturers, when asked, not only showed the difference 
in the hickory going into the clubs, but they told him 
that it was just those qualities that would give him the 
best score. And the speaker said, “That’s what I want, 
the best score. I don’t want a golf club. What I am 
buying is the lowest possible score to be had.” 

And so with the hair brush; the customer is buying 
a healthy scalp, a well groomed head of hair, convenience 
and agreeableness of use, perhaps even pride in the ap- 
pearance of toilet accessories. 

The purchaser of a portable forge is buying service 
for a shop or for a construction gang. He is interested 
in purchasing freedom from delays and interruptions 


due to forge failure or breakdown. He is buying prop- 


erly forged rivets, speedy forging and convenient forge 
transportation. Such are the things the salesman can 
sell to the buyer more easily than he can sell mechanical 
perfection or hundred per cent efficiency in the home 
factory. It is when you set out to sell a buyer those 
things he wants to buy that you begin to get his orders 
with a minimum of resistance. 


If catalogues are going to interest a buyer in a product 
more deeply than a salesman does, catalogues are going 
to pull orders right out from under the noses of sales- 
men. If the house that depends more upon its catalogues 
than upon a force of traveling men gets along as well 
as the house selling only through personal sales effort. 
that fact is going to become obvious, to the detriment 
of salesmen’s jobs. And there is danger that salesmen 
may get so far away from their merchandise and become 
so imbued with the sense of their own importance in 
the selling scheme that they forget to look into the minds 
of the buyers and read there what they think about 
salesmanship. 

Henry Ward Beecher is credited with the statement 
that a text is like a gate, and that some preachers only 
swing back and forth on it while others enter through it. 
Perhaps salesmanship also may be likened to a gate 
through which some men enter into the confidence and 
buying inclination of their prospects, while other men 
just swing back and forth on it and come to no objective. 

Salesmanship is an important thing, but salesmanship, 
for ultimate success, must not be considered as itself an 
objective or a goal, but only as the means of reaching 
the goal, which is sales. 





Salesmen’s Code of Ethics 


Adopted by Representatives of Leading lowa Plumbing Supply Houses 


An interesting code of ethics for salesmen was adopted 
at a gathering of representatives of thirteen Iowa 
plumbing supply houses at the Grant Club, Des Moines, 
Iowa, on February 28th. The distributors who were rep- 
resented at the meeting, which was the first of its kind 
ever held in the state, included the following, many of 
them prominent in the mill supply, as well as the plumb- 
ing supply field: Kretschmer Mfg. Co., Dubuque; 
Leighton Supply Company, Fort Dodge; Cedar Rapids 
Pump & Supply Company and the Chandler Pump Com- 
pany, both of Cedar Rapids; Globe Machinery & Supply 
Company, A. Y. McDonald Mfg. Co., L. H. Kurtz Com- 
pany and Crane Company, all of Des Moines; Wigman 
Company, Sioux City; N. O. Nelson Mfg. Co., Davenport; 
Fisher Supply Company, Marshalltown; and the Iowa 
salesmen of the Kellogg-Mackay Company, Chicago. The 
code of ethics adopted is as follows: 

1. We will maintain friendly relations with those of 
our industry, and we will practice clean and honorable 
competition. 

2. We will take no unfair advantage of our competitor, 
and make no disparaging remarks, either oral or written, 
or circulate harmful rumors, respecting his product, sell- 
ing price, business, financial or personal standing. 

3. We will not solicit the cancellation of, nor accept 
orders previously placed with competitors, and will con- 
sider an order, either oral or written, placed with a com- 
petitor, as a closed incident, not to be interfered with in 
any manner whatsoever. 


4. We will not render any false, padded or fictitious in- 


voices for materials or supplies sold, in compliance with 
request from any customer or any other person. 

5. We will not give any commission, money, reward, or 
other things of value, to any agent, employe or buyer of 
any customer, nor to the customer himself, or any officer 
of his company, for the purpose of influencing their buy- 
ing power. 

6. We will not make gifts at Christmas or any other 
time, to customers, other than calendars, trade souvenirs, 
greeting cards, etc. 

7. We will not permit customers to reverse telephone 
charges, as it is an abuse and imposition. 

8. We will treat all correspondence and other informa- 
tion relative to credits as confidential and inviolate, and 
especially will such information be kept from and in no 
manner imparted to the person to whom such informa- 
tion pertains. 

10. We will strive to increase the efficiency of the 
industry by the exchange of ideas and business methods; 
will make no misrepresentations, either oral or in writ- 
ing; will be mindful of the public welfare and participate 
in all movements in which our special training and expe- 
rience qualify us to act; will assist all properly con- 
stituted agencies in the work of quality building, simpli- 
fication and standardization of the products used in the 
industry, and in general practice the Golden Rule of do- 
ing unto others as we would be done by, ever remember- 
ing that— 

“A reputation for good judgment, fair dealing, 
truth and rectitude, is itself a fortune.” 





69 














ere 1S 


Super-§ tamina 


Genuine Williams’ Improved “Vulcans” are the only 
Pipe Tongs offering all the following advantages: 


Two Tools in One 

The double-ended jaws are re- 
versible when the teeth wear, 
assuring double life to the tool. 


Jaws Can’t Spread 4 
Two through studs fasten 
jaws to the handle. 
Proof-Tested Chains 

Each chain is individually 


proof-tested to 2/3 of its ; F 
breaking strain, assuring : 
pendable service. A ; 
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8 sizes for i% to y 
18 in. pipe Z 
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TRADE MARK 


a "VULCAN DROP-FORGED 
J. H. WILLIAMS & CO. CHAIN PIPE WRENCH 


“The Wrench People” 
New York BUFFALO Chicago 
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Organized Purchasing Department Essential 


Mill Supply Houses Should Pay More Attention to Securing Profits 


From Anticipating Market Conditions and Then Buying Accordingly 


WILLIAM T. JOHNSTON, JR. 
Secretary and Purchasing Agent, The Wm. T. Johnston Co., Cincinnati 


Ten or twenty years ago, the purchasing department, 
not only of a mill supply house but almost every other 
business, was looked upon as a necessary evil and ines- 
capable expense; in fact very few mill supply houses had 
a purchasing department. The general manager did the 
buying along with his executive duties, and then passed 
the detail work of this department along to his clerks. 

Insofar as knowing the exact turnover on different 
lines carried. and how much and when to buy, it was 
merely done by the rule of thumb, or in other words one 
man’s arbitrary judgment decided the purchases and the 
amount bought by the personality of the salesmen solicit- 
ing his business. 

Conditions have changed so much in late years that, 
in order to meet the keen competition of today, it is just 
as essential for a mill supply house to have a well organ- 
ized purchasing department as any other department. 
The head purchasing agent should be a person of the 
executive type. 

The prime requisites, which in my mind are indis- 
pensable to a successful purchasing agent, are many. 
The paramount one is a keen sense of human nature, and 
if this sense is not constantly developed, the purchasing 
department will not progress very rapidly. 

A purchasing agent should be a student of psychology, 
economics, accountancy, and should be a great reader. 
He should develop his analytical powers so as to become 
critical. By this I do not mean to dispute everything 
that is said and become hypercritical, thereby becoming 
arrogant, but should turn things over in his mind by 
saying to himself, “Is this true, if so, why?” He should 
not discharge any important matters from his mind unti! 
he has ferreted out to his complete satisfaction why this 
or that has been accepted as proved or disproved. 

The analytical type of mind should be sought to man- 
age this important department of a mill supply house. 

In order to illustrate just what is meant, say we tak? 
the purchasing of bolts by a mill supply house. Most of 
us agree that the percentage of profit made on bolts does 
not equal our overhead expense. Some purchasing agents 
analyze this situation as follows: The sale of bolts brings 
volume to the business, and thereby reduces the per- 
centage of overhead. The analytical purchasing agent 
reasons that if bolts do reduce the percentage of over- 
head, that is a natural consequence, but “it is up to me 
to make in some way the small sales profit so that each 
item we stock stands alone and shows a profit.” In order 
to make bolts show a profit, it will be necessary for the 
purchasing agent to make a purchase profit which will 
more than make up the difference between the overhead 
expense and sales profit. 

This can be done, and further it is being done by a 
number of mill supply purchasing agents. The most 
effective way is to have your stock well balanced at all 
times through the use of a perpetual inventory, the mini- 
mum and maximum requirements on each size as they 
have been determined by actual sales in past years. It is 
then merely a question of anticipating market conditions. 

Bolts are contracted for by the quarter. A purchasing 
agent generally knows at least three weeks before the 


end of a quarter what the prices will be for the next 
quarter. This, together with his other means of deter- 
mining market conditions, should enable him to predict 
with a reasonable degree of certainty what the future 
prices will be, and from this viewpoint he should regu- 
late his purchases accordingly. 

A purchasing agent should be careful in the terms he 
makes in buying goods. 


2 per cent 


Our terms to our customers are 
ten days prox, or thirty days net. Yet by 
discounting every invoice that should be discounted, and 
by securing special terms on large purchases, it is pos- 
sible to make a cash discount in four figures even after 
the sales discount has been deducted. 

The purchasing department does not in many instances 
secure the benefit of this cash discount profit, due to the 
fact that in closing the books it is practice to consider 
his earned discount as a financial earning. Most officers 
do not give the purchasing agent credit for this cash 
discount earning, but merely take it as a matter of fact, 
but in reality in some years it produces a dividend be- 
tween '% and 1 per cent after the sales discount has been 
deducted on the investment in the business. 

Although too lengthy a subject to discuss in an article 
of this kind, a perpetual inventory is very essential to a 
purchasing agent. If properly designed so that it is not 
cumbersome in detail work, it is of inestimable value to 
a purchasing agent. It enables him to balance the stock 
so as to secure the maximum turnover; in fact, it is the 
“safety valve” of the purchasing department. 

Being a member of the local Purchasing Agents Asso- 
ciation, affiliated with the National Association of Pur- 
chasing Agents, it is no mystery to me why in the last 
few vears the purchasing agent has come to be considered 
as an executive head of a department, equal in impor- 
tance to any other department in progressive business. 

If your purchasing agent is not a member of this 
association, I would personally recommend that he join 
at the earliest possible time. The greatest education for 
a purchasing agent is in an association of this kind, and 
no purchasing agent who attends these meetings, and is 
attentive to the business at hand, can help but secure 
very valuable information which will be of great assist- 
ance in executing the duties of his office. 

: a<aice 
Change in Patent Office 

By executive order of President Coolidge, the patent 
office has been transferred from the jurisdiction of the 
department of interior to that of the commerce depart- 
ment, the transfer marking the first step in the reorgan- 
ization of the government departments. Secretary of 
Commerce Hoover, following the change, stated that he 
intends to undertake a vigorous campaign for the re- 
moval of the present injustices toward American paten- 
tees and manufacturers under the present patent laws in 
other countries. If the coming international convention 
at The Hague on October 8, 1925, fails to secure primary 
justice for American patentees, Secretary Hoover intends 
to ask for a complete revision of the patent laws of the 
United States. 
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ANDERSON 


Steam Specialties 


Model ‘‘D’’ Steam Trap 
A trap of the highest effi- 
ciency. Can be used on 
steam pressures varying 
from 250 lbs. to gravity by 
simply changing valve and 
seat. Fitted with removable 
strainer and 


EAM TRAPS 


gauge glass. 


Boxed for shipment 





Model “‘F’’ Steam Trap 


For low pressures. A mod- 
erate priced trap for hot 
blast coils and other heat- 


ing apparatus. Unusual 
quality and large capacity. 
Furnished without water 


gauge unless ordered 





‘Junior’? Steam Trap 


Our newest trap. A prac 
tical trap with limited ca- 
pacity at a low price. Suit 
able for sterilizers, paper 
dryers, radiators, etc. Works 
at all pressures from 150 
Ibs. down 





‘“*Anderson” Air Trap 


Removes accumulated = air 
from water under pressure. 
For street mains, mains and 
pipes in large buildings, 
heating systems and closed- 
water receivers. Simple and 
automatic. Works at pres- 
sures from 0 to 150 Ibs. 





Mr. 


Dealer 


Let us complete your file by sending you a copy of the 
Anderson Steam Specialty Catalogue as well as other infor- 
mation in regard to our line. 


This will enable you to quote immediately on receipt ¢ 


inquiries and thus assure you of the orders 


Try us for sefvice. 


The V. D. Anderson Company 


1935 West 96th Street 
Cleveland, Ohio 
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Present-Day Fuel 


The Turner No. 45 
gives 400 degrees more 
heat on the present-day 
low grade gasoline and 
kerosene. A Superheat- 
ing Burner Baffle and 
heater plug is the reaason— 
Turner Patent. You'll 
have no trouble from en- 

No. 45. | GASOLINE 
larged orifice, so common 1 Quart 
with ordinary torches, because the Turner has 
Twin Needle control. It can’t explode—the 
Automatic Safety Valve prevents excessive 
pressure—Turner Patent. Then there's the 
Leakproof, Seamless Brass Tank with the only 
opening above fuel line—Turner Patent—the 
Pistol-Grip Handle that fits any size hand, and 
other Turner exclusive features. 
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The Coming Conflict Among Export Nations 


Calm View on the Present International Trade Situation, With 
Some Observations on the Position of Our Country as Exporter 


JULIUS KLEIN 


Director, U. S. Bureau of Foreign and Domestic Commerce 


The gratifying increase in our export trade in 1924 
over 1923, which showed a gain of some $430,000,000, 
or over 10 per cent, and the continued satisfactory gains 
in the opening months of 1925, have been offset to a 
certain extent by increasing doubts as to the dangers of 
competition from our European rivals in the leading 
overseas markets. There can’ be no question that the 
outstanding feature of the present international trade 
situation is this problem of the coming conflict among 
the great export nations. It is well at the outset to 
recognize frankly the intensity of this rivalry and the 
probable dangers which it involves to 


certain of 
leading lines and trade positions. 


our 

There has, however, been so much misinformation cir- 
culated on the subject, bordering in some cases on near 
panic and hysteria, inspired in our midst in a few out- 
standing instances by our competitors themselves, that 
it is high time for a calm, dispassionate view of the 
actual facts as to where we can stand competitively. 

There are two preliminary observations which might 
be borne in mind, possibly by way of conclusion for 
those who are inclined to be more panic stricken. First 
of all, a casual summary of recent German and British 
trade papers and trade association reports reveals any 
number of indications of precisely comparable fear on 
the part of our European rivals as to their prospects 
in the face of increasing American competitive effort. 
There is on every hand an evident searching for some 
plausible explanation of the persistence of American 
foreign trade success in spite of the six years in which 
Europe has had the opportunity to regain its overseas 
markets. 

Secondly, it is well to remember that this is by no 
means the first instance of vigorous competition over- 
seas; the period immediately before the war was marked 
by an equally intense export effort, and the outstanding 
conclusion to be derived, especially during the years 1910- 
13, should unmistakably be encouraging to the Amer- 
ican foreign trade community. We are not only holding 
our own, but in such highly competitive areas as the 
A. B. C. countries of South America we were rapidly 
overtaking our two rivals. 

The fundamental question which lies at the bottom of 
any accurate appraisal of the present competitive situa- 
tion, is not so much the problem of the relative strength 
of the leading participants in the contest, as it is in 
probable expansion of the purchasing power of the more 
highly competitive markets. If we examine carefully 
the more alarming prophesies as to the dangers to our 
export trade from intensified European competition, we 
find that they proceed in almost every case from the 
assumption that the trade of the competitive areas has 
already reached a point of nearly complete saturation, 
and that the issue is simply one of the relative strength 
of the three leading contestants as to which will gain 
a predominant position. This totally erroneous deduc- 
tion presumes a rigidity of the standards of living in 
these economically “new” lands overseas, which is so 
profoundly at variance with the actual conditions as to 
be almost absurd. If any one outstanding economic 
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social phenomenon has been demonstrated with irrefuta- 
ble conviction throughout the world since 1918, it has 
been the truly astounding capacity of the human animal 
not only for recovery from the profoundest shocks, but 
for improvement and aspirations toward higher levels 
of comfort and well-being entirely beyond any expecta- 
tions of a decade or two ago. 

It is well to remind those who fear that the import 
capacity of these competitive markets is rigid and 
strictly limited that the total import purchases of Latin 
America, Asia, Oceania and Africa were well over 
$6,000,000,000 last year, which was more than double 
the annual average of 1910-13. By way of explanation 
of this expansion of the purchasing power of these mar- 
kets, which continues to move ahead at accelerated speed, 
it is only necessary to cite one such element as the treb- 
ling during the past decade of American industrial and 
commercial investments (exclusive of government bonds) 
throughout Latin America, where we now have well over 
$3,000,000,000 engaged in reproductive enterprises, as 
against a little over $1,000,000,000 in 1913. This repre- 
sents not simply a replacement of eliminated European 
investment, but in numerous cases a direct contribution 
toward the development of hitherto untouched sources 
of wealth and well-being, which has reacted profoundly 
upon the standard of living upon the general social and 
economic outlook for great masses of population, 
consequently upon their imports. 

The significant features from our point of view of this 
stimulated and greatly expanded purchasing power in the 
competitive territories, is the fact that its requirements 
are in a large measure for those newer products of in- 
dustrial ingenuity which have been the peculiar forte of 
American manufacturers — moderately-priced automo- 
biles, motion picture films, labor saving machinery, ready 
made clothing, electrical specialties, office equipment, and 
other such products. 

If we examine the actual figures of the relative status 
of the three leading trade rivals in representative com- 
petitive markets, the situation is far from discouraging 
for our exporters. Taking the three most important South 
American countries, we note that in 1913 the United 
Kingdom easily led with a contribution of 29.7 per cent 
of their imports. Germany came second with 19.7 per 
cent; and the United States was third with 13.5 per cent, 
although gaining rapidly on each of the others. By 1923, 
however, the situation was entirely changed, the United 
States and the United Kingdom being practically even 
with 24 per cent each, with perhaps a slight advantage 
in favor of the latter because of the heavy British inter- 
ests in the Argentine; Germany has fallen far behind 
with about 13 per cent as her share. In other words, 
so far as the leading South American markets were con- 
cerned, the Uni’ States had nearly doubled her rela- 
tive strength. 

In the three 'eading Fai stern 
transformation had taken pla In Japan our share of 
the imports rose from 16 per in 1913 to 26 per cent 
in 1924; whereas those from Great Britain fell from 16 
per cent to 12 per cent, and Germany’s declined from 9 
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per cent to 6 per cent. In China the American gain 
was even more impressive during the same period, rising 
from 6 to 16 per cent, whereas Britain’s share fell from 
16 per cent to 13 per cent and Germany’s from 5 per 
cent to 3 per cent. Even in India, a supposedly im- 
pregnable stronghold of British trade, though still domi- 
nated by her merchants, the American portion of im- 
ports, though small, is growing, having risen from about 
215 per cent to nearly 6 per cent. These specific examples 
might illustrate the fact that American mer- 
chants and manufacturers have by no means been driven 
from the field. 

A further fear has often been expressed that the ex- 
pansion of native manufacturing industries in these 
countries might thereby curtail the imports of manufac- 
turers not only from the United States but Europe as 
well. While there can be no doubt that in many in- 
stances, as for example, in the textile trade of the Far 
East, native industries might replace imports, it should 
be carefully borne in mind that any such local industrial 
development will not only stimulate the importation of 
machinery and supplies, but will directly improve the 
purchasing power of the native populations, and thereby 
encourage the importation of a higher class of foreign 
wares—a development which will carry peculiar signifi- 
cance for the quality manufactures of the United States. 

One of the most significant and promising phases of 
our relationship with these economically “new” countries 
is the amazing growth of our purchases of raw material 
from them, which increased from an annual average of 
$734,000,000 during the five prewar vears to nearly treble 
that figure, or $2,112,000,000 in 1924. The establish- 
ment of such formidable credits in this country by raw 
material producers in Asia, Latin America, Africa and 
Oceania is bound to have a profound effect upon the pros- 
pects of our sales to them. We are now buying about 
seven times as much crude rubber as we did before the 
war, and some two or three times as much silk, vegetable 
oil, cacao, sugar, and many other overseas raw materials. 

The steadily advancing prosperity and growth of pro- 
ductive capacity within the United States is one of the 
best indices of our competitive powers in international 
commerce. We hear much of mass production and of 
its vast powers in determining competitive ability, but 
we do not always realize the tremendous advantage which 
the United States actually has in this particular connec- 
tion. Our manufactures were valued at about $25,000,- 
000,000 in 1914; their value in the recent census of 1923 
was indicated at approximately $60,000,000,000—a most 
impressive increase even after allowance is made for 
liberal price changes during the decade. In pig iron, for 
example, the gross tonnage produced by the United States 
in 1913 was 30,600,000, which was practically the same 
as the combined output of the United Kingdom and Ger- 
many, namely, 29,300,000 tons. By 1924 this predomi- 
nance had been almost doubled, that is to say, the Amer- 
ican output was 31,000,000 tons, whereas the combined 
British and German output was only 15,600,000 tons. A 
similar situation prevailed in ingot steel, in which the 
American production in 1913 was some 31,300,000, 
whereas the British and German combined total was 
slightly in excess of 26,000,000 tons. By 1924, however, 
the American production had risen to 37,800,000 tons, 
whereas the production of our two European rivals was 
slightly under 17,000,000 tons. 

Fundamentally, the issue between the American ex- 
porter and his rival would seem to be one strictly of 
whether quality or cut prices should prevail. As between 
the two there is to be no question as to the ultimate deci- 
sion of the American merchant or manufacturer. A 
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strict adherence to those high standards which have long 
given American wares thier standing in overseas mar- 
kets would seem to be the best, and in fact, the only 
foundation for a lasting edifice in our foreign trade. It 
is quite probable that this may mean a loss in certain 
lines and trade centers, but there is some comfort in 
noting that European price-cutting seems to be decidedly 
on the wane for several strong reasons. 

First of all, the righ rates of interest now being re- 
quired by all lenders of capital—whether native or Amer- 
ican—to European enterprises will present an increas- 
ingly serious problem for the European manufacturer. 
Secondly, he faces the inevitable accumulation of heavy 
tax rates from which relief might not be available for 
years. Thirdly, there is every indication of a steady 
upward climb of wage rates, which in Germany, for 
example, are still 25 per cent below prewar purchasing 
power. Fourthly, with recovering exchange rates as a 
result of stabilized currencies, one of the monetary ad- 
vantages enjoyed by our competitors after the war has 
been wiped out. 

There can be no doubt that the recovering European 
industries are in need of capital, but it can be frankly 
questioned how much of the amounts sought are desired 
for legitimate purposes and how much as a means of 
satisfying the for exceedingly long credit 
terms to their customers, which was so conspicuous a 
feature of prewar continental, and particularly German, 
exporting. One of the grim truths which our German 
competitors ought to have learned as a result of their 
experiences in 1912-13 was the extremely unstable posi- 
tion which inevitably results from over-extensions of 
credit. The first tremor of international difficulties in 
the Balkans and in Tripoli at that time was enough to 
send a quaver through many German overseas opera- 
tions because of the precarious inflated credits upon 
which they were based. It might well behoove those who 
are responsible for the supply of capital to the revival of 
continental industry to scrutinize closely the precise 
character and stability of the overseas operations made 
possible by such extensions of capital. 

Long term credits have a well recognized place in all 
business, whether export or domestic. The difficulty lies 
in their proper administration; and in this field, it might 
be well to dispose of the absurd fiction that American 
firms are amateurs in the matter of proper credit ex- 
tension. For nearly two decades all sober-minded and 
well-informed European exporters have admitted the 
superiority of long-time credit systems of such well- 
known American lines as agricultural implements, sew- 
ing machines and other products. If Germany proposed 
to resort to such dangerous short-cuts to temporary ex- 
port inflation as excessive credits on prolonged price 
reduction, she will be building a house of cards which 
will collapse at the first flutter of international uncer- 
tainties. 

Let us leave the extraordinary risks of price- 
gambling to our competitors, and adhere to those sound 
principles which have always been the basis of suc- 
cessful merchandising at home and abroad—good quality, 
just terms, implicit compliance with commitments on 
delivery, and development of the best production tech- 
nique. 
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Joint Hardware Convention 
The American Hardware Manufacturers Association, 
of which F. D. Mitchell is secretary-treasurer, will hold 
a joint convention with the Southern Hardware Jobbers 
Association at Dallas, Texas, on April 21, 22, 23 and 24, 
with headquarters at the Hotel Adolphus. 
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| Are You the Man? 
Are you interested in a sure shot 
100° cooperative proposition? 
We want a live representative Job- 
’ ber or Mill Supply House to handle 
T e E. N T if Lay brooms in your territory. 
It costs only 2c to learn all the de- 
An Essential Quality in Gauge Glasses tails. 
} . “ 
j If you were asked to state the essential difference be- Do you want full information about 
; tween an ordinary glass tube and a gauge glass, you nw 5 
| would undoubtedly answer “‘strength."’ Other differ- this? 
ences are secondary but strength is absolutely essen- 
tial. 
For 40 years the name MONCRIEFF has stood for 
gauge glasses that can be depended upon for high Does Lay Want You? 
pressures and shifting temperatures. Two brands 
were developed to meet low and high pressure re- 
quirements—Perth Brand for pressures to 200 lbs. 
and Unific Brand for pressures to 400 Ibs. 
We are particularly well fitted to meet supply house 
requirements. Our stocks are continually replenished THE JOSEPH Ay co. 
by shipments direct from the Moncrieff plant in 
Scotland. and your orders can be filled promptly. 120 Third Street 
Ask for prices and distributors’ discounts. 2 : 
Ridgeville, Ind. 
H. A. ROGERS CO. 
Sales Agents for the United States 
87 Walker St. New York New York Office 
110 West 34th Street 
|| GOIBERGD 2 
Scotch Gauge Glasses | =a 
Made by JOHN MONCRTERE — 
“ 9 
Seamless Copper Ball THOMPSON'S 
- HACK SAW BLADES 
Special Float 
p @ mitrorD 7 
MILFORD Brand—All hard tungsten steel for cut- 
ting solids such as tool steel, rails, etc. 
\ E ne 
THE WAVY SET BLADE 
: MIL FLEX Brand—The Wavy set blade Soft-back 
B-262 B-270 B-266 ‘ = - = 
Perr St Gelamn Gatnrae tungsten steel practically unbreakable, for cutting 
Float Type Type pipe, BX, Sheets, Conduit, etc. 
B-262 Standard Copper Ball Floats for 
open tank, 25, 50, 100 and 150 pounds 
working pressure, are carried in_ stock 
' c . . . . . 
ready for immediate shipment, in sizes 
| : ‘ ° ¥ 
ranging from 4 in. to 12 in. diameter. Spe- THOMPSON’S Flexible Back Band Saws for cut- 
cial floats are made to order. ting Metals. 
¢ ° ° ¥ ° The ahove constitutes oc ine line o hich energeti distribu- 
{sk for price list and discount. tors ae pi ee hes tale, Write pos see earl poses 
sition. 
ARTHUR HARRIS & CO. Meneaear 
210-218 N. Curtis St. Chicago, IIl. The H. G. Thompson & Son Company 
Brass Founders, Finishers, and Coppersmiths Since 1884 New Haven, Conn. 
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Chancellor’s Progress From Plow to Shovel 


Autobiography of a Sales Manager, Who Began Life as a Farm-Boy, 
Then Became a Hardware Salesman, and Now Makes Shovels a Business 


Charles B. Chancellor, formerly sales manager of the 
Baldwin Tool Works, Parkersburg, W. Va., member of 
the executive committee of the American Supply and 
Machinery Manufacturers’ Association, and long a 
familiar figure in the mill supply and hardware fields, 
recently was appointed sales manager of the Union 
Furnace Manufacturing Company, Inc., Altoona, Pa. 
Following his appointment, MILL SUPPLIES wrote to Mr. 
Chancellor, asking for a few particulars about himself 
and his business career. In reply, he sent the following 





CHARLES B. CHANCELLOR 


autobiography, which attests his literary ability as well 
as his salesmanship: 

“Having no choice in my debut into this screaming 
sun-lit world, I was born on a farm at Vienna, W. Va., 
in Central Ohio Valley, and I liked it. I still do. 

“T served an apprenticeship on the farm as befits a 
farm-born boy, working early and late when I couldn’t 
get out of it, which I did at times, yet I must say that 
I was wonderfully supervised by a good and watchful 
father. In fact he was better to me than some fathers 
are to boys. As evidence, he awakened me in the night 
to feed me and gave me a nice light to work by—I like 
that part of it better now as I look back than I did then, 
although I recall at the time I was very sleepy most of 
the time. I did not suffer pain—that is not much pain— 
for it was seldom I was entirely out from under the 
anesthetic. 

““After much farm work and some schooling, I had my 
first selling experience with Ott-Heiskell Hardware 
Company, of Wheeling, W. Va. They struggled along 
six years with me; they have done better since I left 
them. Afterwards I joined the Simmons Hardware 
forces of St. Louis, traveling in West Virginia, Southern 
Ohio and Kentucky. They only had one house then; after 
I left them they were able to own five or six large houses. 

“Saunders Norvell, probably the greatest sales man- 

ager this country ever produced, was my boss while I 


was with Simmons. Then he was only a sales manager 
and vice president. After he left me he acquired and 
became president of one of the most progressive hard- 
ware houses in this country—Norvell-Shapleigh Hard- 
ware Company, of St. Louis. I have not worked for him 
since and he has done well. While he was with the 
Norvell-Shapleigh Hardware Company, he presidented 
and sales managed, and edited on his kitchen table at 
night, a house organ called “Ihe Gimlet.’ He was, how- 
ever, a little shy of its responsibility so he laid it on to 
Mike Kinney, his teamster. Mike needed a hauling and 
did not kick. 

“T say this boastingly—I gathered more from Mr. 
Norvell about selling while he was with me than I ever 
had before; in fact I think I drew heavily on his 
strength and patience but I didn’t know better then, 
having been reared in the country. 

“Later I went into business for myself at Parkersburg, 
W. Va., under the nom de plume, Chancellor Hardware 


Company. This firm still survives—at least the name 
does. 
“T played a year buying and selling orchards. Some 


of these orchards still produce paying crops. At the end 
of my horticultural year, Frank M. Baldwin, then presi- 
dent of the Baldwin Tool Works, not knowing me very 
well, nor I him, persuaded me to join his firm as sales 
manager with only one salesman to manage, and that 
one—yours truly. I am sure I could not have managed 
two of the same kind successfully. It is said that wise 
men know their limitations. This, however, is the only 
mark of wisdom I recall in my past except when I selected 
my life partner; that is not for here. 

“T resigned from the Baldwin Tool Works the first of 
last July. They let me leave right in mid-summer when 
it was hot, so I played six months, and it seems to me | 
did this better than I had ever done anything before. 
I was mighty happy and glad; I still feel good. It is 
great fun to stand on the side lines and play while look- 
ing on. I recommend this to my friends, and I haven’t 
an enemy whom I would begrudge a six months’ vacation 
or longer. Before my six months’ vacation was up along 
came W. H. Stevens, president, and H. H. Webb, secre- 
tary, of the Union Furnace Manufacturing Company, 
Inc. (soon to be known as the Union Shovel Works), 
Altoona, Pa. I persuaded them to give me a job. [| 
consider this the best sale I ever made, for they are both 
college graduates, Steve, of Cornell, mechanical engineer 
and a wealth of training by the Pennsylvania Railroad; 
‘Webb,’ of Virginia, Washington, D. C., and the world. 

“A little later I am going to tell the world of our line 
in this periodical so if you watch MILL SUPPLIES, you will 
know more about our line and a lot of other things, than 
I can tell you here. 

“Thank you much for listening in.”’ 
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Who Are the Manufacturers? 

A Minnesota jobber desires to locate the manufactur- 
ers of the “Mogul” and the “Haas” lawn hydrants. If 
any reader knows the names of the makers of these 
products, they will confer a great favor by sending the 
information to MILL SUPPLIES, and it will then be for- 
warded to the jobber. 
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Poole gears are made so accurate in pitch that 
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Link Belt Company Announces Important Plan | 


Is Now Prepared to Offer Silent Chain Drives as a Stock Proposition 
For Distribution Through Supply Houses Throughout the United States 


Link-Belt Company, Chicago, has just announced that 
after 10 years’ work in study and research on the prob- 
lem of manufacturing silent chain drives for stock, it has 
placed in operation a new plan by which a complete 
line of these important power transmission devices will 
be carried in distributors’ warehouses ready for imme- 





LINK EELT SILENT CHAIN DRIVE 


diate service to industry. This is considered one of the 
most important steps forward in the power transmission 
field since the introduction of the chain drive. 

Heretofore, because of the innumerable combinations 
of sprocket wheel sizes and the variation in bores and 
keyseats, and because the sale of chain drives was to a 
considerable extent an engineering proposition, these 
silent chain drives have been made to order. The Link- 
Belt Company, after convincing itself that it had arrived 
at a point in its manufacturing operations where it 
could begin to make the drives for stock, began by in- 
stalling small stocks in its own plant. That was about 
a year ago. At first the company carried only a small 
stock, but as time went on and the experiments proved 
highly successful, the company decided to broaden the 
plan and to merchandise it. 

Then, the company began to secure selected distribut- 
ors in many territories, and in the past few months has 
made arrangements with many mill supply houses to 
carry complete stocks. These distributors have been so 
successful in their sales efforts with the new line that 
now the company has decided to secure other distributors 
in open territories: 

There has always been a certain amount of mystery 
about chain drives which has made them a difficult prop- 
osition for dealer distribution. Under the new Link- 
Belt plan, the engineering is already done in the manu- 
facture of the product, and it is now practicable for a 
supply house to stock drivers from 1% to 10 horsepower, 
and in any reduction from one to one up to seven to one. 

Under the new plan, the company will manufacture 
the drives and will maintain its major stocks at its 
Indianapolis and Philadelphia factories. The Link-Belt 
Company has been selling silent chain drives since 1902. 

The silent chain is made up of a series of leaves or 
plates, the joints of which consist of segmental case- 
hardened liners or bushings, and case-hardened steel- 


pins. In the heads of the links are broached holes of a 
form which provide a lock grip for their own bush- 
ings, and a clearance space for the bushings of the ad- 
jacent pitches. The segmental liners or bushings are re- 
movable and extend across the entire width of the chain, 
doubling the bearing surface and reducing by one-half 
the bearing pressure per square inch of joint surface. 
The bushings, which are case-hardened, bear upon case- 
hardened pins, which rotate with reference to the bush- 
ings. 

The engineering data on the drives have been reduced 
to a series of very simple tables by which it will be 
possible for a distributor, or his salesmen, to tell at a 
glance the size and length of chain to be recommended 
to his customer and at the same instant to be able to 
advise as to the cost of the equipment. 

Ralph S. Dyson, special engineer for the silent chain 
division of the Link-Belt Company, who has been in 
charge of the work of developing this new distribution 
plan, during a visit to the Chicago offices of the company 
two weeks ago, explained the general features of the 
plan. He said that formerly when a manufacturer de- 





SECTIONAL VIEW OF LINK BELT 


cided to install a new machine, or to move one into some 
new location in the plant, very often the installation of 
a chain drive was the logical one, but when the manu- 
facturer discovered that it might take two weeks or 
more to secure such a drive, he decided to use some other 
transmitting medium. Now such a manufacturer can 
send to his supply house and secure the proper chain 
drive within a few hours. 
a eee 
Make Correction in Listing 

An unfortunate error in a listing of a well-known mill 
supply manufacturer’s product in the 1925 MILL SUPPLY 
3UYER’S GUIDE has been reported. The Richmond Belt 
Dressing Manufacturing Co., Richmond, Va., is the 
manufacturer of “Wizard” belt dressing. By mistake 
Smith-Courtney Company, Richmond, Va., was credited 
with being the manufacturer. Alvin M. Smith, president 
of the Smith-Courtney Company, furnishes an explana- 
tion for the appearance of his company’s name as the 
manufacturer. He said that when his company was dis- 
tributing the line exclusively, under the name of 
“Powhatan,” the Smith-Courtney Company was classed 
as the manufacturer because it took the entire output. 
When this arrangement was terminated and the Rich- 
mond Belt Dressing Company sold the dressing under the 
name “Wizard,” the Smith-Courtney Company imme- 
diately released the manufacturer from any obligations 
to it in sales to other jobbers. 
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@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them— phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 

1 MR. SUPPLY I EALE R—We have been engaged in the 

Pulley business for 4° years, and we know a great deal more 
about making good pulleys than many other concerns. 
{ OUR POLICY in 1g Wood Split Pulleys is: Cheap- 
ness ts suicidal; pro must be the best in their class. We 
wouldn’t think of running the ot nteee risk of impairing the 
value of our most valued assct—our Good Will 


Get the “MEDART” WOOD SPLIT PULLEY fre stock! 














ey " r> (\RAT AATY 
i rit AR COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
fice and Warehouse, CINCINNATI 





Offices 
CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 
ng. Couplings, Collars, Hangers, Sekai ed gc Supports, 
steel Rim Pulle Gearing, Sprock- 
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Sheaves, Rope Drives, Belt iahieiece: etc. 





















Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
imples 


and 


tronges 
HANGER EVER MADE 


@ Note the ball and socket 
joint. 

@ Hanger can swing in any 
direction. 


@ Not necessary to remove 
hanger to raise or lower 


pipe. 


Write for 
‘*Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 
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Recent photograph of 73 of 3 . double and 78 ft. of 30-in. 
» driving the refrig erator plant of Messrs. Courage and Co., 
Anchor Brewery, London Each belt to transmit 215 h.p. 
running on a 2-ft. dia. motor pulley driving a 14-ft. compressor 
pulley. 





These belts replaced high grade belting which had 
lasted only 8 months whereas the 
STANLEY Double was supplied on 

October 25th, 1916, and the Triple 

on February 21st, 1917. 
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STANLEY BELTING CORP. 
15 North Jefferson St., CHICAGO 
20 Broadway, NEW YORK CITY 
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Moore & White 
Friction Clutches 


40 Years on the Market 


Over 200,000 in Operation 


New 


“1925” 
Catalog 


Free on 
Request 


Ask for 
Catalog “C” 





The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 
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Seek More Suggestions for Eliminating Waste 


Division of Simplified Practice of the Department of Commerce Wants 
To Know About Any Mill Supply Lines in Which Excess Variety Exists 


In connection with the issuance of a 56-page book 
covering the results achieved by the builders’ hardware 
industry in eliminating unnecessary sizes and styles, 
R. M. Hudson, chief of the division of simplified practice 
of the United States Department of Commerce, has 
directed another appeal to the mill supply field to suggest 
ways in which simplification can be applied in the in- 
terest of further elimination of waste. Mr. Hudson’s 
letter to MILL SUPPLIES follows: 

“Enclosed you will find a copy of the ‘Elimination of 
Waste’ series booklet on the reduction of excess variety 
in builders’ hardware. This simplified practice recom- 
mendation was adopted by manufacturers, distributors 
and consumer representatives some months ago for their 
mutual benefit. 

“There is a threefold purpose in our sending you this 
booklet. 

“First, it may serve as information 
members and reference library. 

“Second, we hope it may assist your advertising and 
promotion departments in placing before the manufac- 
turers and distributors the advantage of telling the 
world, through your readers, that they have taken this 
step to eliminate waste. 

“Some few of the companies which have joined in 
simplified practice movements have undertaken to include 
in their advertising a statement of their participation. 
Others have based whole advertisements on the fact that 
they are seeking the economies which reduction of excess 
variety brings. Some of these advantages, as you know, 
are: increased production, decreased investments by 
reason of smaller stocks of raw and finished material, 
lowered selling costs, better service to the distributor and 
consumer, avoidance of misunderstandings, and more 
stable employment for their employees. 

“Third, we are confident that an examination of this 
booklet will suggest to you some further simplifications, 
which in your opinion will be of value to the industry 
your publication serves. 

“May we have such suggestions? 


to your staff 


Trade and technical 
publications are giving us wonderful support in this 
movement; and we believe you and your fellow editors, 
who know your industries inside and out, are real mis- 
sionaries for any elimination of waste which will make 
those industries more efficient.” 

Mill supply distributors are requested to look over 
their sales and stock records with a view to determining 
whether there are any lines which should be simplified. 
The advantages which come from such reduction of sizes 
and styles are many, including a decrease of stocks and 
selling expenses, and an increase of turnover and profit, 
all of which are highly desirable in the mill supply field. 

For the benefit of those in the mill supply field who do 
not yet understand clearly just how to go about initiating 
a program of simplification, MILL SUPPLIES is glad to ex- 
plain that any group in any branch—production, distri- 
bution or use—can secure the services of the division of 
simplified practice upon request. 

Frequently a manufacturer, or group of manufactur- 
ers, would like to eliminate excess varieties, but feels 
that the producers cannot properly approach either the 
distributors or the users of these articles with such a 
proposal. In other lines, it is the distributors who would 
like to bring about reduction of variety if they could get 


the manufacturers and users to agree, while in still 
others, it is the user who would most appreciate fewer 
kinds. 

The services which the division of simplified practice 
offer are: 

1. Talks to trade associations, or other organizations 
interested, showing the results achieved in similar fields 
through reduction of variety. These talks are illustrated 
by lantern slides similar to those used at the last mill 
supply convention. 

2. Authorization of a trade association secretary, or 
other competent man chosen by the industry concerned, 
to act as Secretary Hoover’s representative in making a 
preliminary survey, which shall summarize the facts of 
present practice. 

3. Arrangement of general conference of the Depart- 
ment of Commerce in Washington, or at some other 
central point, to which all producers, distributors, users 
and general interests are invited for discussion of the 
report based on the survey, and for recommendations of 
simplifications. 

4. Publication of the recommendations of the general 
conference backed by the moral prestige of the depart- 
ment, giving full credit to all the representatives at the 
conference. 

5. Request to each individual producer and distributor 
for formal acceptance of the recommendation as _ his 
standard of practice. 

6. Follow-up request, after reasonable interval, for a 
statement from each organization accepting, showing 
percentage of production or consumption which conforms 
to the recommendation, and also the reasons for any 
departure from the agreed provisions. 

7. The arrangement of revising conferences at periods 
agreed upon by the industry. 

Some 70 groups are already using this service in work- 
ing out definite simplification recommendations, and each 
week new projects are added. In some lines, the confer- 
ences may decide that to obtain the full benefit of 
simplification, standard specifications or other standards 
of practice must be developed. If the industry does not 
have proper laboratory facilities or engineering talent 
within its organization, the division can arrange for the 
services of the national Bureau of Standards, in research, 
and those of the American Engineering Standards 
Committee, in development of technical standards. In 
such instances, the bureau or the standards committee 
will proceed under the direction of a committee of the 
conference, and will report back to a subsequent confer- 
ence. The adoption of the simplification or other 
standard by this second conference must precede its sup- 
port by the Department of Commerce. 


et 


Now Peerless-Utah Company 

The Peerless-Utah Company has been organized in Salt 
Lake City, Utah, to take over the business of the former 
Jos. Nelson Supply Company, having purchased the lat- 
ter company from the receivers. The officers of the new 
company are: President, M. D. Helfrich; secretary, H. 
F. Weaver; vice-president, M. M. Hedges; manager, 
Charles Livingston. The company is a jobber of plumb- 
ing and heating supplies. 

















There Are Two Ways to Sell 


ATLAS Car Movers— 


One is to put a few in stock and sell them now 
and then as customers require them. 


The other way, and the right way, is to 
ask each customer if he has one, and 
if he has not, to sell him one or more. 

We explained this to a Michigan 
jobber and his salesmen. The men 
found it so easy to sell them that 
they sold as many in the next 
three months as they had sold 
in the previous 18 months. 


















Our 1925 

sales slogan 
is, “In every 
plant an Atlas 
Car Mover.’ You 
would be surprised 
to know how many 
plants do not have even 
one car mover. If you 
are interested in a profit- 
able and easy selling article, 
with real cooperation from 
the manufacturer, write us. 
We want all jobbers who take 
an interest in the lines they sell. 


Appleton Car Mover Co. 


P. O. Box 42 


The ATLAS motion 
is Pushing— 
NOT Lifting 


Appleton Wisconsin 















Tribloc Chain Hoists 
equipped with our 


Cyeapour’ Shackle 












This improvement ends the possibility 
of poor welds when renewing the load 
chains in Ford Triblocs. 


Any handy man can take out the old 
chain and replace it with a new one in 
a tew minutes 


The Tribloc Hoist has spur gears; pro- 
vides the highest efficiency, which is 
80%. Made of malleable iron and 
drop forged steel parts throughout. 





Send for Catalog 6-B and discounts. 


FORD CHAIN BLOCK COMPANY 
2nd and Diamond Sts Philadelphia, Pa. 














It pays to sell 
a full line 


For practically every 
requirement, there’s a 
genuine Jenkins Valve 
you can recommend to 
your customers with 
absolute confidence. 


The wide scope of the 
Jenkins line is promi- 
nently featured in the 
Jenkins advertising. 
By illustration and 
by description, it is 
brought to the atten- 
tion of your customers 
month after month and 
week after week in the 
business papers they 
read. While particular 
attention may be paid 
to a special valve for 
a special service, read- 
ers are constantly re- 
minded that there are 
Jenkins Valves’ for 
practically every use 
in their plant. 





It pays to sell a full 
line and to take advan- 
tage of Jenkins’ wide- 
spread publicity. Jen- 
kins advertising aims 
to help sell more Jen- 
kins Valves of ail 


types. 


JENKINS BROS. 


20 White St., New York, N. Y 
524 Atlantic 1ive., Boston, Mass 
133. N. 7th St., Philadelphia, Pa 
616 Washington Blrd., 
Chicago, Il 
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Montreal, Can. London, Eng. 
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What the Dawes Plan Means to Business Men | 


Its Purpose, Significance and Effect on World Peace, as Viewed by 


One Who Has Made a Thorough Study of It From a Business Viewpoint 


PHILIP C. GUNION 
Advertising Manager, Hyait Roller Bearing Company, Newark, N. J. 


Perhaps it is presumptuous for me to endeavor to 
explain to you the true meaning of the Dawes Plan. 
Perhaps you feel as business men constantly exposed to 
the newspapers and constantly exchanging thoughts 
with your fellow-men that you already know the true 
meaning of the Dawes Plan. But have you really ab- 
sorbed it beyond a smattering of the phrases, “payment 
in kind,” “creditor nations,” etc.? Could you explain it 
to your little son or to your wife—are you taking it 
into consideration in your daily work? 

There is no excuse for us if we ignore the significance 
of the Dawes Plan, for it is a hard-headed, brass tack 
piece of financial strategy that is not only workable, but 
is working right now. My only qualification as a speaker 
to present the Dawes Plan to you, is the fact that able 
men have explained it to me, and that as an engineer, 
a chemist, and a business man, I have studied it thor- 
oughly, applied the acid test and found it good. 

The work of the Reparations Committee was divided 
into two parts: 


1. The determination of how much German cap- 
ital lies outside of Germany, invested by Germany 
individuals in property in other countries, and to 
find out how this could be lured or forced back into 
Germany to help stabilize German finance. This 
phase of the reparations committee work was later 
known as the McKenna report. 

2. To devise a practical means of stabilizing Ger- 

man currency and to establish a budget for German 

government finances. In plain words, the commit- 
tee was given the job of finding out how the Ger- 
mans could put their financial house in order, so 
that they could ultimately pay their reparation bills. 

This part of the work has been called the Dawes 

Report, or the Dawes Plan, as a courtesy to Gen- 

eral Dawes, who was the chairman, and whose com- 

mon sense financial ideas, as we all know, permeated 
the constructive work of the committee. 

The McKenna report can be quickly covered for our 
purposes. It showed that Germans own, outside of Ger- 
many, less than one quarter as much property as they 
did before the war; one billion seven hundred million 
dollars now, as compared to seven billion dollars in 1914. 
To help stabilize German finances, this private capital 
must be attracted back to Germany, and this will happen 
just as soon as confidence in Germany’s future economic 
condition is established. 

The Dawes Plan was the most significant work of the 
reparations committee. As Secretary Hughes recently 
said: “Once more the peoples of the world are think- 
ing in terms of co-operation, instead of enmity and 
strife. The best security since the Armistice for the 
peace of the world has been found in this plan.” 

In order to stabilize the German currency, the Dawes 
Plan established a new German bank. This bank has 
a paid up capital of one hundred million dollars, of which 
one-quarter has been derived from absorbing the old 

PF inte fron address hefore recent luncheon of Chicaaq 
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Reichbank, and three-quarters are new gold capital, sub- 
scribed by German and by foreign investors. 

The bank is managed by a German resident and board 
of directors, but also has a general controlling board of 
seven representatives of the foreign governments of the 
United States, Great Britain, France, Italy, Belgium, 
Switzerland and Holland. One of these foreign control- 
lers will always be the bank commissioner. 

The new bank issues the new standard money, and first 
of all, is redeeming the outstanding German currency 
of all kinds. The old paper marks are to be paid for 
at the ratio of one trillion to one. This means that 
every billion dollars of the old marks at their face 
value is now worth only one tenth of one cent. The 
folly of investing in German marks, as so many of our 
people did, is woefully apparent in this terrible shrink- 
age. The figures are startling—one billion dollars in 
1914 equals one tenth of one cent in 1924. Just a little 
glimpse of what war can do to a nation. 

This bank receives all the German government income 
and pays out the money for government expenses, sub- 
ject to the control of the two boards. It also receives the 
money for the payment of reparations from various 
sources. To insure that Germany pays the reparations 
as fast as her economic condition allows, a budget of 
German finances was drawn up. This budget is modi- 
fied by an index of prosperity, so that a sliding scale 
of reparation payments can be instituted—when Ger- 
many is in a healthy economic condition, she will pay at 
a greater rate; if not in this condition she will not have 
to pay at such a rapid rate. 

It might seem to you offhand that the payment of 
reparations by the Germans and the receipt of repara- 
tions by the allies is the same thing—just as though I 
handed vou a dollar and you, from your standpoint, re- 
ceived a dollar from me. These two things are not 
the same, however, and in recognizing the distinction 
and in planning to take it into account, the reparations 
committee has done its most constructive work. They 
pointed out that the two distinct parts of reparation 
payments are: 

1. The payment by Germany into the new Ger- 
man bank, of money for reparations. 

2. The payment by the reparation agents, of 
the money, or its eauivalent, to the other countries. 
Briefly, the difference lies in the economic fact that 

the payments out from the reparation account in the 
German bank can only be made without depreciating the 
German currency, when Germany has an excess of ex- 
ports over imports. If the reparation agent immediately 
paid out the money in the new German marks, a col- 
lapse of the new currency would result, unless there was 
a balance of exports from Germany over imports. Five 
years from now Germany is expected to be able to pay 
$600,000,000 a year. This amount is to be modified, as 
I said before, by the prosperity index of German 
economic conditions. 

No government, and certainly no body of men out- 
side of Germany, can guarantee that Germany’s exports 
shall exceed her imports. Never, even in Germany’s best 


Vp ree ae 


Fae RR BRET OES 


1 eer sneedSI RSS 0 


retraite Se 























VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 









- The material used in the manufacture of VOGEL closets is the best to be obtained + 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
— removed in an instant. 


| The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 





SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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Hack THE GREATER THE VICTORY” 
Saws 


PICK THE RIGHT BLADE FOR THE JOB | 
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A Proper Use of 
ALL HARD, FLEXIBLE & POWER BLADES 


Produces the Best Results 


The Famous “Arm & Hammer” — ae 
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To give the users of our blades a better service, 
we offer the Victor Shop Chart as a guide in the 
proper selection of blades for your different needs. 
This chart is arranged in a very unique way and 
may be placed on the shop wall for the easy use 
of all mechanics. 


Prompt Shipments Made From Stock 


The Columbus Anvil -& Forging Co. 
Vain Office and Plant, 115-129 Frankfort Street 


Colmes, Olio, U. S. A. VICTOR SAW WORKS, Inc. 


MIDDLETOWN, N. Y. 


General Forgings of Wrought Iron and Steel This chart will be mailed to any mechanic giving his name and 
where employed. Enclose 10c for postage. 
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economic days, did her exports exceed her imports, and 
right now, the United States, Great Britain and certainly 
France are not willing to be made the dumping ground 
for abnormally large quantities of German goods. 

Germany cannot pay without the co-operation of all 
the rest of the world. We are all in the same boat— 
all pulling oars together. Perhaps the United States has 
a peculiar advantage in that through our economic might 
we can aid in steering the boat. And shall we blind 
ourselves to the tremendous power for world good that 
lies in our economic might? We Americans are known 
to Old World diplomats as idealists, as blind children 
who trustingly consider that all nations are as frank 
and as honest as ourselves. But this idealism of ours, 
even though it is sometimes taken advantage of, gives 
us a high standing in the eyes of other nations. Can 
we afford to ignore the great power for good invested 
in us by our standing as an honest nation, and by our 
position as the possessor of the majority of the world’s 
wealth? Whether we join the League of Nations, the 
World Court, or any other international alliance, we are 
involved—everyone of us—in world affairs. We are in- 
volved because, paradoxically, we are a nation of hard- 
headed business men and sentimentalists at the same 
time. 





What boots it for us to withdraw our skirts from the 
rest of the world’s troubles now, only to plunge our young 
mankind into frightful war, if any of the weaker nations 
are imposed upon in the future? 

We should capitalize our hard-headed sentimentality 
now in an endeavor to prevent war—to avoid such situa- 
tions as the present one when all the principal nations 
of the earth are struggling frantically to clean up the 
tangles of the latest war. 

Stop a minute to consider the awful costs of the war. 
It cost the world one hundred and eighty-seven billion 
dollars—two and a half times all the actual money in the 
world—and that is only the cold, hard cash angle of it. 
It cost the world seven million four hundred thousand 
and two hundred lives—human lives. Most of these lives 
were snuffed out before the age of 30, many before the 
age of 25, immeasurably too many before the age of 20. 

Who can evaluate the mental anguish, the soul suffer- 
ing, represented by the death of over seven million young 
men? 

I am not a pacifist. I do not want you to be pacifists. 
We shall nation of pacifists. Pacifists lie 
down in the midst of trouble like a vellow dog, when 
another dog’s teeth are at its throat, at a time when 
every man must do his duty for the common good. 

If we muddle along as we are now, until another war 
breaks, we will find our glorious young manhood again 
rising to the emergency—going with shining eyes to 
the glory and the shame of the battlefield. With the 
United States at war, the patriotic inspiration will again 
arise to the surface, effacing all personal interests and 
again we will give our all for our country. 

But can any persons of sound intellect in this or any 
other country find one atom of good in war? Is there 
any achievement of the late war which makes any of 
its sacrifices seem justified? There were no achieve- 
ments of the late war! It resulted in death, sorrow, 
insanity, debt—debt so huge that it is taxing world 
brains to find the solution. 

I cannot believe that the most sincere, the most cal- 
lous military man in the world is so short-sighted as to 
look upon his science of war as anything other than a 
necessary evil. 

And yet, if you will stop to think, you will realize 
that our military experts, just as efficient in their line 
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as you are in yours, are right now planning carefully, 
minutely, studiously, just how your son shall be best 
utilized in the next war. How he shall be clothed, fed, 
strengthened, shipped away, moved into the line of battle, 
replaced by your younger son if he falls, and just how 
his body can be disposed of most conveniently! Shock- 
ing! Yet, but it is true—it is the business of military 
men, and it ought to shock us into action now—into 
prevention of war! 

The world has too long been organized for war. Why 
not organize it for peace? Why not create a Depart- 
ment of Peace, and a school of peace, equal or superior 
in its facilities to West Point or Annapolis? 

Why not get the best brains of our country scheming, 
planning, efficiently working out methods of maintaining 
peace? We Americans know we can accomplish anything 
we set out to do from the production of flivvers at a 
working man’s price, to the harnessing of water-power 
in gigantic country-wide units. Can we be wholly proud 
of our financial, industrial and scientific prowess, while 
we continue to ignore human engineering? 

What boots it for the doctor and the big insurance 
companies to spend infinite hours of tedious work and 
millions of dollars to cut down human suffering and to 
add ten years to the span of human life, if we are again 
to take our able-bodied young men and use them to 
stop enemy bullets, to soak up enemy gas, to rot with 
disease and insanity, in future wars? 

What has civilization accomplished in giving us longer, 
better, larger lives, spent more comfortably, more re- 
sultfully, if ever and again we are to be plunged into 
wars—wars that outstrip in horror, suffering and magni- 
tude, any of the wars of non-civilized human beings? 

The home you acquire by patient, but happy toil, the 
social position you slowly but proudly attain, the sons 
and daughters you rear in affection to carry on your 
spark of life into eternity—none of them are yours as 
long as war can come along to rob you of them. War 
insurance is more vitally necessary to you than life in- 
surance or property insurance could ever be. We have 
the winning hand—we have the economic balance of 
power. We must use this power sensibly, but firmly, 
to bring about world accord. We must sell war insur- 
ance policies to every nation of the earth. 

The facts I have presented to you may not all be 
exactly correct, my presentation may be faulty, but you 
know these facts. Don’t ignore them; act now to spread 
the thought that the United States, the greatest economic 
and idealistic factor in the world’s civilization must just- 
ify its supreme position in the history of all time. 

The Dawes Plan cannot do it alone. Every normal 
American brain must want eternal world peace—and if 
we want it hard enough and make the other nations want 
it hard enough, it will come. Not with the millenium, 
but in time to save your sons. 

a os 
Operations Are Renewed 

Fire, which destroyed the factory of the Modern 
Grinder Mfg. Co., at 64 Reed street, Milwaukee, a month 
ago, forced the company to seek new quarters, and manu- 
facturing operations are now being resumed in a plant 


at 35-37 Erie street. George H. Ische, secretary and 
treasurer of the company, stated to MILL SUPPLIES 
that very fortunately the company’s manufacturing 


equipment was not seriously damaged by the fire, and it 
was rapidly overhauled. “We are pleased to advise,” 
said Mr. Ische, “that the trade is standing by us in fine 
shape.” The other officers of the company are: Presi- 
dent, E. Bockshe, and vice-president, Charles H. Krohn. 
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ARMSTRONG 
TOOL HOLDERS 


LEADERS 
NOW 


“ARMSTRONG 
BROS.” 


PIPE TOOLS 


A GOOD LINE FOR YOU, MR. DEALER 


And for 
25 
Years. 





EFFICIENCY is the basic quality built into 
every ARMSTRONG tool, and our trade 


mark and name are universally recognized by 
expert mechanics as a guarantee of the high- 
est quality obtainable. 
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Thirty years of experience as designers and 
makers of High Grade Tools, and our excel- 
lent system of Jigs, Gauges, Tests, and in- 
spection insures our ability to deliver Pipe 
Tools of Superior Quality at Fair Prices 
which will merit and hold the wide prefer- 
ence given Armstrong Tools by skilled work- 
ers in the metal trades. 
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Armstrong Bros. Dies Cut Like a Lathe Tool. 





> 


Write for Free Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 No. Francisco Ave. CHICAGO, U. S. A. 














Allsteel Shelving 


IGHT, strong, fire-resistant— 
quickly erected or re-erected 
without special tools—and giving 10 
to 30% greater storage space. 
To fit growing needs, additional units may pe 


added later—or the entire installation moved 
and re-erected elsewhere. 


Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense and 
no upkeep. The Allsteel mark on shelving is 
your guarantee of permanent satisfaction. 
Write for a copy of ‘‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO, 
Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontario 
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When writing to Advertisers please mention Mitt Supp ies. 
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Gurley Pump & Mfg. Co., 814 Merchants Bank build- 
ing, Indianapolis, has placed on the market a new auto- 
matic water system, which has several features, and 
which, it is claimed, can lift water thirty feet where 
necessary. The principal feature is a new pump. This 
is a rotary shallow-well water-seal pump, and is said to 
be absolutely different from all other pumps on the 
market. Besides serving as a water pump, it will handle 
equally well all kinds of oils, gasoline and many other 
liquids. The water system is absolutely automatic. The 
water comes direct from well or cistern, and flows in- 
stantly at the turn of a faucet. When the faucet is closed, 
the motor stops. There are but 10 different parts. There 


are no valves, cross heads, springs, pistons or suction 





washers. The pump cylinder is of cast iron. A rotor of 
cast iron is pressed on an alloy steel shaft and mounted 
eccentric to the pump case. It carries four steel shoes 
mounted on steel dowels and working opposite to each 
other. These steel shoes carry bronze blades which make 
contact with the pump cylinder. These blades run in a 
film of water, two of them constantly working on suction 
and two on discharge. The rotor shaft is supported in 
long plain bearings lubricated by grease cups. At either 
end of the rotor shaft is a packing gland to prevent 
leakage through the bearings. The complete system, in- 
cluding tank, measures 27 inches in length, 13 inches in 
width and 24 inches in height over all. 
Anthes Force Oiler Co., Fort Madison, Iowa, has placed 
on the market a new oil can which is said to have several 
features. It pumps from any angle, 
\ pumping either a drop or a stream. 
\ The pumping mechanism and intake 
tube are readily removed. The joints 


f l and seams are pressed and welded. 
orZol a + nies 

The handle is electro-welded to the 

( can body. The body is of steel and 

the spout of heavy gauge steel. The 

iq pumping mechanism is a die casting. 

put the oiler in operation, the 


operator removes the spout coupling 
from the pump and the gasket from 
the coupling. Slip the coupling over 
the spout, replace the gasket and 
screw the coupling back on the pump, 
drawing the spout down tight on the 
gasket. The Anthes company has re- 
cently constructed a new factory and has completely 
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equipped it with new machinery. 
large Bliss press for drawing the oiler bodies. The 
officers of the company are: President, Garrison P. 
Anthes; vice-president, C. B. Anthes; treasurer, George 
P. Anthes; secretary, Raymond Lawrence. 

The U. S. Safety Appliance Corp., 663 Erie Building, 
Cleveland, has placed on the market a new device, safety 
shoes for ladders. They are designed for attachment to 
ladder feet, and are adjustable for use on hard, uneven 


It has also installed a 





ground, soft mud, sand, or ice-coated surfaces. The base 
has a ridge formation similar to an athlete’s spiked 
The shoe swings to any angle which the ladder 
takes, while the base remains rigid. The new shoes are 
made of iron, and are applicable to all sizes and types 
of ladders. 


shoes. 


Trico Fuse Mfg. Co., Milwaukee, manufacturer of 
powder-packed time limit renewable fuses, has brought 
out a new line of fully approved non-renewable cartridge 
fuses. These are built in all standard sizes from zero to 
600 amperes, and in both the 250 and 600 voltages. Lit- 
erature describing the new line is available upon request. 


R. L. Barker & Co., 642 West Washington boulevard, 
Chicago, manufacturer of portable electric machines, has 
placed on the market a new gear-drive universal saw. 
The outstanding features are wide helical cut gears, 
operating in oil, with large ball bearings connected with 
a General Electric motor, all complete in one power unit 
which operates up and down with a large hand wheel 
adjustment. The cast table will handle 12 inches wide 
stock. The saws will handle wood, metal, bakelite and 
other compositions. The tables are 23 by 28 by 34 inches. 
The diameter of saw is 8 inches. The total shipping 
weight is 300 pounds. 


Bond Foundry & Machine Company, Manheim, Lan- 
caster County, Pa., manufacturer of power transmission 
specialties and truck casters, has announced a new roller 








bearing, the feature of which is a new steel stay rod 
design. Pressed steel retainers, or cage ends, are tied, 
spaced and held rigid in place by these stay rods, alter- 
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Presents the New 





Commercial Roller Bearing 


Roller 


combines a very minimum of friction with 


The new Bond Commercial 


Bearing 
maximum durability. The pressed steel re- 
tainers, or cage ends, are tied, spaced and held 
rigidly in place by steel stay rods alternating 
with hardened and ground steel rollers. These 
stay rods are electrically welded into the re- 
tainers and serve to keep the rollers separated, 


evenly spaced and constantly parallel to the 
shaft axis. 


In order to obtain maximum service from commercial 
roller bearings a rigidity must be maintained which 
constantly assures perfect alignment. For this reason 
we have placed a steel stay rod in each space between 
rollers, as shown in the above illustration. The im- 
portance of the Bond steel stay rod design cannot be 
over-estimated. Power losses, uneven wear and fric- 
tion in roller bearings invariably develop when rigidity 
is lacking through slighting this most necessary fea- 
ture. 


The illustration also shows the split outer raceway, 
which makes it possible to install the bearing easily and 
quickly. This outer raceway is of high-carbon steel 
and is split with a ““V" cut. The rollers pass over this 
“V"" cut smoothly and there is no ‘‘car track joint’ 
wear to contend with. 

The rollers are of solid steel, hardened and ground. 
This unusual feature makes it self-evident that these 
rollers will greatly outwear the soft metal type. 


Send for the new catalog and price list of 
Bond Commercial Roller Bearings. 


Bond Foundry and Machine Co. 


Manheim, Lancaster Co., Penna. 


For nearest distributor see McRae’s Blue Book 
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nating with hardened and ground steel rollers. The 
rods are electrically welded into the retainers and serve 
to keep the rollers separated, evenly spaced and con- 
stantly parallel to the shaft axis. The outer race is of 
high-carbon steel and is split with a “V” cut. The com- 
pany has issued a new bulletin describing the bearings 
and giving tables of load capacities and list prices. 

The Economy Screw Corporation, 5215 
Ravenswood avenue, Chicago, has added 
a line of thumb screws to its former line 
of machine screws, brass washers and 
similar products. The new screws are 
made entirely of steel, with standard 
threads, and in all machine screw sizes. 
The company states that it has had a 
demand from jobbers for prompt service 
in obtaining thumb screws, and that for 
this reason it had decided to manufacture and carry a 
complete stock of keys and bolts to assure prompt ship- 
ment. It has also made arrangements to furnish similar 
thumb screws in brass or bronze. 





The Azor Motor Manufacturing Co., 7424 Bessemer 
avenue, Cleveland, Ohio, has placed on the market a new 
bench grinder, which, the company states, is being found 
efficient for use in machine shops, garages or any place 
where grinding is to be done. The new grinder consists 
of a one-third horsepower motor with a speed of 1800 
revolutions per minute, equipped with two three-quarters 
by eight inch high grade grinding wheels. The shaft is 





‘threaded for a 2-B Jacobs chuck. The grinder is 13% 
inches long, 11 inches high and weighs 55 pounds. It is 
equipped with dust-proof bearings, and a 10 foot cord 
and plug for connection to any lamp socket. In addition 
to the new grinder, the company manufactures a com- 
plete line of one-quarter and one-sixth horsepower motors 
for direct and alternating current, in all voltages and 
frequencies. 

The Master Builders Co., Cleveland, Ohio, announces 
that it has developed a new type of waterproof paint, 
containing no oil or other volatile elements, and which 
can be applied to wet, dripping surfaces, providing a per- 
manent waterproofing coating. 


The National Twist Drill & Tool Co., Detroit, has 
prepared for distribution an interesting circular designed 
to assist users in the proper selection of saws for their 
slitting or cutting operations. In the days before quan- 
tity production, the metal slitting saw was regarded 
more or less as a general utility tool. Little attention 
was paid to its design as related to the work in hand. 
Through the increasing demand for greater output, sev- 
eral types of metal splitting saws have been developed, 
each adapted to certain materials or classes of work. 
Besides the regular metal slitting saw, the National 
Twist Drill company reports the production of two new 
types of saws. 
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Trade Literature 








Indications that mill supply distributors are going out 
after business harder than ever this year are the many 
new catalogues which are being reported. Among the most 
recent are those of Maddock & Company, Philadelphia, 
and Machinists’ Supply Company, Pittsburgh. The Mad- 
dock catalogue is a 382-page book, covering mill and man- 
ufacturers’ supplies, machine tools and equipment. It has 
an attractive red cover printed in yellow and black ink. 
The Machinists’ Supply Company’s catalogue is a “single 
column” book of 616 pages, with an extensive showing 
of machinery, tools and supplies. The cover is an at- 
tractive orange, printed in red and black ink. Both of 
these catalogues were compiled by R. R. Donnelley & 
Sons Company, Chicago, on the Donnelley unit selection 
plan. 


Link-Belt Company, Chicago, has issued a new book 
describing and illustrating the skip hoist method of han- 
dling materials. The text explains fully the function of 
the skip hoist and its relation to other types of mechani- 
cal equipment, tells on what classes of work this hoist 
may be profitably used and gives complete details of 
operation, capacity, design and construction. Copies may 
be received by addressing the nearest office of the Link- 
Belt Company and asking for Book No. 546. 


Poole Engineering & Machine Co., Baltimore, has re- 
cently issued two new bulletins, No. 105 and No. 106, 
describing and illustrating its new reduction gears, 
which were placed on the market several weeks ago. The 
first of these bulletins describes type H speed trans- 
former, and the other one describes Type K. 

American Blower Company, Detroit, has issued a bul- 
letin, No. 1801, covering its “Sirocco” fans and blowers. 
It contains 72 pages of text, illustrations and tables of 
ratings. 

The Hisey-Wolf Machine Co., Cincinnati, has issued a 
bulletin, No. 1582, describing four new types of motor- 
driven combination grinding and _ buffing 
Copies will be mailed to the trade on request. 


machines. 


The Fulton Supply Company, Atlanta, has issued a 
new general catalogue, containing 454 pages of listings, 
in addition to the index. The cover is an attractive green 
with the company name stamped in gold. The book has 
the standard page size, 74% by 10°, inches. It was 
compiled by the Bluford Sharp Company, Chicago. 

McCullough Manufacturing Co., Minneapolis, manu- 
facturer of lubricators, has issued a new 16-page bulletin 
describing and illustrating its sight-feed oil pump. It 
contains several large illustrations showing the pump in 
practical applications in power plants. Copies will be sent 
to interested mill supply men on request. 

Barrett-Cravens Company, Chicago, has issued three 
new bulletins, Nos. 100, 101 and 103, describing in detail 
the company’s new lift truck. Copies of these bulletins 
will be sent to interested persons on request. The first 
two bulletins deal extensively with the ease and rapidity 
of operation of the truck, while the third bulletin is de- 
voted to descriptions of the type of platforms which can 
be successfully used in the lift truck system. 

American Spiral Pipe Works, Chicago, has issued a 
new catalogue, No. 24, covering its forged steel pipe 
flanges, containing 84 pages of descriptions and _ illus- 
trations, including information and data in connection 
with high pressure piping layouts and pipe fabrications. 





Saving Time 
Saves Money 


It would do you good to happen into a 


plant where everything stood still while 
a belt was being repaired with our 
Fasteners. It would require a split-sec- 
ond watch to keep an accurate record of 


the time spent in making the belt service- 
able again. 


BRISTOL'S 
Patent Steel Belt Lacing 


This device is the greatest time and money 
saver in the plant. Any man who can handle 
a hammer can repair a broken belt so 
quickly that the loss of time in shut-down is 
negligible. 

Every dealer should be prepared to sell this 
service to his customers. Ask for Catalog 


No. 717-H. 
THE BRISTOL COMPANY 


Waterbury, Connecticut 


Branch Offices: Boston New York 


: Pittsburgh 
Detroit Chicago St. Louis 


San Francisco 
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Primarily the catalogue is designed as a handbook of 
valuable information for engineers, designers and oper- 
ators of power systems. It is among the first complete 
publications to embody the new American engineering 
standards of 400, 600 and 900 pounds working steam 
pressure. It also contains complete data covering exist- 
ing standards. It is profusely illustrated with full-size 
cross-sections and halftones. Copies will be sent free 
on request. 


Clayton & Lambert Manufacturing Co., Detroit, has 
issued a new catalogue, “A,” covering its firepots and 
torches for gasoline and kerosene, and also a supplement 
to this catalogue, covering repair parts for old style fire- 
pots Nos. 10, 11, 20, 21, 71, 221, 222 and 223. The com- 
pany, which several months ago acquired the Ashton 
Manutacturing Co., Newark, N. J., has discontinued 


Ly l | ll manufacturing the Ashton line. 
ey a want Newark Wire Cloth Company, Newark, N. J., has is- 


sued a new 64-page catalogue, No. 25, which includes 


h ° ° complete information with list prices covering heavy 
t > vise wit steel wire screens, coal screens, steel wire cloth, bran 
duster grade of cloth, tinned mill screen cloth; brass, 
copper and bronze wire cloth and others of the company’s 
these advantages line. Two pages are devoted to a description of the uses 
of monel metal and to a list of sizes of monel wire cloth 
ZL carried in stock. The catalogue is well illustrated and 
several pages are devoted to pointers on selecting, order- 

1. ing and examining wire cloth. 





Detachable steel jaw faces, accu- 


rately faced and tempered. Easily a 
replaceable 
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Cantelinted collar with pruass Grudy John J. Koepsell, president of the J. J. Koepsell Co.. 
set in the shaft. No set screw. Sheboygan, Wis., distributor of mill, mine, machinists’, 
plumbing and steam supplies, passed away at his home 
4, in that city on Wednesday, March 11, following a week’s 
ities aces eeeiiinel cueieali win illness. He had been in failing health for the past six 
all four sides to .002” tolerance. years, having never completely recovered from the 
shock and sorrow which followed the death of his son, 
4, John J., Jr., in 1919, and which was aggravated by the 
Siesta Saiki Winadanell “tiie death of his daughter, Miss Adele, three years ago. 
of the screw shaft. 


Mr. Koepsell was born in Milwaukee on September 26, 
1853, the son of Mr. and Mrs. John W. Koepsell. As a 
5. young man he was associated with his father and others 
Bail ends are forged an integral in the John Pritzlaff Hardware Company, Milwaukee. 
part of the lever. On October 10, 1877, he was married to Miss Augusta 
Winter, daughter of a prominent lumberman who was 
the founder and head of the M. Winter Lumber Com- 
pany. In 1889, Mr. Koepsell moved to Sheboygan and 
speak for themselves to men who buy vises. entered the hardware and ship chandlery business. In 
Coupled with the long standing Prenties 1902, he incor porated the J. J. Koepecti Company, and 
had served as president of the company up to the time 

reputation for quality of materials and work- of his death. 


These five Prentiss construction advantages 


manship, they make vise turnover easy and In addition to being a successful mill supply man, Mr. 
Koepsell was very active in public life. He was ap- 
pointed state factory inspector of the Sheboygan district 
in 1901, and held the position four years. He was a 
member of the school board for 16 years, an assembly- 
man for two years, and for two terms was president of 


Prentiss Vise Company the school board. Mr. Koepsell was also active frater- 


: : < nally, and was a thirty-second degree Mason and an Odd 
106-110 Lafayette St.. New York City Fellow. 


rapid. It pays to push Prentiss Vises. 


You are fully protected on price. 


He is survived by his wife and two sons, Arthur and 
Walter; one sister, Miss Louise Koepsell, of Milwaukee; 
and a brother, Charles, of Evanston, III. 

Funeral services were conducted Saturday morning, 
March 14, Rev. Marvin R. Brandt, pastor of the First 
Congregational church of Sheboygan officiating. Masonic 



































honors were accorded. 
in Wildwood cemetery. 


Interment was in the family lot 


M. J. Gibbons. Sr. 

Michael Joseph Gibbons, Sr., proprietor of M. J. Gib- 
bons Supply Company, 601 Monument avenue, Dayton, 
Ohio, one of the most prominent jobbers of plumbing and 
heating supplies in Ohio, passed away at his home in 
that city on Thursday, February 26, following a few 
days’ illness with pneumonia. 

Mr. Gibbons was one of the leading citizens of the city 
ot Dayton, and his death was recorded in front-page 
news stories in the Dayton newspapers, which also paid 
high tribute editorially to Mr. Gibbons, who had been a 
resident of the city for 71 vears, and who had been one 
of the city’s most successful business men. 

He was born in Elyria, Ohio, September 14, 1852, and 
about a year later his family moved to Dayton. He 
attended St. Joseph’s parochial school. After leaving 
school he entered the plumbing trade. In November, 
1875, he entered business for himself under the name of 
Gibbons & Co. For a quarter of a century he was the 
leading plumbing contractor in southwestern Ohio. In 
1908 he established a mail order department of his busi- 
ness, and in 1909 purchased a plant at 601-615 East 
Monument avenue and entered the jobbing business. 

Mr. Gibbons was one of the organizers of the first gas 
company in his city. In 1913, following the big Dayton 
flood, he served as a member of the rehabilitation com- 
mittee, being associated with the late John H. Patterson 
in this work. He was also a very successful real estate 
investor, and for many years was a director of the Third 
National Bank, of Dayton. Mr. Gibbons is survived by 
his wife, three sons and three daughters. One of his 
sons, M. J. Gibbons, Jr., has for some years been manager 
of the M. J. Gibbons Supply Company. He was a cousin 
ot the late Cardinal Gibbons, of Baltimore. 

The following editorial, which appeared in one of the 
Dayton newspapers, is typical of the tributes to Mr. Gib- 
bons which appeared in the press at the time of his 
death: 

“While not a native-born Daytonian, M. J. Gibbons Sr. 
had been a resident here for seventy-one of his seventy- 
two years, and that was long enough to establish a family 
connection that since has been one of the most inter- 
esting in this community. He had been active in public 
life in Dayton for a great many years, and the success 
which had come to him was the result of industry, thrift 
and a practical application of principles of honesty and 
service. His whole life, in fact, was a vindication of 
honorable practices. His death offers a means of appraisal 
of the elements which entered into his activities in this 
city. In all public movements M. J. Gibbons Sr. was an 
interested and active associate. His business in the 
plumbing and heating line was successful because he 
personally made it so. As a contractor his reputation 
was not limited to this particular municipality, though 
he had acquired widespread patronage among his fellow 
citizens. The name of Gibbons in the course of time has 
grown to be one of the best known in Dayton. It was his 
idea that a man’s name ought to be associated with his 
business connections, in order to make the business and 
the name stand for something in the public mind. Mr. 
Gibbons has been closely identified of late in real estate 
development here. His own faith in the future of the 
municipality was expressed in his individual investments 
in property. We have lost a number of useful citizens in 
recent years in Dayton, who by their own determination, 
vision and capacity were important factors in our com- 
munity growth. M. J. Gibbons Sr. was one of these.” 








New Standards of Service 
for Grease Cups and Safety Collars 


mb HE Link-Belt >Hex-Top~< 
é Grease Cup is rugged, durable, 
convenient. Its distinctive hexa- 
gonal-shaped and slotted top is 
easily turned by hand, screw- 
driver, or wrench. Remains grease- 
tight through years of hard use. 
Specified as standard by many 
leading manufacturers. 





Link-Belt >Hex-Top~< 
Grease Cups and 
Malleable Iron 
Safety Collars are 
made of the same 
high-grade mate- 
rial used in Link- 
Belt chains — in 
throughout industry. 












service 


The outstanding advantages of 
Link-Belt Malleable Iron 
Safety Collars—split and solid 








types—are their superior de- 
sign, ruggedness, durability 
and light weight. The design 

simple, convenient and 
practical. The set screws are 
well protected and the collars 
ire easily tightened on the 
shait. Write for full par- 
ticulars. 
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LINK-BELT COMPANY 
Chicago. 390 W. Pershing Road 
Philadelphia, 2015 Hunting Park Ave. Indianapolis, 200 S. Belmont St. 


LINK-B 























Soft Rubber Nozzle 
This “MARVEL” Portable Blower is designed for blowing 


1 MOTORS, GENERATORS, SWIT¢ H 


lust and dirt out of 


: 5 . - + as “—— vi " * . E 
BOARDS, LOOMS, KNITTING and other TE riLt 
MACHINERY, as well for GAS BLOW PIPES, GAS Fl R- 
NACES, etc. Has 20 feet high grade cable and armored plug. 


rOGGLE SWITCH in 


water column pressure. 


balanced. las handle, oper- 


Gives 16” 


Perfectly 
ated by thumb. ; 

Note the Metal Conduit carrying wires from motor to handle. 

Motor operates at 10000 R.P.M. on BALL BEARINGS. This 
Blower is a great time and labor saver, and its mechanical and 
electrical design gives assurance of a very long life, with a min 
imum of attention 

Made with UNIVERSAL motors 
(A.C. & D.C.) for both 110 volt 
and 220 volts SHIPPING 
WEIGHT 18 lbs. Shipped on 10 
days’ trial, ANYWHERE. 
Sell them to your customers, Write 
for Dealers’ Discount, mentioning 
this advertisement. 





MANUFACTURED BY 


ELECTRIC BLOWER 
COMPANY 


352 Atlantic Avenue 


Boston 9, Mass., U. S. A. 












































PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 





MOTOR PULLEYS 


onmor ‘BirxreMacnine“Works 


AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 

quality first requisite. Used by manufacturers of quality 

} products, tool and die makers, instrument manufacturers, 

machinists, jewelers, and other skilled workers. 
: : ex — 
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Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 
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456 N. Union Ave., Chicago 


American Swiss File & Tool Co. 














| 410-416 Trumbull St., Elizabeth, N. J. 

















Sell theNew Badger’Car Mover Under Our gusor2! 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 

well balanced and has a quick-acting compound leverage. It has the power and the 

speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 

maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., 





APPLETON, 
WISCONSIN 








MOLONEY 
Leather Belting 


The immediate and 
lasting result from its 
use is true belting sat- 
isfaction. Verify this 
—ask any user of Mo- 
loney Belting. 


Good Dealers 


carry it in stock 


Moloney Belting Co. 


124-138 N. Franklin St. » CHICAGO 
PORTLAND, ORE, 
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H ACK SAWS 


“Le Toots in the Paid Bor” 





AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 
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20 Years on the market without a Complaint 


Belts seldom wear out. From lack of proper attention the 
pulley side of a belt rots and cracks. ATLANTIC Belt 


Dressing will prevent this. Always made of high grade 


We never lower the quality. Price reasonable. 


Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 
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Personals 











Schuyler Merritt, congressman from the fourth 
sional district of Connecticut, is 
now chairman of the board of 
directors of The Yale & Towne 
Manufacturing Company, Stam- 
ford, Conn. He was elected to this 
position at the meeting of the 
stockholders of the company on 
March 12, and succeeds the late 
Henry R. Towne, who passed away 
last October. Mr. Merritt has been 
associated with the company since 
1877, when he began his service as 
office assistant. The following year 
he was elected a director and sec- 
retary of the company. From 1898 
to 1902 he served as treasurer, and has since been very 
active in the company’s legal affairs. He was a director and 
senior vice-president of the company before his election as 
chairman of the board. He is also president of the Stamford 
National Bank. 

Matthew J. Herold has been appointed sales manager of 
the United States Electrical Tool Co., Cincinnati. 

Karl O. Peterson, president of the Crescent Tool Co., 
Jamestown, N. Y., has been enjoying a vacation in California. 


congres- 





SCHUYLER 


MERRIT1 


E. L. Essley, president of the E. L. Essley Machinery Com- 
pany, Chicago, returned recently from a two months’ sojourn 
in Miami. 

Louis E. Clarke has been appointed manager of the Detroit 
branch of the Hoyt Metal Company. He was formerly sales 
manager of the die castings and bearings department. 

Lewis E. Smith, formerly sales manager of the Billings & 
Spencer Co., Hartford, Conn., has been appointed sales man- 
ager of the Bonney Forge & Tool Works, Allentown, Pa. 

John W. Grant, formerly manager of the Palmer Belting 
Company, Bridgeport, Conn., has been elected president and 
general manager of the Hudson Belting Company, Worcester, 
Mass. 

W. H. J. Fitzgerald, president of W. H. J. Fitzgerald & 
Co., 216 Franklin street, Boston, machine tool dealer, has 
been elected president of the Pneumatic Drop Hammer Co., 
Boston. 

Howard Coonley, president of the Walworth Manufactur- 
ing Company, Boston, sailed recently for a vacation in the 
Hawaiian Islands. Mrs. Coonley and their children accom- 
pany him. 

Frank P. Neal, who has been appointed western sales 
manager for J. B. Wise, Inc., Watertown, N. Y., manufac- 
turer of plumbing goods, was formerly with the Youngstown 
Sheet & Tube Company. 

Mallory Bedingfield, manager of the Baltimore branch of 
the Chicago Nipple Manufacturing Company, was in Chicago 
during the week of March 22, attending a conference at the 
home oflice of the company. 

J. B. Murphy, formerly Minneapolis district sales manager 
for J. D. Wallace & Co., Chicago, manufacturers of wood- 
working machinery, has been promoted to the position of 
assistant sales manager with headquarters at the home 


offices. The change was made because of the need of han- 
dling a volume of increased work which has followed the 
expansion of the sales promotional department of the Wal- 
lace company. 

Morrill Dunn, of Chicago, vice-president of the McCord 
Mfg. Co., manufacturer of gaskets and other products, has 
succeeded Charles F. Brandt as vice-president and general 
manager of the Racine Mfg. Co., Racine, Wis. 

A. W. Markel, formerly superintendent of the Atlanta 
plant of the Continental Gin Co., manufacturer of cotton 
ginning machinery, has been transferred to Birmingham, 
Ala., to be superintendent of the company’s plant in that city. 

R. S. Stinson, formerly with J. D. Weed & Co., Savannah, 
Ga., is now a salesman in southeastern Georgia territory for 
the Beck & Gregg Hardware Co., Atlanta. E. M. Jacobs is 
another newcomer in the latter organization and is covering 
South Carolina territory adjacent to Columbia. 

Hays H. Clemens, treasurer of the Hays Mfg. Co., Erie, 
Pa., manufacturer of water, gas and steam goods, has been 
elected president of the Erie City Iron Works. Thomas E. 
Durban, formerly general manager of the latter company, 
has rejoined the organization as director of sales and advisory 
engineer. 

Ernest W. Taylor, who has been assistant treasurer of the 
L. S. Starrett Company, Athol, Mass., for the past two years 
and has been in charge of the company’s credit department 
for over a quarter of a century, has been elected a member of 
the company’s board of directors, filling a vacancy caused by 
the death of James A. Stiles. 

Farrand P. Hall, who has been in the sales organization of 
the Carborundum Company, Niagara Falls, N. Y., for many 
years, has been appointed district sales manager in charge of 
the company’s Cleveland office. He succeeds John MacArthur, 
who has been assigned to special sales service work with 
headquarters at the home offices of the company. 

W. W. French, advertising manager of the Dodge Manu- 
facturing Corporation, Mishawaka, Ind., was guest of honor 
at the regular monthly meeting of the Leather Belting Club 
of Chicago at the Machinery Club on Tuesday, March 10, 
and made an informal talk on advertising. Representatives 
of 14 leather belting manufacturers were present at the 
meeting. 


E. W. Thompson, formerly associated with the J. K. Larkin 
Co., New York City, has been elected secretary of the Culbert 
Pipe & Fittings Co., which recently was incorporated and has 
acquired the business of The Arthur L. Perkins Co., 170 8th 
street, Jersey City, distributor of plumbing, steam, mill and 
engineers’ supplies. I. E. Culbert is president and treasurer 
of the new company. 

W. C. Davis, for the past four years a member of the 
sales organization of the Ohio Injector Company, Wads- 
worth, Ohio, has been promoted to assistant sales manager 
with headquarters at the home offices. Before joining the 
Ohio Injector Company’s sales department, Mr. Davis was 
in the mechanical rubber sales department of the B. F. 
Goodrich Rubber Company, Akron, Ohio. 


George H. Thomson, for the past 12 years manager of the 
New York office of The Swartwout Company, Cleveland, Ohio, 
manufacturer of ventilators, industrial ovens and steam 
specialties, has been promoted to the position of general sales 
manager of the company with headquarters at the home 
offices in Cleveland. Mr. Thomson has been associated with 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 




















BUCKEYE 


Automatically Oiled 


POWER PUMP | 


For Pressures Up to 100 Pounds 


Built in five sizes 








The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 





many excellent features not to be had in any other pump of 
its kind. It is an exceptional pump for general service. 


Write for catalogue and prices 


Made by 


MAST, FOOS & CO. 


SPRINGFIELD, OHIO 








Soft ~ 

Absorbent 

Absolutely 
Clean 


All Blue Grass Wipers are flat 
pieces. By our process they are 
(1) washed and dried; (2) fumi- 
gated; (3) baked in ovens at 180 
deg.; thoroughly sterilized by our 
own chemical method. There is 
no better material for wiping, pol- 
ishing and packing purposes. 


Distributors Wanted 


Write at once for special arrangement with 
jobbers. Frequent turnover and liberal arrange- 
ment makes BLUE GRASS Wipers a profitable 
line for mill supply distributors and hardware 
jobbers. 


Louisville Sanitary Wipers Co., Inc. 
Manufacturers 


Louisville, Kentucky 
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the Swartwout organization for over 15 years, and his activi- 
ties with the company have brought him into contact with all 
phases of power plant problems related to the company’s 
arge line. 
Edwin Foerster, first vice-president of the Wm. Frank- 
furth Hardware Co., Milwaukee, wholesale hardware and mill 
supply distributor, recently celebrated the 50th anniversary 
of his service with the company. He first became associated 
with the Frankfurth organization in 1875 as a traveling 
salesman, and 10 years later was elected secretary and 
treasurer of the company. Several years ago he was elected 
vice-president. Mr. Foerster is now 74 years old. 





Factory Additions 
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The Imperial Sugar Co., Sugarland, Texas, will build fac 
tory additions at an estimated cost of $1,000,000. 

The Paragon Refining Co., Toledo, Ohio, plans to build 
additions to its plant at an estimated cost of $250,000. 

Tennison Mfg. Co., 2019 Congress street, Houston, Texas, 
is building a factory addition at an estimated cost of $75,000. 

Camillus Cutlery Co., Syracuse, N. Y., plans to build a 
vo-story factory addition at an estimated cost of $50,000. 

The Southern California Edison Co., Los Angeles, plans 
extensions near Pasadena at an estimated cost of $500,000. 

The George C. Whitney Co., Worcester, Mass., is building 

three-story addition to its factory at an estimated cost of 
$65,000, 

The Gartland-Haswell-Rentschler Foundry Co., Dayton, 
Ohio, plans to build factory additions at an estimated cost 
if $100,000. 

The Leeds & Northrup Co., 4901 Stenton avenue, Philadel- 
yhia, plans to build a factory addition at an estimated cost 
of $60,000. 

The Elgin Wind Power & Pump Co., 75 North State street, 
Elgin, Ill., plans to build a factory addition at an estimated 
eost of $35,000. 

The Pan-American Petroleum Co., Los Angeles, will build 
additions to its oil refinery at Watson, Calif., at an estimated 
‘ost of $1,500,000. 

The Maryland Glass Corporation, Emerson Tower build- 
ng, Baltimore, is building a one-story addition at an esti- 
mated cost of $50,000. 

The Oswego Falls Corporation, Fulton, N. Y., pulp and 
yaper manufacturer, plans to build mill additions at an esti- 
mated cost of $160,000. 

The Portland Electric Power Co., Portland, Oregon, plans 
to build an addition to its power house on First 
in estimated cost of $30,000. 


street at 


The Standard Gas Equipment Co., Baltimore, is building 


an addition to its factory at Bayard and Hamburg streets 
t an estimated cost of $50,000. 


J 


The Houston Car Wheel & Machine Co., Houston, Texas, 
lans to build plant additions and to install new equipment 

an estimated cost of $150,000. 

The Kohler Co., Kohler, Wis., manufacturer of farm power 
plants and enameled sanitary ware, will build a factory addi- 
tion at an estimated cost of $65,000. 

The Mitchell Spring Co., Johnstown, Pa., manufacturer 
of automobile springs, is building a one-story factory addi- 
tion at an estimated cost of $25,000. 

The Duquesne Light Co., 435 Sixth avenue, Pittsburgh, 
= considering plans for an addition to one of its electric 
power plants at an estimated cost of $450,000. 

The Freeman Electric Co., 803 East State street, Trenton, 
N. J., manufacturer of electrical equipment, plans to build a 
factory addition at an estimated cost of $40,000. 

The Hurley Machine Co., Cicero, Ill., manufacturer of 
vashing machines, is building a tool making department 
addition to its plant at an estimated cost of $25,000. 

The National Manufacturing Company, Sterling, IIl., manu- 
facturer of builders’ hardware, has awarded to The Austin 
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Company, Cleveland, contract for the design and construc- 
tion of a new five-story factory building of reinforced con- 
crete, which will add approximately 75,000 square feet of 
floor space to the company’s manufacturing facilities. 

The Long Island Railroad Co., New York, plans to rebuild 
the portion of its Morris Park repair shops which was de- 
stroyed by fire last month with damage estimated at $500,000. 

The Grand Trunk Railway System, Detroit, is building a 
new engine house and repair shops at Battle Creek and is 
considering plans for a new engine house at Muskegon, Mich., 
according to reports. 

The LeRoi Company, Milwaukee, manufacturer of gas 
engines, will build a one-story factory addition at Sixtieth 
avenue and Mitchell street, West Allis. The general con- 
tract has already been awarded. 

The Inland Empire Paper Company of Spokane (Mill- 
wood), Washington, has recently awarded the Austin Com- 
pany a contract covering the design, construction and par- 
tial equipping of an additional mill unit 145x255 feet, two 
stories high. The new building will house paper machines. 
Today the paper company boasts a $3,000,000 plant which 
turns out from 90 to 100 tons of finished product a day, 
specializing in newsprint. Three shifts a day has been the 
rule and some departments have been working Sundays. 
About 300 men are employed in the plant, many of them 
residing with their families in the town of Millwood, which 
has grown up around the mill. The company buys half of 
its logs and maintains its own woods crews to get out the 
balance. Its product is shipped over the entire Western ter- 
ritory. 
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The Georgia Chair Co., Gainesville, Ga., plans a new fac- 
tory at an estimated cost of $65,000. 

The Milton Iron Co., Wellston, Ohio, plans to build a 
new factory at an estimated cost of $80,000. 

The Elco Tool & Screw Co., Rockford, Ill., will build a 
new factory at an estimated cost of $30,000. 

The Inland Coal Co., Duluth, Minn., will build a new 
machine shop at an estimated cost of $30,000. 

The City of Hagerstown, Md., plans to build a new water- 
works system at an estimated cost of $1,500,000. 

The Fairfield Paper Co., Baltimore, Ohio, will 
new one-story mill at an estimated cost of $110,000. 

Glendale Lumber Co., Glendale, Oregon, is considering 
plans for a new mill at an estimated cost of $75,000. 


build a 


L. Fischer Co., Whiting, Ind., manufacturer of woodwork, 
is building a new mill at an estimated cost of $75,000. 

The Greenville Cotton Oil Co., Greenville, Texas, plans a 
new cottonseed oil mill at an estimated cost of $50,000. 

Crystal Ice Co., Norwalk, Conn., plans to build a new ice 
and refrigeration plant at an estimated cost of $75,000. 

The City of Martins Ferry, Ohio, will build an electric 
light plant and waterworks at an estimated cost of $450,000. 

The Phillips Ice & Coal Co., Mexia, Texas, will build a 
new ice manufacturing plant at an estimated cost of $55,000. 

The Berryhill Malleable Iron Co., 1215 Powell street, Indi- 
anapolis, is building a new foundry at an estimated cost of 
$100,000. 

The Clinton Glass Works, 1000 West Twenty-first street, 
Chicago, will build a two-story factory at an estimated cost 
of $60,000. 

The Natorium Laundry Co., 101 East Belnap street, Fort 
Worth, Texas, will build a new laundry at an estimated cost 
of $200,000. 

The Wamesit Power Co., 17 Glidden building, Lowell, Mass., 
is planning to build a new power plant at an estimated cost 
of $1,000,000. 

Ford Motor Co., Detroit, plans to build new factory build- 
ings in connection with the newly acquired plant of the Mer- 
chant Shipbuilding Co., Chester, Pa., the estimated cost being 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








A Quality Mark 









At our present low 
prices, “AMERICAN” 
is the greatest Leather 
Belting Value. Our 
Sales are proving it. 
AMERICAN LEATHER 
BELTING Co. 

M ifacturers of Leather 

Belting 

1455 West Congress St. 
CHICAGO 
FE. H. Cornell, President 


The “Blakeslee” Non-Auto- 
fi matic Water Jet Pump 


A simple and cheap apparatus for removing 
LF a water from cellars, flywheel pits and founda- 
tion or for emptying gas water tanks. The 
motive power is hi-pressure water from mains. 





No Freezing—No Valves or other Moving 
Parts—Noiseless, Economical, Fool Proof. 
Blakeslee Makes and Guarantees It. Wise 
Dealers Sell It. Shrewd Men Buy It. 


Write for Bulletin No. 28 with full information. 


Blakeslee Mfg. Co., 10 Q St., Du Quoin, IIl. 


ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keén and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable—Electric 
soon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 

and saving time. 

The Bodine is made in ™% H.P. 
and %2 H.P. Equipped with ball 
: bearings, heavy wheel guards, ad- 
justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable. 





We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 







A Valve Is as Good as 
Its Disc 


Metallo is a distinct im- 
provement over solid 
composition or metal 
valve discs. Holds tight 
under highest pressures 
and extreme _ tempera- 
tures, 


No dealer’s stock of 
valves is complete with- 
out METALLO Valve 
Discs. Send for samples. 


SALES OFFICE 
242 Lafayette St., New York 





METALLO GASKET CO. 


is claiming the attention of engineers and 
those interested in economical power plant 
operation, as never before. The installation of 


Practical Force-Sight-Feed Oil Pumps 


on steam engines, steam pumps, compressors, 
etc., eliminates all guess work. They are 
positive and reliable, easily installed and ad- 
justed, and feed any grade of oil with clock- 
work regularity. 

One of the fastest selling and best paying 
power plant specialties on the market today. 


Hundreds of Mili Supply Houses are now sell- 


The Great Screw- ing them. If you are not one of the num- 
Feed Mechanical ber, write today for Catalog No. 30, prices, 
Lubricator ete. 


McCullough Mfg. Co., Minneapolis, Minn. 
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SE-LM-UP : 
Sockets and Sleeves 
One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang. When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
mary socket. 
BUT—grind a flat (time 3 minutes) on the 
broken drill, slip it into a ‘‘Use-Em-Up” 
Socket, and it’s as good as a new drill. 
Furnished in Sleeve orSocket Type. Specials 
made to order. 
Write for Jobber’s proposition, 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 


RUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 

















supply houses have sold it for years. Machine operators 
like it because it speeds up production, 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon folders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 


They give a man the 
strength rs 4 
easily cut bolts 
and wires anywhere, 
heavy 
sizes for 
and work-bench 
Any hardware store has, \¥ 
r can get PORTER && 
CLIPPERS . 
veral model s—side 
rs, end cutters, 
cutters, chain 
utters and nut splitters, 





ete. Catalogue sent upon 
equest, 
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reported as $1,000,000. Plans for the Philadelphia assem- 
bling works have been abandoned. 

The Consumers’ Ice Co., Marion and Polk streets, Tampa, 
Fla., will build a new ice-manufacturing plant at an estimated 
cost of $75,000. 

Noel & Co., Nashville, Tenn., will build a new ice and 
refrigeration plant at 607 North Tenth street at an estimated 
cost of $250,000. 

The Advance Pattern & Foundry Co., 2734 West Thirty- 
sixth place, Chicago, is building a new foundry at an esti- 
mated cost of $50,000. 

The City of Tonawanda, N. Y., will build a new high 
school and install manual training equipment, the cost being 
estimated as $450,000. 

The Ward Heater Co., 1248 South Hope street, Los An- 
geles, plans a new factory at San Antonio, Texas, at an esti- 
mated cost of $200,000. 

The Queen City Irrigation District, Mesa, Arizona, will 
install electrically operated pumping machinery at an esti- 
mated cost of $125,000. 

The Ideal Chair Co., 1406 Metropolitan avenue, Brook- 
lyn, plans to build a new factory at Maspeth, L. 
estimated cost of $50,000. 


I., at an 


I. Lee Andres and R. L. Thompson, 218 East First street, 
Terre Haute, Ind., have plans for a furniture factory at an 
estimated cost of $75,000. 

The town of Reading, Mass., is considering plans for 
building a municipal electric light and power house at an 
estimated cost of $75,000. 

The Machine Tool & Die Co., Denton, Mich., is 
building a one-story machine shop and boiler house at an 
estimated cost of $65,000. 


Fenton 


Harry Office, Fourth and St. Clair streets, Dayton, Ohio, 
plans to build a new refrigerating and cold storage building 
at an estimated cost of $250,000. 

The Kerner Incinerator Co., 1029 Chestnut street, Mil- 
waukee, plans to build a new factory on East Water street 
at an estimated cost of $100,000. 

The Dean & Webb Cotton Mill Co., Fort Worth, Texas, 
plans to build a new cottonseed oil mill near Slaton, Texas, 
at an estimated cost of $50,000. 

The board of trustees of Carroll College, McAllen, Texas, 
plans to build a steam power plant in connection with new 
buildings which will cost $300,000. 

The International Harvester Co., Chicago, plans to build 
a branch assembling plant at 2727 University avenue, S. E. 
Minneapolis, at an estimated cost of $55,000. 

Dr. H. Rowe, Denton, Texas, is one of a company which 
is planning to build a new ice-manufacturing plant at Ard- 
more, Okla., at an estimated cost of $100,000. 

The board of education of Culbertson, Neb., will install 
manual training equipment in a new high school which will 
be built soon at an estimated cost of $115,000. 

The Ohio Portland Cement Co., First National Bank build- 
ing, Pittsburgh, has awarded contracts for a new mill at 
Fairport, Ohio, at an estimated cost of $1,500,000. 

The Standard Sanitary Manufacturing Company, Pitts- 
burgh, has awarded contracts for its new Indianapolis dis- 
tributing plant which, it is estimated, will cost $200,000. 

Plankinton Packing Co., Milwaukee, plans to build a new 
refrigerating building and oleomargarine factory at Muskegon 
avenue and Canal street, the estimated cost being $350,000. 

The Joslyn Mfg. & Supply Co., 133 West Washington 
boulevard, Chicago, will build a new galvanizing plant at 
1021 West Thirty-ninth street, at an estimated cost of 
$135,000. 

The Department of Public Markets, New York, plans to 
build a new $5,000,000 public market building in the Walla- 
bout market section of Brooklyn, to include a large refrigera- 
tion plant. 

The Columbian Steel Tank Co., Kansas City, Mo., will 
build a new plant at 1601 West Twelfth street at an esti- 


mated cost of $300,000, and also plans to build other units 
in the near future. 


The Fox Square Laundry will build a new three-story 
laundry on Edgewater road, New York, at an estimated cost 
of $250,000. J. J. Gloster, 110 West Fortieth street, New 
York, is the architect. 

The Board of Transportation, New York City, has awarded 
contracts for foundation for new car repair shops at Coney 
Island, estimated to cost over $500,000, and will also build 
an electrical repair shop. 

The Menominee Indian Reservation will build a new saw 
mill and planing mill at Neopit, Wis., at an estimated cost 
of $300,000, the project having been approved by the senate 
committee on Indian affairs. 

The Continental Scale Works, 2126 West Twenty-first 
street, Chicago, will build a new one-story factory at the 
corner of Claremont avenue and West Fifty-seventh street 
at an estimated cost of $75,000. 

The Breyer Ice Cream Co., Ninth and Cumberland streets, 
Philadelphia, plans to build an ice-making and refrigerating 
plant at Queens boulevard and Moore street, Long Island 
City, at an estimated cost of $500,000. 





New Corporations 











Boston Pulley & Shafting Co., Boston, $20,000; incorpor- 
ators: Thomas E. Toomey, Edward A. Counihan and Wil- 
liam L. Toomey. 

Hacheney Wrench Co., Portland, Oregon, $100,000, to 
manufacture wrenches and other tools; incorporators: Frank 
C. Hacheney and others. 

Huron Forge & Machine Co., Detroit, $150,000, to manu- 
facture drop forgings; incorporators: J. B. Webb, 7644 Wood- 
ward avenue, and others. 

Robstown Pipe Line Co., Robstown, Tex., $250,000, to build 
a gas pipe line to Galveston; incorporators: W. L. 
H. A. Root and C. T. Mathers. 

F. D. Kirby, Inc., Boston, $50,000, to deal in plumbing 
and heating supplies; incorporators: Edward J. Dowd, 
Francis D. Kirby and others. 


Moody, 


Great Western Sewer Pipe Co., Junction City, Ohio, $200,- 
000, to manufacture sewer pipe; incorporators: J. D. Elder, 
William Baird and Calvin Henry. 

Toy Town Freezer Co., Winchendon, Mass., $150,000, to 
manufacture refrigerators; incorporators: Arthur L. Brown, 
Charles T. Brown and Crandall U. Norcross. 

Maxwell Hardware Co., Wichita Falls, Texas, $600,000, to 
continue existing wholesale hardware business; incorporators: 
J. L. Maxwell, C. H. Maxwell and Mrs. J. L. Maxwell. 

The Automobile Transmission Co., Sixth and Oak streets, 
Portland, Oregon, $1,000,000, to manufacture automobile 
transmission; incorporators: R. Farmer and others. 

The Ackerman Electrical Supply Co., 325 Scribner avenue, 
N. W., Grand Rapids, Mich., $100,000, to distribute elec- 
trical supplies; incorporators: J. C. Hugge and others. 

The Heintz Steel & Mfg. Co., Main and Clinton streets, 
St. Louis, $50,000, to manufacture galvanized sheet prod- 
ucts; incorporators: William Heintz, C. H. Knackstedd and 
others. 

Guide-O-Lite Co., Inc., New London, Conn., $50,000, to 
manufacture automobile accessories; incorporators: Edward 
Y. Haskell, Seth W. Gross, Edwin A. Thompson and Charles 
H. Kenney. 

The Pitter Ventilating Fan Co., 77 West Washington street, 
Chicago, $60,000, to manufacture a patented exhaust fan; 
incorporators: William F. Rapelje, Sr., E. M. Buckley and 
J. P. Buckley. 

Porter & Ross, Inc., 30 Church street, New York City, 
$100,000, to acquire and continue an established business as 
manufacturers’ agents, specializing in street railroad and 
central station supplies; incorporators: William Porter and 
H. L. Ross. 
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Who are Seeking Opportunities for Sales and Profit 








The ale mien i in biasmons aan 


In the r “Ec onor ny"’ the screw is 
round hi rd machine screw, reac led 


similar tc 
up to the 
1e slot of the 


loosen The re- 


The steel ber is fore 





No delay in shipment. Complete stocks of all 
Zes le in bri ss and bronze. A good 
Send for Deaier's Sample Outfit. 





ECONOMY SCREW CORPORATION 
5215 Ravenswood Ave., Chicago, Ill, 


Every mill supply house 
should stock and catalog— 
DAVIS VALYYE 


SPECIALTIES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 


Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


Chicago 


408 Milwaukee Ave.. 


STOP? 


achine operator is h own traft 
ce When his br ain gets a danger 
erat 1is trusty FRIC 
TION Cc L U T C H Imost without 
tk t t rily lif aver, 
chine protector and time saver. 
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for reliability 
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A. L. SCHULTZ & SON 


1675 Elston Ave., Chicago, Ill. 


—@ The Right 
. Way to use 


Hettrick Stitched 
Belting is to put on the pul 
forget it. It’s 
made to c1Vve service—not 
trouble. 

Sold by Dealers 


The Hettrick Mfg. Co. 
Toledo, Ohio 
“The Belt of Service” 


Red and Black—Conveyor and Trans- 
P mission 





Canvas 


levs and 





EXCELSIOR 
Wood Pulleys 


Strong—Light—Durable 
Absolutely the Best Wood Pulley 


Manufactured. 


We solicit your correspondence and orders. 


Excelsior Pulley Co., Inc. 
Cuba, N. Y., U.S.A. 


DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 








EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 


| UA 
BAERS Sick ) 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 
Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 





Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


When renewing your subscription to 
MILL SUPPLIES, specify that you 
want it to include the 1925 Mill 
Supply Buyers’ Guide, if you have 
not already received a copy. The cost 
is merely nominal. They are the two 
publications that should be read and 
used by every distributor of mill 
supplies. 





When writing to Advertisers please mention Mitt Supp ies. 
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Field Notes 


o_o 





Central Automatic Sprinkler Co., formerly located at 5000 
Parkside avenue, Philadelphia, is now at 5145-47 Delancey 


street 


The Machinery, Pipe & Supply Company, San Diego, Calif., 
has left contracts for a new warehouse to be built at 832 
Crane Company, Chicago, will have another branch. It 
vill be located in Springfield, Mo. C. A. Baer will be the 

The U.S. Tool Co., Newark, N. J., manufacturer of special 
dies, subpresses and radio condensers, will move to 
plant at Ampere, N. J. 

The Keystone Pipe & Supply Co., Butler, Pa., distributor 
of pipe, mine and oil well supplies, has purchased the Rouse- 
ville Supply Co., Rouseville, Pa. 


a new 


The High Speed Hammer Co., Rochester, N. Y., has 
appointed the E. L. Essley Machinery Co., Chicago, as 
sales agent for Chicago territory. 

Ampco Twist Drill & Tool Co., Detroit, is reported to be 
preparing to move its factory operations to Kalamazoo, Mich., 
at the expiration of its present lease. 

The National Cast Iron Pipe Co., Birmingham, Ala., has 
moved its Pacific coast offices from San Francisco to the 
Hellman Bank building, Los Angeles. 

Gibbens & Gordon, 532 Canal street, New Orleans, have 
been appointed distributors in New Orleans territory for 
Foote Bros. Gear & Machine Co., Chicago. 

The Gibb Welding Machines Co., Bay City, Mich., has 
appointed the Welding Service & Sales Co., Donovan building, 
Detroit, as its Detroit territory sales agent. 

The Johnson Machinery Exchange has been organized with 
headquarters at 63 Mechanic street, Newark, N. J., to buy 
and sell new and used power transmission equipment. 

Crane Co., Chicago, is erecting a two-story and basement 
building at Sixteenth and Grand avenue, Kansas City, Mo., 
to house the downtown division of its Kansas City branch. 

The Somerville Iron Works will move its Chicago sales 
office April 1st from 322 South Michigan avenue to its new 


warehouse and office building at 3637 South Ashland avenue. 
second street, New York City, announces that the corporate 
name has been changed to Wickwire Spencer Steel Company, 
Inc. 


The Wickwire Spencer Steel Corporation, 41 East Forty- 


The Kansas City Bolt & Nut Co., Kansas City, Mo., has 
opened a branch office in the Mayo building, Tulsa, Okla. 
W. Lawrence Kennedy has been appointed manager of the 
office. 

L. S. Starrett Co., Athol, Mass., has elected the following 
officers: President, Frank A. Ball; vice-president and treas- 
urer, Willard G. Nims; assistant treasurer, Ernest W. 
Taylor. 

H. E. Gorham, Oneonta, N. Y., who formerly operated a 
machine shop and also acted as distributor of mill supplies, 
states that he has disposed of his stocks and has retired from 
the business. 

The E. C. Church Co., Providence, R. I., dealer in iron, 
steel and heavy hardware, has moved from its former loca- 
tion at Eddy and Fountain streets to new quarters at 134 
West Exchange street. 

Crane Company, Chicago, is reported as having acquired 
a stock interest in the M. J. O’Fallon Supply Company, 
Denver, Colo. There is no change in the officers or manage- 
ment of the latter company. 

Winfield H. Smith, manufacturer of light power trans- 
mission machinery, who recently erected a new factory at 
Springville, N. Y., will move his offices from his present 
location, 10 Lock street, Buffalo, to the Springville address 
May Ist. 

The Mapes & Sprow] Steel Co. has been organized with 
headquarters at 227 High street, Newark, N. J., succeed- 


ing the C. 
Sprowl. 
products. 


D. Mapes Steel Co., the same address, and C. I. 
The company is a distributor of steel and steel 


Louis T. Merriam, for the past three years vice-president 
and treasurer of the F. I. Webster Company, Greenfield and 
Turners Falls, Mass., distributor of mill supplies, hardware 
and implements, has resigned and has severed all connections 


ith +t} 


n the company. 
decrease of 11.4 per cent in the number of hoists ordered in 
February as compared with January orders, and a decrease 
of 12.63 per cent in the value of hoists ordered as compared 
with January values. 


The Electric Hoist Manufacturers’ Association reported a 


F. J. Hofacker, general manager of the Evansville Supply 
Company, has notified MILL SUPPLIES that his company has 
let the general contract for a two-story warehouse addition 
to its building. The contractors are the Tri-State Construc- 
tion Company, Evansville. 

Botwinik Bros., New Haven, Conn., dealers in machine 
tools, recently acquired the plant of the New Haven Carriage 
Company, and will concentrate their warehouse stocks there. 
The company plans to install equipment for repairing and 
rebuilding used machine tools. 

Chicago Engineer Supply Company, Chicago, has moved 
from its former location, 68 West Lake street, to new quar- 
ters at 22 West Lake street. The company has been in 
business on Lake street for the past 38 years, distributing 
engineers’ and steamfitters’ supplies. 

At the annual meeting of the Cincinnati Metal Trades 
Association last month among the officers that were elected 
was David C. Jones, vice-president of the Lukenheimer Co., 
who was made vice-president of the association. Mr. Jones 
needs no introduction to the mill supply field. 

Henry G. Thompson & Sons Co., Inc., New Haven, Conn., 
manufacturer of hack saws, has elected the following offi- 
cers, following the recent death of A. G. Thompson, presi- 
dent of the company: President, D. Carroll Smythe; vice- 


president, Graham Thompson; secretary, F. Thompson. 


The new steel warehouse which is being constructed for 
Beals, McCarthy & Rogers, iron, steel, hardware and mill 
supply distributors, of Buffalo, is expected to be completed 
soon, and will be one of the most modern and complete steel 
warehouses in the country. The stores and general offices of 
the company will remain at the present location. 

The Catalog Department—Brooklyn Daily Eagle, Brook- 
lyn, N. Y., has recently purchased the assets of the Morgner 
Catalogue Company. The department is operated by the 
commercial printing unit of the well known Brooklyn news- 
paper, and is under the management of F. A. Kissner, who 
was formerly connected with the Morgner company. 

Hammacher-Schlemmer & Company, 133 Fourth avenue, 
New York City, mill supply and hardware distributor, has 
purchased a site at 145-147 East Fifty-seventh street, New 
York City, and will erect a modern fireproof building, the 
first three floors and basement to be devoted to the company’s 
own business. This new store will then be operated as a 
branch. 

Among recent new incorporations in Alabama appears the 
name of the Mobile Belting & Supply Company, which will 
manufacture belting and distribute mill supplies. The capital 
named in the incorporation papers is $30,000, and the princi- 
pals are given as Joseph S. Southell, Arthur W. W. Williams 
and Clyde C. Berry. Complete particulars have not yet been 
secured. 

A. G. Hill, 45 Jarvis street, Toronto, Ontario, has been 
appointed agent in Toronto territory for the line of stokers of 
the Marion Machine, Foundry & Supply Company, Marion, 
Ind. The Riley Engineering & Supply Company, 7360 Duf- 
ferin street, Toronto, has been appointed the Marion com- 
pany’s exclusive agent in Canada for the sale of its soot 
blowers. 

At a recent meeting of the directors of Bliss & Laughlin, 
Inc., Harvey, Ill., Howard H. Hersey was elected treasurer 
and a director of the company, which is a manufacturer of 
cold rolled steel and shafting. Ward P. Mitchell was elected 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








NO. 80 DEPENDABLE 
TINNER’S FIRE POT 


Our new No. 80 Fire Pot has all of the 
] improvements that give the best 





Powerful burner has single needle 
ontrol, producing the highest degree of 
jeat and is noiseless in operation. Heats 






e soldering coppers quickly and a six 
ot of metal can be melted at the 
>, Ejith nigh or low test gaso- 
under all conditions 
A =xtra strong and 
powerful and easy to operate. Jobbers 
supply at factory prices. Get a catalog. 


CLAYTON & LAMBERT MFG. CO. 
No. 80 Fire Pot 6257 Beaubien st., 
Ask for latest price. DETROIT, MICH. U. Ss. A. 
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“Christiansen” Hand Screws 
None Better Made 


Put them in stock. They sell them- 
selves. 17 sizes, opening from 114” to 
57". Hard maple jaws. Screws are 
second growth hickory, the only wood 
tough enough to stand the twisting 
in. The threads are carefully saw- 
. without injury to wood fibre. 
onger than ordinary hand screws. 
Used in woodworking plants and shops, 
machine shops and foundries. 






Now: 





C. Christiansen 
2814-42 West 26th Street, Chicago 


Manufacturer of Woodworking Benches, Clamps, Hand Screws, Vises, 
Swing Cut-Off Suw Tables, Bench Stops, Manual Training Furniture, etc. 


Known the World Over as the 


| “V.-B” Belt 


For 
Transmission, Conveying and 


Elevating 
The Very Best Balata Belt Obtainable, 
We also Manufacture 
Special and Ampere Canvas Stitched Belt- 


ing and the Victor Endless Thresher and 


=| Tractor Belts 
ee 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 
345-351 W. Austin Ave. 





Factories: 
Easton, Pa. 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 


When once installed it 
becomes the most pop- 
ular machine in the shop. 





| 
| 
| Several sizes 
Catalog Upon Request 
Manufactured by 
——d 


N. A. Strand & Co. 
5001-09 No. Lincoln St. 
Chicago, Il. 
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ELDING 
JMPERIAL sxe EQUIPMENT 
OXY-ACETYLENE PROCESS 


Complete Welding and Cutting 
Outfits for All Requirements 


Automatic Acetylene Generators 
Brazing and Pre-heating Torches 


Lead Burning Outfits 
Welding Rod, Flux, etc. 


Catalog and Prices on Request 


Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the. entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 


MASON 


Reducing Valves 
Are Standard 








Do You Carry 
Them in Stock? 





MASON REGULATOR CO. 


BOSTON, MASS. 


1925 Edition 
ENGINEERING DIRECTORY 


Every manufacturer who sells through the supply 
trade can use the 1925 edition of the Engineering 
Directory, Sellers’ Guide Section. Gives names, 
addresses and other useful information about mill, 
plumbing and heating supply houses. Buy now for 
future use. The supply may not last through the 
year. $3.00 a copy. 


THE CRAWFORD PUBLISHING CO. 
537 S. Dearborn St., Chicago 
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When writing to Advertisers please mention Mitt Supp cies. 


4 


A ID 


| 


} 
: 





a AACR Ri 





OO, WARY TN REL te OTE RR EOS ERR ARNE AA NR ST SRS OOF 


assistant vice-president of the company. Mr. Hersey has 
been with the organization since 1921, when he joined the 
company as credit manager. He has been in the steel in- 
dustry for the past 15 years. Mr. Mitchell has been in the 
Bliss & Laughlin organization since 1920, and has been in the 
steel industry for 23 years. 

C. R. Ingersoll & Co., is the name of a company recently 
organized by C. R. Ingersoll, formerly president of Ingersoll- 
Erskine-Healy, Inc., Rochester. The company’s headquarters 
are at 182 Main street, Buffalo, N. Y., where it is acting as 
representative for the Jeffrey Manufacturing Company, Co- 
lumbus, Ohio; the Dow Company, Louisville, Ky.; and the 
Ramsey Chain Company, Albany, N. Y. 

W. H. Wenzel, of the Vilter Mfg. Co., Milwaukee, is chair- 
man of the local convention committee for the tenth conven- 
tion of the National Association of Purchasing Agents, which 
will be held in the Milwaukee auditorium May 25 to 28. The 
arrangements for the exposition in connection with the con- 
vention are in charge of O. A. Olson, Milwaukee Paper Box 
Co., 729 South Pierce street, Milwaukee. 

S. Horace Disston, vice-president of Henry Disston & Sons, 
Inc., Philadelphia, addressed the Philadelphia Foundrymen’s 
Association at the Manufacturers’ Club in that city on March 
1ith, and with the aid of motion pictures explained all the 
operations in the manufacturing of the Disston products. 
Over 100 members and guests were present and each was pre- 
sented with a briar pipe souvenir as a gift of the Disston 
company. 

Omer Cox, manufacturer’s agent representing several 
manufacturers of mill and plumbing supplies and tools, has 
recently moved his Los Angeles office to 630 Cotton Exchange 
building, corner Third and Main streets. He still retains 
his San Francisco headquarters at 604 Mission street, Atlas 
building, where he has been located for many years. Mr. 
Cox and his associates cover the states of California, Arizona 
and Nevada. 

The Leather Belting Exchange, Philadelphia, reported that 
February domestic sales of oak leather belting, based on 
figures received by the exchange from manufacturers repre- 
senting about 60 per cent of the total production of this 
product, amounted to 360,984 pounds, valued at $609,705, an 
average of $1.69 per pound. This was a decline from Janu- 
ary, when the sales totaled 409,252 pounds, with a value of 
$686,316, an average of $1.68 per pound. 

Youngstown Sheet & Tube Company, Youngstown, Ohio, 
reported gross sales of $120,859,197 for the year 1924, as 
compared with $187,979,700 for 1923. Net earnings for the 
year were $7,598,075, compared with $15,673,750 for 1923. 
The current assets at the close of the past year were $76,- 
822.843, and the liabilities were $13,855,284. Gross assets 
were valued at $259,607,822. Reserves aggregate $60,875,717. 
The value of plant, buildings and equipment is $128,717,000. 

Plans are nearing completion for the Southern Exposition 
which will be held in Grand Central Palace, New York City, 
May 11 to 23. The exposition is designed to attract the 
attention of the entire country to the industries of the South, 
and every southern state will be represented. Railways, 
power systems and individual industries will have exhibits, 
and it is expected that the exposition will help to impress 
on other sections of the United States the importance of 
southern industry. 


— 


The Columbian Hardware Company, Cleveland, Ohio, has 
recently made a change in its Chicago sales department, and 
has opened a new office and warehouse at 565 West Wash- 
ington boulevard, where a complete stock of the company’s 
vises and anvils will be carried. M. L. Higgins and N. P. 
Linde have been appointed representatives of the company 
in Chicago territory. The announcement of the change was 
made during the past month by A. F. Munhall, manager of 
sales for the company. 

The Smith Power Transmission Co., recently organized 
with capital of $5,000, has opened for business at 1218 
Ontario street, Cleveland, Ohio. The officers of the com- 
pany are: President and treasurer, Stiles C. Smith; vice- 
president, H. P. Smith; secretary, E. Bushnell. The com- 
pany will act as designing engineers for power transmission 
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incorporating the uses of silent chains, roller chains, gears, 
hangers, bearings, belting and shafting. It is representing 
the Whitney Mfg. Company, Hartford, Conn., and has also 
made selling arrangements with manufacturers of gears and 
belting. 

A. W. Criddle Company, Baltimore, manufacturer’s agent, 
formerly the Johnson-Criddle Company and Southern Bro- 
kerage Company, Norfolk, Va., has been superseded by the 
Lawrence-Criddle Company, 505 Phoenix building, Baltimore. 
The members of the firm are R. T. Lawrence and A. W. 
Criddle. The company represents the American Lead Co., 
Beneke-Kropf Mfg. Co., Chicago Pottery Co., Cohoes Rolling 
Mill Co., Conemaugh Iron Works, Dixie Metal Products Co., 
McShane Bell Foundry Co., National Asbestos Mfg. Co. 
and the Halsey W. Taylor Co. 





CLASSIFIED ADVERTISEMENTS 
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is to a line. 











SALESMEN WANTED 





WANTED—Mill Supply Salesmen can add to their income 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. LEither side line or all of your time depend- 
ing on territory. Write for particulars giving reference and 
present occupation, territory covered, etc. Address No. 780, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 

WANTED—A man calling at present on the Wholesale 
Hardware, Mill Supply and Belting Dealers to carry as a 
side line Raw Hide and Indian Tan Lace Leather. Address 
No. 814, care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Good opening for Mill Supply and Hardware 
Salesman, with acquaintance in Northern Wisconsin and the 
Upper Peninsula of Michigan. Address Sales Manager, 
Northern Hardware & Supply Co., Menominee, Mich. 

WANTED—Salesman experienced in the selling of bolt 
and screw product. A good side line on a commission basis. 
Address the Atlas Bolt & Screw Co., 1130 Ivanhoe Road, 
Cleveland, Ohio. 











SITUATIONS WANTED 


WANTED—Young man thoroughly experienced in mill 
supply business, executive and sales, desires connection as 
factory representative or salesman. Well acquainted in Twin 
Cities. Can furnish best of references. Address No. 816, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Thoroughly experienced mill supply man de- 
sires to make a change. Executive and sales experience. 
Would consider position with either manufacturer or jobber, 
northern or southern territory. Address No. 803, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Position as factory representative to conduct 
sales and service division in Chicago for plant out of city. 
Would also consider supervising distributing depot in Chi- 
cago. Address No. 815, care MILL SUPPLIES, 537 So. Dear- 
born St., Chicago, Ill. 

WANTED—Mechanical engineer, 33, good personality, 13 
years’ experience in technical and practical fields—elevating, 
conveying, power transmission machinery, complete plant 
equipment, especially interested in anti-friction bearings, 
speed reducers and the more progressive types of machinery. 
Now employed on construction work, desires to return to sales 
field. Metropolitan, New Jersey or Eastern territory desired. 
Address No. 805, care MILL SUPPLIES, 537 S. Dearborn street, 
Chicago. 





WANTED 


WANTED—Manufacturer of patented line of wrenches, 
ratchets, etc., in general use wherever machinery is made or 
used, desires distributor with established connections and 
financial responsibility. Approved and used by representative 
plants, railroads, ete. Address No. 807, care MILL SUPPLIES, 
537 S. Dearborn St., Chicago. 
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Quality 


is a necessary considera- 
tion where protection 
against fire loss is in- 
volved. All Diener 
Products are produced 
with this idea in mind. 
This is only one of the 
many reasons for the 
large sale of Diener 
products to large indus- 
trial plants and the 
growing demand for 
them everywhere. 








“‘Protection”’ Approved Safety 
Non-Explosive Can 


and all other Diener Products are being sold easily by 
jobbers who wish to build business for permanence, 
because Diener reputation aids in their sale. 


We Want More Jobbers—Now 


You will find it to your interest to investigate this line 
further. Write for catalog showing our complete line, 
price list, and any other desired information. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE., CHICAGO 
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Seat and disc of Nicu- 
lanium a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 





To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas 
For other features, types, sizes 
and prices, ask for new bulletin 


No. 17. 


REVERSO: — Bronze _ body 
for 200 libs. pressure Total 
temperature 550 deg. F. 

IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 


No. 780 perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 
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Mechanical 


Rawhide 





is vastly superior to the ordinary 
rawhide lace leather. 

In making it no lime or acids are used to distend 
and weaken the natural hide fibres. The genuine 
mechanical Chicago Rawhide has much greater ten- 
sile strength than any other, and you or your cus- 
tomer can safely carry it in stock for months or 
years without danger of its rotting or growing hard, 
as the ordinary rawhide or Indian-tan leather does. 


Chicago Rawhide “Selected” Cut Lacing 
Mechanical—Every lace perfect 


—lIt will pay you to handle 
this lace leather and none other— 


Write us for Prices and Samples 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, IIl. 


Mechanical Leather Tanners 
Rawhide—Indian Tan —Krome 
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™®. PUMP FRESH WATER 
3 / DIRECT FROM THE WELL 
TO YOUR FAUCETS 





For homes, 
farms, estates, 
summer cottages 
and similar places. Pump fresh water 
direct to faucets from well or cistern. 
Satisfactorily meet installation, capacity 
and operation requirements. No un- 
certain theories envolved—No experi- 
ments to try out—Myers Water Sys- 
tems have over fifty years of pump 
building experience behind them to 
guarantee quality and dependability. 
Catalog an 
prices to the 
trade. Write to- 
day. 
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BEARINGS, SHAFT, BABBITTED BELTING, RUBBER . aia 
| ndry & M hit Co. Boston Wove Hose & Rubber Co, Sh« ood 
faldwell & Son Co. Dik Co., Ine, Ste a 
lanufacturing Corporation . = Rubt Co The “— TT \ Oe: 
Clutch, Machine & Foundry Co, 1 i i Rubber . — y 
Rig eae : Y Ecitie & Racin ass. BRAZING ov ac ACETYLENE 
Com} The Republ Rubber Co. mpe — vo 
: : L Ss [(D AND SOL 
Fe & Machine Co BELTING, THRESHER alias BRON ze “BARS, a La 
rol Works tis ze Hetti Ik Mfg. Co. " Arthur Harri s& _ 
BEARINGS, SHAPT, BALL The Mechanical Rubber Co. =. Sidanetaabtertaat <eirins 
go Pulley & Shafting Co. New York Belting & Packing Co. 7" . 
Skayef Ball Beeriag Co isk” BROOMS, FACTORY, WAREHOUSE AND 
BEARINGS, fg ne OLLLESS 3 W 3 ons = At LILO cs aie " 
Arguto Oilless Beat Co. Victor Balata & Textile Belting Co, rhe J sia < Sroom Sirg. 0. : 
BEARINGS, SIAL =, See a “BRUSHES, BENCH, FLOOR, ETC. . 
Manufacturit Victor Balata & Textile Belting Co. ee ee en 
: — .  Ce'nrecenve The Josepl a . 
ae Reeves’ eves Pulley Co. BELTING, TWISTED BUCKETS, ELEVATOR 
Royersford Four y & Machine Co, Chicago Rawhide Mfg. Co, Hu well & Son Co 
BELT DRESSING Edw %. Ladew Co, In ; rane i 
Alex i m rot rs Victor Ba & Textile Belting C “Ss, Mullins Body Corporation | 
: oe ‘gare . B E I LEING, WATER PR( OR ORS, Gane: INE AND KEROSENE 
Belt Atkins & Co., Ine, \ le t r ‘ : . 
uy * L ek “BU SHINGS, BRONZE 
: Cl I de “Mt g. Co. >, & : 
s (or pms =e grass é ronze Co, 4 
r} ifg.. Co. ; 
Ee I I ; SS ian r Brass Co. 
Tl M 1 I 1 Co. “ dines 7 k . 1 root Manufacturing Corp. } 
Richy Dressing Mfg, Co., Inc oS Ml CABINE TS, FILING ! 
Cr 1 Geo. Rahmann & Co. The General Fireproofing Co, ; 
Sta nley I Cc on Shan & fl n & Go CABINETS, METAL 
ti x tile selting Co, lB. YW ons General Fireproofing Co. : 
‘BE 1. , FASTENERS Victor B ta & Textile Belting Co. CANS, EXCELSIOR ' 
i iny 7 ly 4) > TG Geo. W. I ner Mfg. Co. ' 
gy whe Hettre ee a DRILLING 
Soke “Sree Stanley Belting Corpora Geo. W | 
Victor | & Textil ng Co. ' 
LEATHER ,BENCHES, C \BINE T MAKERS’ Geo. W ' 
le Mfg. Co. BENC HES (WORK), JEWELERS precbtesevin ‘Gee ' 
. B. Williams & Sons Leiman Bré mth Cc AND TRANSFER , 
Ladew Co, En BENC HES, MACHINISTS’ The Gener ig Co. ‘ 
ace a ea se , Christiansen cASING, WELL : 
= r LACINGS, METALLIC BENCH LEGS sbidhemel Sete — ING, WELI Hi 
cl pper Belt Lacer Company The Hill Clutch, Machine & Foundry Co, bi ; . CASTERS TRUCK ] 
. oit Belt Lacer Co Standar ssed Steel Co. AS US, i 
Steel Lacing C Bond Foundry & Machine Co, | 
le a vont = Co. BE NDS AND COILS, PIPE wh _ -. e ei pln Jase | 
stol ompany ohee ? 1€ H | ss Cas : ; - ‘ 
BELT SHIFTERS Chicago Nipple Mfg. Co. CASTINGS, GRAY AND MALLEABLE i 
T. BW i's Sc oy as BINDERS, LOOSE LEAF CATALOG The Hill Clutch, Machine & Foundry Co, ; 
a ps sd initieiaanti The Heinn Company Ulinois Malleable Iron Co. j 
cL’ TIGHTENERS re : k-Belt C ul 
s, N Link-Belt Company 
Dodge Manufacturing Corporation Ford Chain _ BLOCK ean Poole Engineering & Machine Co. } 
The Hill Clutch, Machine & Foundry Ce. Wright Mfg. Co. j CASTINGS, SEMI-STEEL i 
Ww. “ns Jones Foundry & Machine Co, The Yale & Towne Mfg. Co. Bond Foundry & Machine Co : 
Link-Belt Company “KS Poole Engineering & Machine Co. 
The Medart ¢ ipany BLOCKS, PILLOW He a 
T. B. W ° d's — Co. —_ dag ed & — Co. Th Pg sci 0 MILL SUPPLY 
oa Chicago Pulley & Shafting Co. e 1€¢ ess, Ce 
BELTING, BALATA hedee Memetaetaiae Chewsaiiits R. Donnelley & Sons Co, 
Victor Balata & Textile Belting Co. The Hill Clutch, Machine & Foundry Co. he Heinn Company - - 
BELTING, CANVAS STITCHED Link-Belt Company CEMENT, LEATHER BELT 
Boston Woven Hose & Rubber Co, The Medart Company Alexander Brothers 
The Hettrick Mfg. Co. Royersford Foundry & Machine Co, Chicago Rawhide Mfg. Co. 
The Mechanical Rubber Co, Skayef Ball Bearing Co. Cocheco—I. B. Williams & Sons 
Victor Balata & Textile Belting Co. Ste andard Pressed Steel Co, rfdward R. Ladew Co., Ine. 
BELTING, CONVEYOR Valley Iron Works Chas, A. Schieren Co, : 
Boston Woven Hose & Rubber Co. - B. Wood’s Sons Co, CEMENT, PIPE JOINT 
The Wiamond Rubber Co., Inc, BLOWERS Joseph Dixon Crucible Co. e 
The Hettrick Mfg. Co. Champion Blower & Forge Co. CHAIN BELTS 
The Mechanical Rubber Co, Electric Blower Co. (forge, exhaust, ventilating) H. W. Caldwell & Son Co. 
New York Belting & Packing Co. Leiman Bros. Link-Belt Company 
. ee — A 
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CLAMPS, WOODWORKERS’, ADJUSTABLE 


CHAIN DRIVES, SILENT 


CHEESE CLOTH 

$ ! R 
Was Wot 
CLAMPS, BELT 
CLAMPS, “C” 

& ¢ 


CLEANERS, FLUE 








CLIPPERS, BOLT 
Hi 
CLOCKS, WATCHMEN’s 
CLOSETS, FROST PROOF 
. % 
CLOTHS, WIPING 
— y ; , : Ty m 
CLUTCHES, FRICTION 
B & M 
c} «& — { 
D I 0 
E M rT} 
The | Clutch > & Foundry Co, 
a MI . 
The M . 
“The | I s I 
A, I S & Son 
\ 
ry Sons 
COCKS, AIR 
Ar I yr Co, 
Mel I 
Tt Pov » 
TI Brass Mfg. Co. 
TI ng & Skinner Mfg. ( 
TI r. W I V . 
cOcCKs, BALI 
D t Co, 
M Co. 
T! ns i & Skinner Mfg. Co. 
COCKS, CORPORATION 
Tr rt v ‘ . 
COCKs, CYLINDER 
T B Mfg. " 
COCKS, GAGE 
as tor ¢ 
M 
TI . 
The Robe I s Mfg 
St 
The § Skinner 3 
T D. ° v e 
COCKS, STEAM AND SERVICE 
M 
Tg Pow : 
T) ; Brass Mfg. 
W . t Mfg. Co, 
TI rr. W ms Valve 
coGs, FOR MORTISE GEARS 
P Engineering & M e Co. 
COILS AND BENDS, PIPE 
( N Mfg. Co. 
COLLARS, SHAFT 
Bond & Machine oO. 
Ch g Pulley & Shafting C¢ 
The Hill Clutch, Machine & Foundry Co. 
The M n 
Roye y & Machine Co 
- » 
T. B. Wood’s Sons . 
COLLARS, SHAFT, MALLEABLE IRON 
COLUMNS, WATER 
Nason Manufacturing Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co 
CONVEYORS, FOR ALL PURPOSES 
H, W. Caldwell & Son Co. 


COPPERS, SOLDERING 


Chicago Solder Co. 


COUNTERSHAFTS 


Chicago Pulley & Shafting Co. 


Edgen 


Royersford Foun 


= a 





ont Machine Co., The 
ill Clut Machine & Foundry Co, 
lart Company 
& Machine Co, 
Wood’s Sons Co. 
COUPLINGS, PIPE, FLEXIBLE 
‘lexible Steam Joint Co, 
COUNTERSHAFTS, SMALL 
Machine Works, 
Strand & Co. 
COUPLINGS, SHAFT 






< 


Chicago Pulley & Shafting Co. 


Dodge 


Manufacturing Corporation 
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ill Clutch, Machine & Foundry Co, 
Link-Belt Company 
Company 
Foundry & Machine Co, 
i Foundry & Machine Co. 
dad Pressed Steel Co, 
Wood's Sons Co 
COUPLINGS, SHAFT, FLEXIBLE 
3irkle Machine Works 
x i & Machine Co. 
h, Machine & Foundry Co, 












7. BB W , rd’ 
COUPLINGS, SHAFT, FRICTION CUT-OFF 


s Sons Co. 





E ger ont “Ma hine Co., The 
TI Hill lut H e & Foundry Co, 
I M t oD 
A. L. Schultz & n 
T I Wood's Sons Co 
COUPLINGS, SHAFT, MARINE 
Bor Foundry & Machine Co, 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRAYONS, LUMBER 
u le Co, 
CUPs, LEATHER 
Chicago Rawhide Mfg. Co. 
| Tea ht. w Co., I 
The Watson-stillman Co, 


CUPs, OIL AND GREASE 
can Injector Co. 





enberthy Injector Co. 





. T. Williams Vals e Co 


CUPS, GREASE, MALLEABLE IRON 
CUTTERS, BELT 


CUTTERS, BOLT, ROD AND CHAIN 
CUTTERS, GASKET AND WASHER 
curly rERs, GLASS 
Cul rERS, MILLING 
CUTTERS, PIPE 
“as ge Sp 
Greenfi : F & Die Corp. 
Toledo Pipe Threading Machine Co 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co 
DESKS, STEEL, OFFICE AND FACTORY 
Th Gene rel T > 











DIES, PIPE THREADING 
Ar g Bros. Tool Co. 
T ter Mfg. Co. 
Toledo Pir Threading Machine Co, 
DIPPERS, COPPER 

DISCS, VALVE 
Jen Bros 
M Gasket Co. 

DOGS, LATHE 
Armstrong Bros. Tool Co, 


J. H, Williams & Co, 

DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 

DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
N. A. St i & Co, 
Wisconsin etric Co 





DRILLS, POST 
Slower & Forge Co. 
Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Too] Works 
DRILLS, TWIST 
ist Drill Co 
& Die Corp. 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST TRON 
The Hill Clutch, Foundry & Machine Co, 
The Medart Company 
T. B. Wood's Sons Co, 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co, (acid) 
Penberthy Injector Co, 
Sherwood Mfg. Co, 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
The Roberts Brass Mfg. Co. 
Sterling & Skinner Mfg. Co. 
Sherwood Mfg. Co. 
D. T. Williams Valve Co. 














emma eee 


EXPANDERS, TUBE 

The Watson-Stillman Co. 
Lovejoy Tool Works 

EXPELLERS, OIL AND MOISTURE 
The V. D, Anderson Co, 

EXTENSIONS, TAP 
The Allen Mfg. Co. 
EXTINGUISHER LIQUID 
Geo. W. Diener Mfg. Co. 
ENTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Electric Blower Co, 
£ANSTENERS, BELT 

The Bristol Compuny 

( belt Fastener Co, 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
ige Manufacturing Corporation 
The Swartwout Company 

PEEDEK VALVES, STEAM HEATING 

BUOLLER 
Nason Manufacturing Co, 
FILES 





Lo 













American Swiss File & ‘Tool Co. (Precision, 
diemakers’, toolmakers’, jewelers’, machin- 
) 
Scundin n Wes.ern Importing Co., Ltd. 
FILLERS, BARREL 
Moran Flexible St in Joint Co, 


PIKE FIGHTING DEVICKS—UNDER- 
WKIRERS’ APPROVED 
Geo. W. Diener Mtg. Co. 
LIRE PREVENTING EQUIPMENT—UNDER- 
WRITERS’ APPROVED 
Geo. W, Diener Mfg. Co. 
FIVTINGSs, HIGH PRESSURE 
Chas, Elmes Engineerir I 
Henry Vogt. Mactiine Co, 
The Watson-stillman Co, 


FITTINGS, HYDRAULIC 


las. F. I gineering Works 
Menry VoOxl Machile Co, 
The Watson-Stillman Co, 
FITTINGS, PIPE, MALLEABLE 
Illinois Malleable Iron Co, 
Waiworth Mfg, Co. 
FIPUPINGS, PIPE, STEEL 


ring Work 





} 








hine Co, 

SHAFT EQUIPMENTS 

l& Co, 
FLOATS, 








COPPER 
. Anderson Co, 
larris & Co, 
“LOOK HARDENERS, CEMENT 
The General Fireproofing Co, 
FLOOR STANDS 

Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Foundry & Machine Co, 
The Medart Company 
Roy sford rounary & Machine Co, 
T. B. Wood’s Sons Co. 

FLUX, SOLDERING 
Chicago Solder Cc 

FLY WHEELS, CAST IRON 

Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 








Link-Belt Compal 
fhe Medart Company 
T. B. Wood’s Sons Co. 
FORGE BLOWERS, ELECTRIC 
Electri Blower Co, 
FORGES, BLACKSMITH 
Champion Blower & Forge Co. 

FORGES, RIVET 
Champion Blower & Forge Co. 
Lovejoy Tool Works 

FRAMES, HACK SAW 

E. C. Atkins & Co., Inc, 

FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co, 
T. B. Wood’s Sons Co. 


FURNACES, SOLDERING 

Clayton & Lambert Mfg. Co, 
Geo. W. Diener Mfg. Co. 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co, 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 
Scandinavian Western Importing Co. 
The Turner Brass Works 
Yost Mfg. Co. 

GAGE GLASSES 
Libbey Glass Mfg. Co. 
H,. A. Rogers & Co, 

GAGES, HYDRATLIC 
Chas. F. Elmes Engineering Works 
The Watson-Stillman Co, 
GAGES, LIQUID AMMONIA 

Nason Manufacturing Co, 

GAGES, WATER 
Americen Injector Co. 
Detroit Lubricator Co. 
McRae & Roberts Co. 


Sete eae 


2x coms ane 


mw een b> a 





eansteenewe sees 
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LIBBEY 


Gauge Glasses § 


Safety Always 


For some purposes ordinary 






gauge glasses are suitable. but 
where safety is a factor, Libbey 


is the glass to use. 


The Libbey Glass Mfg. Co. 


Toledo, Ohio 





Our Line is the Recognized Standard on 


Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 













Write 
for 


Catalog 





THE 
STERLING & SKINNER MEG. CO. 


DETROIT, MICH. 











| IIMA 








Without Doubt 


Nason 
Olympus 
Gauge 
Cocks 

ona 

boiler 
mean 

the 

last 

word in 
design. 
Renewable 
Regrinding 
Revolving 


Write Us 


Nason Manufacturing Co. 
Steam Specialty Specialists Since 1841 


71 Fulton Street New York 








UIA UL 








A Type for 


Every Service 


Bulletins on request 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 


LDS 


NULLA 








=e 


é 
i 
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Nason Manufacturing Co, 
Penberthy Injector Co, 
The Penn Engineering Co. 
The Wm. Powell Co 





The Roberts Brass Mfg. Co, 
Sterling & Skinner Mtg. Co. 
The D. T. Will I Ve eo Ge 


GASKETS" 
Jenkins Bros 
Hewitt Rubber Co, 
Metallo Gasket Co, 
New York Belting & Packing Co. 
GEARS 


H. W. Caldwell & son Co. 


The Hill Clutch, Machine & Foundry Co. 





The Meda iny 
Poole Er 1eering & Machine Co, (all kinds) 
GEALKs, KAWHIDE 
Chicago Rawhide Mfg. Co 
GEARS hear REDUCING 


The Hill ¢ mas h, Machine & Foundry Co, 
Poole Engineering & Ma hine Co. 
GENERATORS, ACETYLENE 
Imperial Brass Ba z, oO. 
sLASSES, GAGE 
The Libbey ounas Mfg. Co. 
H, A. Rogers & Co, 





GRAPHITE FOR _ L PURPOSES 
Joseph Dixon Crucible C 
GREASE, Lt BIRIC ATING 
Bond Foundry & Machine Co., *‘Bondeline”’ 


Dixon Crucible Co. 
} oun ry & Machine Co. 


Joseph 

ROPSEST OE j 
GRINDERS BENC H ane FLOOR 

Bond 11 y & 

alley & ‘Shaft ng Co. 

i Foun y&M hine Co, 


GRINDERS, 
MI 





ELECTRIC 
BI & Le Mfg. 


I 

Bodi 

N. A. Strand & 

Wisconsir E tr Co 
GRINDEKRs, TOOL, 

Chicago Pulley & Sha 


ROLLER BEARING 


fting Co 


GRINDERS, VALVE 
Wisconsin Electric C0. 
Gt AR Ds, ELECTRIC LAMP 
Flexible Stee ng Co 
GU ARDS, MACHINE 
; GUNs, OL AND GREASE 
Bond Foundry & Machir oO. 
Royersford Foundry & Machine Co. 
j HANDSCREWS 
HANGERS, BALL BEARING 
\ 


ILANGERS, DOOR 


F. B. Myers & Bro. Co 





HANGER PIPE ; 
‘Ball Joir The Penn Engineering Co. 
I \ I 
W — . 
HANGERS, SHAFT 
hine Co 
ting Co 
Corporation 
1ine & Foundry Co, 





The Medart Company 

P} t Foun actly : 

Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 

Jalley Iron Work 

T. B. Wood's Sons Co 


HE ADERS PIPE 


HEADS, EXHAU ST 
The S 
HEAT RESISTING PAINT 
HEATERS, FEED WATER 
AE \TERS, GLUE. STEAM AND GAS 
Nason Manufacturing Co. 
HOISTS, CHAIN 
Ford Chain Block Co. 
Wright Mfg, Co 


The Yale & Towne Mfg. Co. 
HOT. DERS, TOOL 
Armstrong Bros. Tool Co 
J. H. Williams & Co 
HOOKS, BELT 
Company ° 
Steel Lacing Co 
HOSE, COTTON 
Roston Woven Hose & Rubber Co, 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
HOSE. RUBBER 
Boston Woven Hose & Rubber Co, 
Diamond Rubber Co., Inc. 
Hewitt Rubber (Co. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
The Republic Rubber Co, 


The Bristol 
Flexible 


HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas, F, Elmes Engine ering Works 
Chas. A. Schieren Co. 
The Watson-Stillman Co, 

INJECTORS 

Injector Co. 
Injector Co, 
Powell Co. 
Mfg. Co. 


American 
Penberthy 
The Wm. 


Sherwood 








~~ KS, LIFTING 
Elme \W s (hydrau ) 
yy Vou Wo Ks 
gt et E AP ANSION, COPPER 
\ ir Harris Co. 
JOLNTS, PIPE, ¥F LE XIBLE 
KETELES, STEAM JACKETED 
KNIV ES MACHINE 
E. ( Atkins & Co. 
LACE LEATHER 
( F tawhide Mite. Co, 
Edw kK Ww o., Ine 
Chas. A. Schi eren Co. 
I. B. Williams & Sons 
LACEKs, BELT 
Clipper Belt Lacer Co, 
Detroit Bel Lacer Co, 
LAC — METALLIC 


BEI ow 


Cor 


Be 





any 





Belt Lacer Co. 
3 Steel Lacing Co. 
The Bristol Company 
LADLES AND KETTLES, MELTING 
Mullins Body Corporation 
reread GUARDS 
Steel Lacing Co 


L E: ATHER SPECIALTIES 





Flexible 


Alexander 





Chicago Co. 
I ° In 
W. S. Nott Company 
i LE ATHERS, HAND 
Chicago Rawhide Mfg. Co 
LEGs, BENCH 
andar Pressed Steel Co. 
spi KE RS 


LONGSC REWSs 














LU Bick ANTS, ais. « ROLLER BEARING 
Bon i ry & Machine Co. 
Royers Foundry & Machine Co. 
Lt Is ri ATOR GLASSES 
A. Roge & 
L t BR ICATORS 
American Injector Co. 
Detroit Lut ri Co 
McRae & R« ts Co 
Th Wr 1 Co. 
The D. 7 ums Valve Co. 
M. Ac HINE TOOLS 
The Crescent chine Co. 
( id Tap & Die Corp. 
Royersfor Foundry & Machine Co. 


M ACHINERY 
cago Pulley & Sh 
Dodge Manuf 


CLUTCHES 
afting Co. 
icturing Corporation 








mont Machine Co ne. 

Hill Ch } M & Foundry Co. 

AT 

M ( 
Sct & Son ¥ 
Wood's Sons Co 


M Ac HINE Ss, BAND SAW, FOUNDRY 


H, ¢ S ‘Mi 


MACHINERY, COAL SANDLING 


ge M unufactu aring ( Sorporation 


Do 


M - HINE RY, CONVEYING AND ELEVATING 
ige Manufacturing Corporation 
The Hu Clut “h Mé ichine & Foundry Co, 


MAC HINES, + going OFF 
The |} 1 n » ‘“Milband” 
MAC HINES lb GIINDING AND PU ISHING 
lir Con par Vv 
I & Mac ‘ oO. 
R oyersford Foundry & Machine Co, 
N. A. Strand & Co. 
Wisconsin Electric Co 
MACHINERY, ICE AND REFRIGERATION 
Henry Voet Machine Co 
MACHINES, METAL CUTTING 
KE. C. Atkins & Co., Inc, 


RB 





MACHINES. PIPE CUTTING AND 
THREADING 


Greenfield Tan & Die 
The Oster Mfg. Co. 
Toledo Fine Threading Machine Co 


Corp. 


MACHINES, PUNCHING AND SHEARING 

Royersford Forndry & Machine Co 
MACHINERY, WOODWORKING 

FE. C. Atkins & Co. 

The Crescent Machine Coa 


MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfe. Co 
MATS AND MATTING, RUBBER 
Diamond Rubher Co... Tne. 
The Mechanical Rubber Co, 


When writing to 


New York Belting & Packing Co. 

MERCHANDISE CONVEYORS 
Link-Belt Company 
Kr. K. Myers & Bro. Co. 

METAL, BEARING 

Dodge Menufacturing Corporation 
Bunting Erass & Bronze Co, 
The Medart Company 
Reeves Pulley Co. 
Stewart Manufacturing Corp. 

MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
Chicago Belting Co. 
The Chicago Rawhide Mfg. Co. 
Edward R, adew Co.,, Ine. 
Chas. A, Schieren Co. 
I. B. Williams & Sons 


MOTORS, ELECTRIC 





A r Motor Mfg. Co. 
Wisconsin ctric Company 
Bodine Electric Company 


MOVERs, 
Advance Car Mover Co, 
Appleton Car-Mover Co. 
MULE STANDS 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
T. B. Wood's Sons Co, 
ried LES, PIPE 


CAR 





go Nipr g 
Nt Ts, * AC HINE SCREW 
, Screw Corporation 
OIL PL MPs, 
Sherwood Mfg, Co. 
OLL WELL 
Powell Co. 
OLLERS, 
Lidseen Products, 
OLLERS, MULTIPLE FEED 
Detroit Lubricator Co, 


HAND 


ACCESSORIES 
The Wm. 
PUMP 


Sherwood Mfg. Co, 
OLLING DEVICES 
American Injector Co, 
= troit Lubricator Co, 
Me 
The 1 Co 





Sherwood Mfg. Co, 


The D. T. Williar 
OILS, 





Valy 
“Wa B RIK ATING 
Works Co. 
P AC a AMMONIA 


Ww orks of America 





king Co. 





Re wh! ( 
PAC KING, PLENIB LE METALLIC 


P AC KING, HYDRAU LIC 





& Ps king Works of America 
| a ifs Cc 

















s. F.. s Ei ( W 
Hewitt Rubber Co, 
Edw ik. L Inc 
» Co 
king Co 
I, B. Williams & Sons 
P \¢ KING, PISTON 
Bra ( Works of America 
Diamond Rubber Co., In 
Hewitt Rubber Co, 
The Mec} liecal Rubber Co, 
New Yor Belti Packing Co, 
The Republi r Ca. 
Pr ve KING, RURBER 
Braiding & Packing Works of America 
Dian ond Rubber o., Inc 


Hewitt R Ober Co. 

The Mechanical Rubber Co. 

New York Belting & Packing Co, 
The Republic Rubher Co, 

PAC KING, SHEET 
iding & Packing Works of America 
nond Rubber Co., Ine, 

“Jenk ins '96"°—Jenkins Bros, 

Hewitt Rubber Co, 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co. 
PACKING, VALVE STEM 
& Packing Works of America 
Rhopac Products Co, 
Penberthy Injector Co. 
The Roberts Brass Mfg. Co. 
Sherwood Mfg. Co. 

PAINT, SILIC _ GRAPHITE 








Joseph Dixon Crucible 
PAINTS, W ATERPROOF 
The Nitrose Company 


The General Fireproofing Co. 


PANS, TOTE 
Mullins Body Corr 


PASTE, SOLDERING 
Chicago Solder Co 
PEGS OR PINS » BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
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:§ Crescent Universal : 
:| OU do not have to cut the price F| 
5 to get orders for CRESCENT machines. ¢| 
: CRESCENT prices are made at the factory, | 
in and are as low as is consistent with building ml 
FE strictly high grade wood working equip- =| 
= ment. Your customers want CRESCENT ¢| 
Is quality and are willing to pay for it. Send us E| 
P more orders and we will show you that the | 

») 


machines make good, 


Send today for r catalog giving com iplete description of our bar 
Saws, Saw tab 






, jointers, pers, planers . borers , planer and 





matchers, swing saws, disk grinder, cut off table, h ollow chis 


mortiser, variety mel worker, universal wood worker, 


Ge 
Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 
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MORAN 
Flexible 


Joints 


For Steam, Air, Water. 
Gas, Oils and other 
liquids 





Straight Pattern 


MORAN Flexible Joints are 
suitable for almost every pur- 
pose requiring a flexible con- 
veyor of steam, air, gas or 
liquids. Years of actual service 
have demonstrated their superi- 
ority. They are made in seven 
types, all of which can be sup- 
plied with either flange or screw 
ends. All standard joints are 
suitable for a working pressure 
up to 150 pounds. Extra heavy 
joints from 250 to 1000 pounds. 
When ordering specify what 
type of joint wanted and if for 
steam or liquid. They are made 
in sizes from %-in. to 36-in. 





Angle Pattern 


Distributors, send for catalog. 


Moran Flexible Steam 
Joint Co. 
217 W. Main st. 
Louisville, Ky. 





Special Liquid Type 
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SWARTWOUT PRODUCTS 
High Pressure Bucket, Low Pressure 
Fioat and Return, Lift ing and Vacuum 
am Traps. Cast Ircn Exhaust Head. 
eam, Oil and Air Separators, Air 
Traps, Water Level Control Valves, and 
the well known Swartwout All-Service 
and Junior Feed Water Heaters. 




















ments are necessary for vary ing pressure. 
Same trap operates from 5to250 Ibs. pressure 
without adjustment because entire operation sures up to 250 lbs. per 
takes place through only one perfectly bal- 


Swartwout Hydromatic Steam Traps 


This Swart wout trap does its work perfectly, ing 
without trouble, without expense. 
metal valve and valve seat are both,reversible 
and interchangeable, insuring perfect fit and 
long wear. Should be carried by every jobber. 


The Model —— 


The Non-Tilting 


Swartwout 
Return Lifting 


and Vacuum 


Steam Trap 


Swartwout High Pressure 


HE Swartwout Return Trap was de- / g c 
signed as a positive, economical and Bucket Type Steam Trap 


efficient means of returning condensa- The reve rsible, inter- 
tion direct to boilers at high temperatures. changeable valve and seat 
Trunnion stuffing box leaks are eliminated is an important feature of 
because of the non-tilting feature. No adjust- this trap, It is positive in 


action, simple in construc- 
tion and operates without 
causing trouble at all pres- 


square inch. 


Swartwout Low Pressure 
Float Type Steam Trap 


Is designed for use in heat- 
stems, draining oil 
rators or any other 
steam apparatus operating 
under pressure not exceed- 
/alve open- 











ing 25 pot 


fee full ate ‘size, 


Swartwout 


Steam Specialties 


THE SW ARTWOU i COMPANY, Cleveland, Ohio 


‘Neveland, Ohio--Orrville, Ohio 

















IF YOU NEED 


Dependable Pulling 


Power 


you owe it to yourself to harness your belts 
with our 


Holding Power 


CRESCENT 


BELT FASTENERS 


Make possible CONTINUOUS PRODUC- 

TION; ELIMINATE BELT TROUBLE and 

SHUTDOWNS and MAKE GOOD BELTS 
GIVE BETTER SERVICE! 


Write for full information. 


CRESCENT BELT FASTENER COMPANY 


247 Park Avenue 


New York City 
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PIPE THREADING TOOLS 


Armstrong Bros. Tool (¢ 

T™ rhreading Machine Co. 
PIPE, HIGH PRESSURE 

TI Wat 1-Sti n Co. 


PIPE, STEEL 


N . 
PLATES, BASE 
Bond Foundry & Mac! ( 
Dodge Mat t ; poration 
PLATES, FLOOR AND CEILING 
The Penn E 


PLATFORMS, LIFT TRUCK 


PLUGS, BRASS AND FUSIBLE 


rw \M 
r . y Vv 


HH > 


Po! ES, = BULAR STEEI 


~ y pany 


POWE i TRANSMISSION APPLIANC 


The Hill Clutch, M hine & Foundry Co. 


PRESSES, BEET, HYDRAULIC 


PRE aa s, DEEL. AND FOOT 
Royersf } & Machine Co, 
PRESSES, HYDRAULIC, FORCING 
PRIMING CUPS 
Detroit Lubricator Co, 
McRae & Roberts Co, 
T St Se r ~s M ge. 
PROTEC TORS, ELEC TRIC LAMP 


Fl LLE ¥Y COVERING 


Pt LLEYs, BAI I. BEARING 








PULLEYS, CAST IRON 
I M ? Works 
Bond Mactl ( 
Hm. W. x & S 
LD) g M por Y 
The Hill Cl Ma & nd Co 

M 
Machine C 

Val I n V 
2 Be ' S 3 Co, 

“PULLEYS, CONVEYOR 





1 Clut thy Ma nine “& Foundry Co, 


T. B. Wood Sons Co. 
PULLEYS, FLANGE 
Dodge Mar turing Cory yn 





The Hill Clutch, Machine & Foundry Co, 









R 
Te | Sons Co, 
PULLEYS, FRICTION CLUTCH 
Bor Foundry & Machine Co, 
I » Pul St g Co, 
I M I ( ration 


Edg ont Machine 


The E Co 
The Hill Clutch, Mac hine & Foundry Co, 








W,. A. Jones Foundry & Machine Co, 
T Medart Comr y 

TI Moor & Wt Co 

I Pulle 





Wood's Sons Co, 
PULLEYS, IRON CENTER 
Manufacturing Corporation 





PULL E YS, LOOSE 

vy & Shafting Co, 

) facturing Corporation 

The “HIN “Clutch, Machine & Foundry Co, 





PRESSE 8, DRILL, JEWELERS’ SE NSITIVE 

















I ‘-Belt ¢ i Hewitt Rubber Co, 
=a rt Cor 5 Jenkins Bros, 
R s Pu The Mechanical Rubber Co. 
Ss w Mf ( New York Belting & Pac king Co, 
3 I B ng Co. The Republic Rubber Co, 
T. Wood's Sons Co. SAFES, UNDERWRITERS’ 
PULLEYS, MOTOR The General Fireproofing Co. 
Bir cle M hine Works : cae SAFETY DEVICES 
esa es Pal Aihss anne as, ay The Crescent Machine Co, 
: Hill Clutch, Machine & Foundry Co, Dodge Manufacturing Conporation _ 
4, Jones Foundry & Machine Co, SAND BLAST OUTFITS 
Lir Belt Com I Leiman Bros, 
The Medart Company SAWS, BAND 
Reeves Pulley oO. rerican Saw & Mfg. Co, 
a R <W iM ) E. C. Atkins & Co, 
Sa v Mf Ce The Crescent Machine Co. 
ro Wood's Sons Co, The H. G. Thompson & on Co, (metal cutting) 
PULLEYS, PAPER SAWS, BAND, N. ARROW, WOOD CUTTING 





























TI Ro i Mfg. Co. The H, G. Thompson & Son Co, 
PU LLEYS, ‘ROL ER BEARING SAWS, CIRCULAR 
S ¢ | | Co. E. C. Atkins & Co, 
P t L 1 EYS, STEEL SAW s, HAC K (Blades) 
mar » Br Y e an Saw & Mfg. Co, 
is aoqithedb- ee , EK. Cc. Atkins & Cc 
Dodg . : oration The H. G. Thompson & Son Co, 
rul L. E Ys, STEEL RIM Victor Saw Works, Ine. 
M . SAWS, HACK (Machines) 
PULLEYS, SEZ P AND TAPER CONE E. C. Atkins & Co. 
Dodse Manufactu rporation SAWS, HAND 
The Hill Clutch, Machine & Foundry Co, E. C. Atkins & Co 
Tk I n - Pal Ta ~ 
“he 2 \\ S 1 Co SAWS, SWING, CUT-OFF 
R Pulley E. C. Atkins & Co. 
Sag v M ( The Crescent Machine Co, 
pA ° Sons Co, SCREENS, WIRE 
PULLEYS, woop SPLIT Wickwire Spencer Steel Co., Inc. 
( Pulley S ng Co. SCREW DRIV ERS, ELECTRIC 
Mat Fpor a The Black & Decker Mfg. Co, 
E isior P : pany N. A. Strand & Co. 
wt Bar hae eg = SCREWDRIVERS, HAND 
‘ u American Saw & Mfg. Co. 
s vy Mig. Co. = SCREW MAC HINE PRODUCTS 
PUMP JACKS Con & Set riw €io, 
I ( M Co, -B ( 
& Standard Pressed Steel Co. 
E. M & Bro, Co. SCREW PLATES 
PUMPS, AIR Greenfield Tap & ag Mech : I 
Bros. a SCREWS, CAP AND SET 
PUMPS, BOU ER FEED he Avion See Go ‘ 
M. I r Ss Ie y Cap & Set Screw Co, 
Pl MPS, ELEC TRICE Standard Pressed Steel Co. 
( s¢ oe oncgy- HINE, ARON AND BRASS 
E s 
M. rfer I ss Co, ? > 
P r MPs, GAS “AND VACUUM SCREWS, SAF ETY SET 
; Allen Mfg. Co, 
. _ The Bristol Company 
Pumps, HAND AND POWER Standard Pressed Steel Co. 
es argh SCREWS, THUMB 
i E. Mvers & Bro. Co. Economy Screw Corporation 
I I. L. Oberdorfer Brass Co, SEPARATORS, OIL AND STEAM 
PUMPS, JET The Swartwout Company 
Ar ican Injector Co, The D, T. Williams Valve Co. 
Mfg. Co. SHAFTING 
PUMPS, MINE Bond Foundry & Machine Co. 
I ( Mfg. Co. Bl & Laughlin, Ine, 
I & Co H,. W. Caldwell & Son Co. 
Myers & B Co. Chicago Pulley & Shafting Co. 
P l MPS, OIL Dodge Mée inufacturing Corporation 
. Lu The Hill Clut« od eOenS & Foundry Co, 
- ; Link-Belt Com} 
- ets, The Medart ( ‘ompany 
to : ss ( Royersford Foundry & Machine Co. 
get Ne “M Co. A. L. Schultz & Son 
PUMPS, TANK Tz. B. Ww cod's Sons ( o. ; ; 
Cie Gauiée Mie, Ce 2 SHEAVES, MANILA AND WIRE ROPE 
Ras eee: A oi The Hill Clutch Machine & Foundry Co 
‘*, E. Myers & Bro. Co. Link-Belt Compan 
PUNCHES AND DIES The sedart Cc ompany 
ra Foundry & Machine Co T. B. Wood’s Sons Co. 
PUNCHES, SCREW is ee 
Lovejoy Tool Works The General Fireproofing Co. 


RADIATORS, HIGH PRESSURE VERTICAL 
TUBE , 


facturing Co, 


Nason Mant 





SHOP FURNITURE, STEEL 
e General Fireproofing Co, 
SHOVELS 
Wood Shovel & Tool Co, 


RAILS, ELECTRIC MOTOR : Ps 7 ; 2 
Birkle Machine Works SLEEVES AND SOCKETS, DRILL 
ra RASPS Lovejoy Tool Works 
Ss 
\ ; qc ees ta SOLDER, BAR AND WIRE 
Scandinaviar Vestern Importing ) Ltd. : s 
i ee Chicago Solder Company 
RATCHETS SOLDERING COPPERS, FLUX, PASTE AND 
Armstrong Bros. Tool Co. SALTS 
REAMERS Chicago Solder Company 
Cleveland Twist Drill Co. SOLDERING OUTFITS, ACETYLENE 
Greenfield Tap & Die Corp. Imperial Brass Mfg. Co. 
REDUCERS, SPEED SPEED TRANSFORMERS 


The Hill Clutch, Machine & F 


Poole Engineering & Machine 


oundry Co, The Hill Clutch Machine & Foundry Co, 
Co. SPROCKETS 


ROPE DRIVES Link-Belt Company 


H, W. Caldwell & Son Co. 


The Medart Company 


Dodge Manufacturing Corporation A. L. Schultz & Son 


The Hill Clutch, Machine & F 


Link-Belt Company 
The Medart Company) 
T. B. Wood's Sons Co, 


ROPE, WIRE 
Wickwire Spencer Steel Co., Inc 


oundry Co, STANDS, EMERY WHEEL 
Bond Foundry & Machine Co, 
STEAM SPECIALTIES 
American Injector Co. 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 


RU BBER GOODS, MEC H ANICAL Detroit Lubricator Co. 
3oston Woven Hose & Rubber Co, Golden-Anderson Valve Specialty Co. 


Diamond Rubber Co., Inc, 


Metallo Gasket Co. 
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WATER GAUGES 


and 
other quality 
Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 











Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 














HE Oberdorfer “Little Giant” Motor 

Driven pump is dependable, economical 
and handy in moving cutting compounds or 
other liquids up to 120 gallons per hour. 
Mounted on a cast iron base which can be 
made portable. 


Oberdorfer pumps, gear type, are made of 
bronze with shaft of Tobin bronze—making 
the pumps non-corrosive. Several sizes and 
types to meet various conditions. 


Write for Catalogue ““M” and name of nearest distributor. 


M. L. OBERDORFER BRASS CO. 
Syracuse, N. Y. 



































TO ABOLISH BELT SLIP 


and to deliver more power to your driven shafting 
and machinery, apply Dixon’s Solid Belt Dressing 
to every leather, fabric and rubber belt in your 
plant. 

It will keep the belts soft and pliable with a more 
positive grip on the pulley surfaces over the maxi- 
mum arc of contact. 

A true belt preservative that will greatly increase 
the life of every belt. 

Dixon’s Solid Belt Dressing does not harden, cut 
or clog the belt. Its high efficiency and economy 
are proved by many years’ use in thousands of fac- 
tories, machine shops and power plants. 

Safe to apply with the belt running at full speed. A little ap- 


plied at regular intervals is the best way to keep your belt in 
prime condition continuously. 


Handy in size, 2 in. x 8 in. The weight is about 1 lb. Does 
not deteriorate in storage. 


Write for Belt Dressing Circular No. 71-0. 


JOSEPH DIXON CRUCIBLE CO. 


> 4 Jersey City, New Jersey 


reat WARK Established 1827 


D N 


Trae mann 














“Cleveland Type” 
Collar Ojiling 
Bearings 


“smith Type” 
Hill Friction 
Clutches 


“Industrial Type” 
Spur Gear Speed 
Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type” Collar Oiling Bearings 


“Industrial Type’? Spur Gear Speed 
Transformers 
““Steelarm” Automatic Belt Tighteners 
Your customers’ wants mean more to us than “‘so 
much material’. A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 


lems. You receive the accumulated experience of 
“half a century’ serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 
General Office and Plant, Cleveland, O. 
New York Office, 50 Church St. 











* BEER IO IAS 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


a IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 


















































“ 
" ‘ 
Nason Manufacturing Co. VALVE-UNIONS VISES, DRILL PRESS 
Sterling & Skinner Mfg. Co. Nason Manufacturing Co, Yost Mfg. Co. 
The McRae & Roberts Co. VALVES, AIR VISES, MACHINISTS’ 
The Wm. Powell Co. The Penn Engineering Co. The Chas. P ee Co. 
H. A. Rogers & Co The Roberts Brass Mfg. Co, Prentiss : 
a cote tgs — pany Sterling & Skinner Mfg. Co. hea Mtg. 6. 
alworth Mfg. 0. 2 \ ost Mfg. Co. 
The D. T. Williams Valve Co. : V poet a wh mgr “onan VISES, PATTERN MAKERS’ 
STEEL Ge nderson e Sper Co. gi Sein winivanuat 
Bliss & Laughlin, Ine, VALVEs, BALAN( ED. rieas Yost Mfe. Ce 
STOC K BINS Golden-A rson Valve Specialty Co. VISES, PIPE 
= ( ir ‘ Mason Regulator Co. . ‘ong Bros, Tool Co, 
SrOr ks AND DIES VALVES BLOW OFF nee ad Tap & Die Corp. 
AI trong B , = i a ae neering Works The Chas. Parker Co, 
r I x t ory} G len-Anderson % lve Spe y Co. Toledo Pipe Threading Machine Co. 
‘ Uv Mfg. Co. . Jenkins Bro Walworth Mfg. Co. 
Toledo Pipe Threading Machine Co T} Wm. owell Co, Yost Mfg. Co. 
STRAINERS The D, T. Williams Valve Co. VISES, WOODWORKERS’, RAPID ACTING 
Amer uz Injector or W Mfg. Co "eae ristiat 1 
The Swartwout any VALVES, CHECK Yost Mfg. Co 
STR APS LEATHER . FJ Engineerir Wwe W ASHE Rs . BRASS 
Chicago Rawhide Mf Co. jenkins bros. Economy §S on 
6s : Tt Ohio WASHEKS, ‘LEATHER 
I The Wn ; ; Chicago Rawhide Mfg. Co. 
SWAGES, UPSET The D. T. Williams Valve Co Edward R, Ladew Co., Inc 
E, C. Atkins & Co., In Walworth Mfg. Co. WASHERS, RUBBER 
, ABL a S, " STE AM VALVES, (¢ OL D WATER, BALATA Diamond Rubber Co., Ine. 
Nason Manuf o. Victor B ta & le Belting Co New York Belting & Packing Co. 
CILING, KUBBE i, INTERLOCKING v ALY ES, ENGINE SLOP w ANTE, co" TON AND WOOL 
New York Belting & Packing Co. Gold \r , \ Specialty Co icago 1 g Co. 
TUOLS, BORING VALVES, GATE, GLOBE AND ANGLE The J. Milton Hagy Waate Works 
Armstrong Bros. Tool Co. I M Iron Co. WATCHCLOCKS 
TOOL Ss, MACHINISTS’ kins Bros tex Wat or Corporation 
n Swiss File & Tool Co. Ohio Brass Co. WATER CLOSETS, FROST PROOF 
x Bros [Tool Co. Wm. Powell Co. Jos, A. Vogel Co. 
sre Tap & Cort Walworth Mfg. Co. w ATS R GAGES 
Sean n \ porting Co., Ltd. The D. T. Williams Valve Co. n Manuf iring Co 
J. H.W I “ . Vv Al hota S, “HIGH PRESSURE to ss Mfg. Co 
TOOLS, PLUMBERS’ AND STEAMFITTERY’ Sec ictevas’ Wifes ‘ring & Skinner Mfs. Co. 
Armstr ore 1 i : WATER LEVEL CONTROL 
Gre enfield Ta & Die Cory : Nason Manufacturing Co, 
Toledo Pipe ‘vYhreading Mac hine Co. WE VPHER RESISTING PAINT 
Walwort Mtg. C¢ Co. "1 \ 
TOOLS, SAW falve Co WELDING ‘AND CUTTING EQUIPMENT 
E. C. Atkins & Co,, Inc, es Imperial Brass Mfg, Co. 
POOLS, SCREW CUTTING . aes wilh DING ROD, FLUX AND SUPPLIES 
Rencuhuidl an a Bia, Cock, . “VALVES. HYDRAULIC cuaneatak Gecns te 
PORCHES, BLOW - i Er ering Works F WHEELS, “GRINDING 
layton & mbert Mfg. Co. Jenkins Bros. = E. C. Atkins & Co., Inc. 
Geo. W Diener Mfg. Co The W m. Powell Co a New York Belting & Packing Co. 
S 1 vi t Importing Spe Rtg B. Ca bay WINCHES 
= rks bag el a erty a Co A. L. Schultz & Son 
PIKANSMISSION, VARIABLE SPEED The D. T Wi “eae ns Vaive Co WIPING ¢ — MACHINERY 
> Mo € & Wt Co. 7 Sanden > > ES a a = y cago San \ g Co. 
ulley Co . VALV ES, POI SAI ETY AND RELIEF The J. Milton Maen Waste Wothke 
TRAPS, AIR AND SEDIMENT egg eo. 0. Louisville Sanitary Wipers Co.. Ie 
r se D> \1 ie ™m, -owell Oo. 
tt is Mma gg sl Walworth Mfg. Co. Ee WIRE AND WIRE CLOTH 
TRAPS, STEAM VALVES, PRESSURE REGULATING Naat cis ly , WIRE ROPE 
The V. I Ander ; G. M. Davis Regulator Co. Wickwire Spencer Steel Co., Inc. 
G. M,. Davis Kegulator Co. Ch . F. Elmes Engineering Works IcKWI I WIC Py 
Nason Manufacturing Co Golden-Anderson Valve Specialty Co. Chicago Solder Co. : 
D. T. Williams Valve Co. Mason Regulator Co, wi 
The Swartwout Compan Walworth Mfg. Co. m ae hg runt VARIETY 
TROLLEYS VALVES, PUMP, RUBBER Re eres 
Savotcw Weel Works Wiescmudl Svnnes Ca. Baa WRENCH SETS 
pti eee ee ne “ta Armstrong Bros. Tool Co. 
crag ms Phraya a sen J. H, Williams & Co. 
Menasha W i The Mechanical Rubber Co ai ~ vial 
[ . - Yh Ss a 
TRUCKS, WARE HOt SE New York Belting & Packing Co. went a ADJUSTABLE 
Menasha Wood 3 t Pulle ( VALVES, QUICK OPENING J “H Williams & Co. 
Tt BES " BOIL. ER Nason Manufacturing Co, ‘ _ WRENCHES, OPEN END 
National Tube Company 7 7 VALVES, RADIATOR Armstrong Bros. Tool Co. 
TUBING, RUBBER Detroit Lubricator Co. J. H. Williams & Co. 
New York Belting & Packing Co. Jenkins Bros. WRENCHES, PIPE 
TUBING, STEEI The Ohio Brass Co. Greenfield Tap & Die Corp. 
r ; a The Wm. Powell Co. Walworth Mfg. Co. 
National Tube Co. _ ’ Walworth Mfg. Co. J. H. Williams & Co. 
UNIONS, BRASS AND IRON The D. T. Williams Valve Co. WRENCHES, PIPE, CHAIN 
Illinois Malleable Iron Co. VALVES, THROTTLE Armstrong Bros. Fg Co. 
Walworth Mfg. Co. Detroit Lubricator Co. J. H. Williams & C 
VALVE LEATHERS Golden-Anderson Valve Specialty Co. WRENCHES, SOCKET 
Chicago ota de —— Co Jenkins Bros. The Allen Mfg. Co. 
has, F. Engineering Works Walworth Mfg. Co. Armstrong Bros. Tool Co. 
Edward R ade w Co., Inc The D. T. Williams Valve Co. The Black & Decker Mfg. Co, 
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GOLDEN-ANDERSON VALVE SPECIALTY Co, 
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AUTOMATIC CUSEMONED STEAM AND WATER SERVICE VALVES. 
We Challenge to Test for Merits Any Automatic Steam or Water-Service Valves in the World” 


1317 FULTON BUILDING. 


PITTS PURGH, Pa. 














It’s YOUR Packing 


Progressive Jobbers and Mill Supply Houses 
now sell their own PACKING 


Highest grades of Asbestos, Cotton, Flax and ‘‘Spe- 
Packings are manufactured by us under your 
your name. In attractive 
wrappings and at very low cost. 


cial” 


own Brand—under own 


Investigate-—say the word and full particulars will be 


mailed. 


BRAIDING AND PACKING WORKS of AMERICA 
251-253 Forty Sixth Street Brooklyn, New York 








Right at the peak of the buying season, smashing 
front and back cover advertisements are showing your 
trade the exclusive features of Parker Vises that mean 
“more for the money.’”’ We are relying on your 
cooperation to make this advertising profitable to you 
and to us. 


Parker Co., Master Vise Makers 
a S: A. a Lie, 


The Charles 
Meriden, Conn. 
Address for the attention of M. I 
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the 30°% stronger hollow screw 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%,” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 


ply dealer who sends for it. 
The Allen Mfg. Co. 
Hartford, Conn. 


143 Sheldon St. 
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Your customers will like 
Edgemont Friction Clutches 


for the same reasons that nearly a hundred 
makers of machine tools use them as standard 
equipment— 


Simple Design—wNo springs or delicate parts, 

Easy Action—Requires little effort to throw 
in and out, 

Powerful—Drives heaviest machine tools 


ind lineshafts without danger of breaking, 
Upkeep—Plenty of adjustment for wear and 
ill parts easily replaced, 


Our catalog is a valuable selling help. Gives your cus- 


tomer full descriptions and tells how to avoid errors in 
buying Edgemont Clutches. Send for a copy. 


THE EDGEMONT MACHINE CO. 
Dayton, Ohio 
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The BLACK & DECKE MFG. 
{ARYLAND, U-* A 
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Canadian Factory—LyY 
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en writing to Advertisers please 


Note the large price reduction on heavy duty 
electric drills, from Half-Inch Heavy Duty to 
Seven-Eighths Inch. 


This is merely another step in the carrying out of 
the Black & Decker policy of giving electric drill 
users the finest drills available at the lowest 
possible price. The increase in volume has justi- 
fied the manufacture of these heavy duty tools on 
a quantity production basis and the saving is being 
passed on to the user. 


You will recall that a few years ago a half inch 
drill cost the user in the neighborhood of $100; 
that the entire drill industry was revolutionized and 
the market tremendously increased when Black & 
Decker brought out the Half-Inch Special at $85, 
which was reduced step by step as the volume of 
sales increased, until it can now be purchased for $58. 


The same thing is being done now on the heavy duty 
tools, which is going to tremendously increase the 
market for these tools by making them available at 
such low prices that many who have never felt they 
could afford it, will now be in a position to buy these 
tools. 


BLACK & DECKER JOBBERS ARE URGED TO 
GET BUSY IMMEDIATELY AND CASH IN ON 
THIS TO THE FULLEST EXTENT. 
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“NTIS, SIR—those Arguto 

Bearings have been on 
those countershafts almost as 
long as I can remember. We've 
never touched them — never 
given them a drop of oil. I 
guess they'll be there after 
we're gone. 












“Somebody told me the other 
day about an Arguto Bearing 
which had run for 22 years 
with no sign of wear to shaft 
or bearing. Some record, but 
[ guess ours will match it!” 
Are YOU interested in bearings 


that will give such service? 
Write us. 





ARGUTO OILLESS 
BEARING CO. 


Wayne Junction, Phila., Pa. 
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It means a saving in time 
and money to use screws 
with hexagon heads that 
are clean cut, smooth and 
true for perfect wrench fit. 
Also for them to fit flush 
with piece into which they 
are placed. Ferry Process 
Screws guarantee a neat ap- 
pearance. 


In Ferry Heat-Treated Cap 
Screws you always find 














Perfect Hexagon Heads 


Clean Cut, Smooth and True 


these advantages. The pat- 
ented die compression prin- 
ciple of forming the heads, 
and the perfect machine fin- 
ish guarantees you a clean 
cut, smooth and true hexa- 
gon head. 


We will be glad to send you 
sample cap screw as illus- 
trated. above for compara- 
tive purposes, and to quote 
prices on your requirements. 


“If it’s upset—it must be heat-treated” 


THE FERRY CAP & SET SCREW CoO., Cleveland, Ohio 


FERRY 


PROCESS SCREWS 
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